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SAVES HOURS, REDUCES 
COSTS ON UNDERGROUND 
PIPE INSTALLATIONS 


Here’s the modern, fast, low-cost 
way to install pipe under the ground 
for your telephone cables. 

With a Greenvee Hydraulic Pusher, 
one man pushes pipe under strects, 
walks, floors, railways and other ob- 
stacles. Eliminates time-consuming 
and costly tearing up, tunneling, 
backfilling, repaving. No extensive 
trenching needed, as short opening 
accommodates the GREENLEE Pusher. 
Often pays for itself on the first few 
jobs. Two models: No. 790 for push- 
ing 3/4” to 4” pipe, No. 795 for large 
ducts and pipe larger than 4”. 



























POWER PUMP for all models of GreeNLeE 
Pipe Pushers. Makes the toughest pushing jobs 
simple, fast for one man. Average pushing per- 
formance: two feet per minute. Write today 
for complete details on timesaving GREENLEE 


Hydraulic Pipe Pushers. 











==. 
GREENLEE 







GREENLEE TOOL CO., DIVISION OF GREENLEE BROS. & CO. 
2008 Columbia Avenue, Rockford, Illinois 
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Mostly About People— 


Across The 
Editor's Desk 


HONORS FOR VAN DE VUSSE 


James F. VAN bE. VuSSE, gen- 
eral manager of the Union Tele- 
phone Co., Owosso, Mich., was 
honored recently while attending 
an executive’s school at the Uni- 
versity of Michian, U. of M. each 
year has a school of Business Ad- 
ministration attended by selected 
executives of various branches of 
the utilities industry from many 
states and foreign countries. Jim 
was selected from the Independent 
segment of the telephone industry 
and was made Chairman of the 
Executive Committee of the 1953 


enrollees. 


REPORT FROM MINNESOTA 


REMEMBER OUR item some time 
ago about Vies Martinsen of the 
Home Telephone Co., Grand Mea- 
dow, Minn.? Vies has just re- 
ported that 759% of his customers 
voted for dial service when he in- 
vited them to give their preference. 
There is now a new fireproof ex- 
change building under construction 
to house their new equipment. 
They are planning six new rural 
lines, 214 more miles of rural 
cable and about 55 miles of new 
wire. Oh, yes a new increased 
schedule of rates will go into effect 
at the coming cut-over. 


BUSY DAYS IN INDIANA 


Hucu A. BarNHartT. head man 
at the Rochester (Ind.) Telephone 
Co. has a new job to do according 
to the excellent bulletin issued by 
the Indiana Telephone Association. 
Hugh is the chairman of the newly 
created Publicity Committee of the 
association with an assignment to 
develop plans to keep the public 
advised of the activities of tele- 
nhone companies. Hugh is pub- 
lisher of the Rochester newspapers 
and is well equipped to take this 
new assignment in stride. Ralph 
Lucier, Warsaw, and Cliff McCor- 


mick of Terre Haute together with 
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the Messrs. Beck and McCarty of 
the Association Staff round out 
the Committee. 


ANNIVERSARY IN EL PASO, ILL. 


A GOLD BOUND directory of the 
El Paso (Ill.) Telephone Co. has 
been distributed dated August 1953 
to celebrate the 100th Anniversary 
of El Paso. V. C. Gordon, presi- 
dent, used the inside front cover to 
give the history of the telephone 
company which was. started in 
1900. As 1954 will be the Anni- 
versary year he also used the inside 
cover to review the history of El 


Paso. 


USITA CONVENTION COMING UP 


CoLtsBy Knapp, Chairman of the 
Exhibitors’ Committee of _ the 
United States Independent Tele- 
phone Association, informs us that 
exhibit assignments have been 
made for the 1953 annual USITA 
convention scheduled for October 
12, 13 and 14 at Conrad Hilton 
Hotel, Chicage. As this big event 
is less than 60 days from now it 
is time that hotel reservations be 
made and confirmed. We expect 
this meeting will be the largest in 
all association history as Colby has 
informed us it will take the entire 
Sth floor and a major part of the 
6th floor as exhibit space. More 
exhibitors than ever before have 
signed for exhibit space. Plan now 
and take this tip to make an im- 
mediate hotel reservation. 


PIONEERS TO MEET OCT. 13 


THE INDEPENDENT Telephone 
Pioneer Association will have their 
annual meeting on the afternoon 
of October 13. Chairman Roy VW. 
Siemund of the Entertainment 
Committee of that group has com- 
pleted arrangements for an_ out- 
standing brand of entertainment 
for the occasion. The Pioneers 
issue an invitation to everyone in 
attendance. at the USITA conven- 
tion to attend their meeting. 
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1888...DEPENDABLE 


Exide-Manchex 


BATTERIES 
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FOR LOW COST DEPENDABLE OPERATION 


in every type of telephone service 


Service records prove the extra long life, extra 
low maintenance costs, extra power of Exide- 
Manchex batteries. There’s a size and type for 
every application in telephone operation .. . 
for central office and private branch exchange 
equipment . . . for other applications requiring 
a reliable source of power. 


Exide-Manchex batteries offer better service 
... longer life, for these reasons: 


POSITIVE OPERATION: Dependable performance 
for all telephone exchange requirements. 


ADEQUATE RESERVE POWER for emergencies beyond 
normal needs. 


LOW OPERATING COST: Extremely low internal 
resistance. 


LOW MAINTENANCE COSTS: Water required about 
once a year. No change of chemical solution 
needed during life of battery. 


LOW DEPRECIATION: Sturdy, long-life construction, 
which includes the exclusive manchester posi- 
tive plate. 


GREATER CAPACITY ina given 
amount of space avoids over- 
crowding of equipment. 

x * * 
Various sizes and types of 
Exide Batteries are available 
in plastic containers. 


Exide-Manchex is your best battery buy for all telephone services 
THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia 2 ¢ Exide Batteries of Canada, Limited, Toronto 


BATTERIES 


**Exide’’ and ‘‘Manchex” 
Reg. T.M. U.S. Pat. Off 


rOoR® 66 
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Here’s why modern exchanges use 


CALCULAGRAPH 





Photo Courtesy of STROMBERG CARLSON CO, 
and THE PENINSULAR TELEPHONE CoO. 









-for QUICK, ACCURATE, AUTOMATIC 


toll time recording! 






















Busy exchanges throughout the world are using 
Calculagraphs because they produce quick, accurate, 
automatic toll time records. Accurate to-the-second, 
printed records eliminate switchboard detail work and 
assure you of collection of all revenue due on every call. 
, ay CALCULAGRAPHS are precision instruments with 
WALES high visibility clock dials, easy to operate — 

featuring smooth silent lever action. 


For complete information on the various models 
available write to — 


CALCULAGRAPH COMPANY 


HARRISON - NEW JERSEY 
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EXTRA CAPACITY 
For Emergency Loads- 


THANKS TO BATTERY POWER! 

















Gould Planté Batteries give you 

extra capacity to handle emergency loads 
. . extra operating assurance . . . extra 

low per annum cost. Because these 

batteries have thick PURE LEAD 

positive plates, they last years longer 

than ordinary standby batteries. 

In fact, the extra years of service 

you get from a Planté, make it the 

lowest cost standby battery you can buy! 





The Aristocrat of 
Stationary Batteries 


GOULD (NoUsTRIAL BATTERIES 


GOULD-NATIONAL BATTERIES, INC., TRENTON 7, N. J. 


Always Use Gould-National Automobile and Truck Batteries ©1953 Gould-National Batteries, Inc. 


YOUR AUGUST, 1953 TELEPHONE ENGINEER & MANAGEMENT 7 








phi: 


PRODUCTS 
TO al 





YOUR AUGUST, 


acid? 
alkaline? 





WHY WORRY ..... for the pH of 
your soil doesn’t matter if you use 
wood treated with Reilly Creosote ... 
for Reilly Creosote Oil is just as 
effective in alkaline as well as acid 
soils. For over 50 years, in soils all 
over the country — in fresh and salt 
water — poles, posts, piles and weod- 
en structures pressure treated with 
Reilly Creosote Oil have stood the 


test of time. 


The American Wood Preservers 
Association has in its files length-of- 
service records for pressure — creo- 
soted wood, every one of which shows 
remarkable longevity with an abso- 


lute minimum of failures. 


Remember, time will tell... . but 
not on wood treated with Reilly 


Creosote. 


REILLY TAR & CHEMICAL CORP. 


MERCHANTS BANK BUILDING, INDIANAPOLIS 4, IND. 


Coal Jaa Chemicals fer Industry 
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Fortnightly TELEPHONE ENGINEER | TELEPHONE ENGINEER aw Vj anagement 
CON. Fe 


gE. 6 OF EACH. MONTH ON THE iSth Of EACH MONTH 
NEWSLETTERS on Alternate Weeks 


August 15, 1953 


Dear Sirs 


Two veteran officials of Bell System companies were quickly con- 
firmed by Senate last month following their nominations by President 
Eisenhower to key posts in the government. Victor E. Cooley, chairman of 
the board of Southwestern Bell Tel. Co., has been named deputy director 
of Office of Defense Mobilization (ODM), while Donald A. Quarles, 
vice pres. of Western Electric Co. and president of Sandia Corp., has 
been appointed assistant secretary of Defense for research & development. 


In ODM, Mr. Cooley will be the number two man in the direction of an 
agency which, under its recent reorganization, is regarded as a "corner- 
stone" of government operations. With functions of former National 
Security Resources Board, stockpiling activities of Munitions Board & 
other responsibilities—including nation's mobilization & preparedness 
program—being delegated to ODM, this agency has somewhat of "super- 
Cabinet" status as administrative arm for White House. 


Mr. Quarles will coordinate research & development programs of 
defense agencies as an assistant secretary of Defense. In Defense De- 
partment reorganization, six such assistant secretaryships were created 
with aim of streamlining & adding to efficiency of department. 


Action by Rural Electrification Administrator Ancher Nelsen of about 
six weeks ago, withdrawing from circulation REA's film entitled "The 
Telephone and the Farmer,” was reported in number of newspapers last 
month. It was pointed out that film might give impression that service by 
existing companies is poor—although organization succeeded by an REA 
cooperative in film's story apparently is farmers’ mutual—& that, in its 
efforts to obtain full cooperation of telephone industry, REA felt it 
was advisable to withdraw film from circulation. 


* KK * 


General Telephone Corp. & its subsidiaries had consolidated net in- 
come for first six months of 1953 of $6,482,000, compared with $3,976,000 
for same period of 1952, it was announced last month. Consolidated net 
income for 12 months ended June 30, 1953, was $11,269,000, against 
$7,100,000 for 12 months ended June 30, 1952. 


Consolidated operating revenues of telephone subsidiaries for six- 
month period ended June 30, 1953, totaled $60,692,000, compared with 
$48,248,000 for first half of 1952. For 12 months ended last June:30, 
operating revenues totaled $114,449,000, against $95,405,000 for 
previous year. System companies had 1,599,600 telephones in service on 
June 30 of this year. 
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National Labor Relations Board, on Saturday, Aug. 1, ruled that "all 
daily wage earners" of General Tel. Co. of California "who receive a 
supervisory differential" should be excluded from the bargaining unit 
for purposes of negotiations between company & the Communications 


Workers of America (CWA). 


Decision was intended to resolve long-standing dispute between company 
& union over question of inclusions in bargaining unit that resulted, at 
one stage, in 13-day strike by CWA over the issue. Strike was terminated 
with agreement that both parties would submit case to NLRB for deter- 


mination. 


In bargaining on new contract in late spring & early summer of 1952, 
General of California took position that daily wage-earning employes 
receiving supervisory differentials should be excluded from bargaining 


unit. 


NLRB decision, finding the disputed employes to be supervisors, 
affects about 400 individuals, in 31 job classifications, among 
company's approximately 5500 employes. 


* * * 


First application of its kind by a Bell System company, for microwave 
radio relay system to carry television signals over a 110-mile route 
in Wyoming to serve a community television antenna system, was filed with 
the FCC last month by Mountain States Tel. & Tel. Co. Mountain States 
asked authority to build transmitting terminal & five microwave repeater 
stations from near Laramie to near Casper at cost for stations of about 


$166,000. 


* x * 


senate last month, in passage of a bill which has been completely 
rewritten since it was introduced in January, approved legislation 
giving Interstate Commerce Commission authority to order installation of 
radio communications & other electronic facilities by any railroad in 
promotion of safety of railroad operations. As House Interstate & Foreign 
Commerce Committee has not yet taken up measure, there was practically 
no chance for final passage before Congress adjourned. Published reports 
that President Eisenhower had signed the bill into law were false. 


D. C. Hill, who entered service of Northern Pacific Railway as agent 
telegrapher in 1937, has been named superintendent of communications 
of the railway. He succeeds F. L. Steinbright, appointed assistant to 
the vice president in charge of operations. Appointments were effective 


Aug. l. 


Ka 


Ray W. Smith, Editor 
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AUTOMATIC ELECTRIC — LEADERS IN CARRIER COMMUNICATION — LENKURT 






Add new 
carrier channels 


WITHOUT 


RE-TRANSPOSING! 







Save $100 per mile 





with LENKURT COMPANDOR! 


See that tiny unit the man’s holding? It can reduce noise and crosstalk by 
HELPFUL FACTS as much as 22 db when you add a new carrier channel to an existing line. 
for the technically - minded It’s the new Lenkurt (¢ jompandor, which can do away with mi anhour- and 
material-wasting re-transposing jobs costing many thousands of dollars 
> iad ' 
How Compandor reduces noise and crosstalk: for less than $500! 
ised bE sey gg heidi For example: since it normally costs more than $100 per mile to re-trans- 
ao i vi os b . hl Ps pose physically a pair of wires for 35 ke carrier, it would cost $30,000 to 
naorr ne- ; 
en ee ee ee re-transpose 100 miles of three carrie pairs which supply 12 c arrier cir- 
dynamic range of speech to be 
; <o cuits. But with a Compandor “‘package”’ for each circuit, you can achieve 
transmitted. It amplifies weak speech ; er A e./ . rine y a 
the same high quality transmission that re-transposition would provide 


so that it will be transmitted above : é ace 
ually for less than $500 per cir a tot: $6,000. 
NE FER Tote" gy i Mapes usually for less than $500 per circuit (a total of only $6 ) 


time, it reduces the volume of the . es ; 2 
Fully-tested Lenkurt Compandor is supplied in four-unit shelves. Write 


today for complete data and prices. 


loudest speech to minimize crosstalk 
into other systems. 

STEP 2 (Expansion): At the receiving 
end of the circuit, a Compandor Peery ane eee 


restores the original dynamic range 


of the speech being transmitted. VAN 

Si k h ‘j t 

poeeteteeees! AUTOMATIC > ELECTRIC 
® 


plified less. Consequently, the noise 
is also amplified less. 





Originators and Developers of the Strowger Step-by-Step “Director” for Register- 


: Sender-T lator O ti . . « Machi Switching Automatic Dial Systems 
RESULT: Natural-sounding conver- Hy oc sagt Gia kecn enaies ant themeenten Yoel . Electrical Engineers, Designers and Consultants 
sation on a circuit that is up to Distributors in U. S. and Possessions: Automatic Electric Sales Corporation 
22 db quieter. Export Distributors: International Automatic Electric Corporation 


1033 West Van Buren Street, Chicago 7, U.S. A. 
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possbile 


IDEAL FOR ANY 





MINIMUM MAINTENANCE COSTS 


All connections established through precious 
metal contacts by relay type action. No me- 
chanical routing necessary. Maintenance in- 
volves no more effort or cost than line relay 
equipment. 
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DRAWER MOUNTED CROSSBAR 
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LOWER INSTALLATION COSTS 
FOR ADDITIONS 


All units are factory tested and completely 
wired to plug-in terminals. No soldering or 
wiring is needed when Crossbar units are 
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, ‘ » ak % CROSSBAR EQUIPMENT FACTORY WIRED 


Frames wired for ultimate capacity, regard- 
less of initial equipment. All Crossbar 
switches and relay units wired and ready for 
installation, merely by plugging in. 


PBX SERVICE 
Connector frames pre-wired for PBX serv- 


ice. This service can be furnished with or 
added to any 100-line group without equip- 
ment or wiring changes. 
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- offers Independents 
all These Great Advantages... 


f EXCHANGE... from100, orless, to 10,000 lines 


4900 
tyP* 
geicy* 
















Since the first cut-over, in November, 


MAXIMUM EXPANSION 1950, Kellogg Crossbar has proved one of the 


Kellogg Crossbar switching equipment can 
“on ead << 4aiiie pe poe: pion greatest advancements ever offered In- 


nomically. 


INSTANTANEOUS SEIZURE OF PATHS 


Instantaneous inter-office dialing between all Se hea adden f 
required points. Switches operate in one stallation has added further proo! to 


movement —in no more time or travel 

than required for average relay to operate. Kellogg’s famous slogan—Superiority—PROVED 
This speed accommodates the high standards — : 

of nation-wide, inter-toll dialing without 


altering equipment. BY USE! ... Kellogg Crossbar is not just for 


dependent Telephony! Each subsequent in- 


HIGH TRAFFIC CAPACITY 


Crossbar handles more calls per unit of 
equipment than any other switching system. =. 

Each switch has multiple paths. From 10 to grows with your needs—from 100, or less, 
20 simultaneous calls can be placed through 
Crossbar switches. 


today; it’s for tomorrow as well! It 


to ten thousand lines! 


KELLOCC 


A Division of International Telephone 
and Telegraph Corporation 


EXTRA LONG LIFE 


Minimum movement means minimum wear! 
Switches are constructed of simple, tough, 
long-wearing parts. Each relay spring has 
twin precious metal contacts and is designed 
for minimum wear and maintenance. 





KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
Sales Offices: 79 W. Monroe St., Chicago 3, Illinois 


et caer ie maar cae ee CNR TO LT ON RE 
Get All the Facts— \ 
WRITE NOW! 
Send for your FREE copy KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
of the latest Crossbar Bul- DS 79 W. Monroe Street, Chicago 3, Illinois 


letin. Use the coupon, or . 
drop us a line on your letter- < LS Please send your latest Crossbar Bulletin to: 


head. 
DRA III 1s icasscaptiticieaindinitiaaaaeeptain nanan 
ri OE 
MAIL COUPON — 
TODAY— STREET 
NOW! i. ee, ie 




























ANS OF* No. 12 B.W.G.- HEAVY LOADING DISTRICT 


HTL-I35 SPANS TO 350 FEET 


Seeeeenmeeeeneecnemneese eal 


HTL-@5 SPANS TO 225 FEET 


Save Three Ways . . . On materials, man- 
hours, and maintenance with INDIANA 
STEEL & WIRE CO.’s Crapo HTL-85 and 
HTL-135 Line Wire. Galvanized by the 
famous Crapo Galvanizing Process, protect- 
ed with heavy, ductile coating of zinc. 


Reliable-Economical! “Eveready” “Columbia” 
“Gray Label” telephone dry cells give you 
dependability, plus economy thru higher 
sustained voltage and extra service life. 
NATIONAL CARBON COMPANY, a Di- 
vision of Union Carbide and Carbon Corp. 


Kewoce... 


for SUPPLIES ~~ 


7 


Well-stocked inventories of guaranteed line supplies are carried 
in Kellogg warehouses located in Chicago, Kansas City, Dallas, 
San Francisco, and St. Paul. Order from the warehouse nearest 
you and be assured of prompt deliveries. 


e The following nationally-known manufacturers of supplies for the in- 
dependent telephone industry are participating in the Kellog Co-oper- 


ative Advertising Campaign. 


American Creosote Works, Inc. 
Ansonia Wire & Cable Company 
John Bean Division : 
Food Machinery and Chemical 
Corp. 
Bishop Manufactu irg Corporation 
E. D. Bullard Company 
Continental Cross-Arm Co., Ir 
Cook Electric Company 
Copperweld Steel Company 
Diamond Wire & Cable Company 
The Electric Storage Battery Company 
Everstick Anchor Company 
General Insulated Wire Works, Inc. 
Gould-National Batteries, Inc. 


W. A. Hammond Drierite Company 


You'll Find Soldering is Easy. . . workmanship 


neater with famous Vulcan Soldering Irons. 
Available ‘in five sizes—either plug or 
screw tip. The high-powered heating ele- 
ment assures even proper heat and long 
service. VULCAN ELECTRIC COMPANY. 


Indiana Steel & Wire Company 
Kester Solder Company 
Lore ~ Products Corporation 


National Caibon Company 
A Division of Union Carbide 
and Carbon Corporation 


National Telephone Supply Company 
Newman Manufacturing Company 
Ray-O-Vac Company 

Raytheon Manufacturing Company 
Reliable Electric Company 

M. M. Rhodes & Sons Company 
RT&E Co. 

Schaver Manufacturing Corp. 

Telkor, Inc. 


Vulcan Electric Company 


The Key to Clear Party Lines. The Signal ton 
produced by the LORAIN HOWLER de- 
mands attention; it is loud yet safe — the 
ideal method for getting that misplaced re- 
ceiver on the hook without making a ser- 
vice call. LORAIN PRODUCTS CORP. 


/ 





vag i th 


ST. PAUL, MINN. (on) 
) SAN FRANCISCO, CAL. 


A Division of International Telephone 
and Telegraph Corporation 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
GENERAL SALES OFFICES: 79 W. MONROE ST., 


BRANCH OFFICES: 406 South Main Street 
LOS ANGELES 13, CALIF 


Sealed Against Trouble! =Communication 
equipment manufacturers demand Kester 
Plastic Rosin-Core Solder, because it makes 
a perfect seal. Prevents high-resistance 


joints and intermittent open-and-close cir- 
cus. AESTER SOLDER COMPANY. 


CHICAGO 3, ILL. 


720 S$. W. Washington Si 
PORTLAND 5, OREGON 


x eevee) 
mat & it) DALLAS. TEXAS 


BRANCH WAREHOUSES 
AND OFFICES: 


6000 W. 51st Street 
CHICAGO 38, ILLINOIS 
450) Truman Road 
KANSAS CITY 1, MISSOURI 


1663 Mission Street 
SAN FRANCISCO 3, CALIF 


410 No. Syndicate Ave 
**Midwoy Area" 
ST. PAUL, MINNESOTA 


1515 Turtle Creek Bivd 
DALLAS 2, TEXAS 





Time Proven—tor 6o years Exide Batteries 
have been serving telephony! The Manches- 
ter positive plate with its button type con- 
struction provides long life . . use Exide 
Manchex for all your battery requirements 
ELECTRIC STORAGE BATTERY CO. 


Standardize on the ‘‘1000-H’’ Outdoor Protecto 
with its Self-Cleaning Sawtooth Discharg: 
Blocks. Made by RELIABLE ELECTRIC] 
CO., with phosphor bronze clips; aluminun 
mounting bracket. Low-absorption porce 
lain base prevents danger of shorting with 
fuse clips. 


rtedl re | 


Economy in Overhead Construction is assure 
when crossarms made by the CONTIN 
ENTAL CROSS-ARM COMPANY, INC 
are a part of your wire and pole instal 
ations. Fully seasoned American woods - 
built to sound standards of dependability. 
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Ontlool: 


“Vital news is not what has happened. Vital news 
is what is going to happen.”"—F. Lundberg 


ON TOP OF THE WORLD 
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that’s where Americans were perched at the 
half way mark of 1953. 

A few chronic worriers think the perch is built so 
high it’s beginning to wobble. By and large, how- 
ever, that old slogan — “you never had it so good” 

still has at least surface validity in most (but not 
all) places in the nation: peak, or near peak, per- 
formances in production, income, jobs, spending. 
saving. 

Sure, there are also peak taxes and debts. World 
trade — like its sister, currency convertibility — is 
still mixed-up. And the US Federal budget can’t 
seem to regain its balance. 

Under the surface are the same questions that 
plagued business when the year started: How long 
can such a lush boom last? What are the Reds up to 
in Korea, western Europe, southeastern Asia, the 
Middle East? Is industry over-expanded if defense 
spending drops? 

By Hollywood standards, however, the year has 
been colossal so far. 

Business would have to slump badly in the second 
half to keep the year’s statistics from being sprinkled 
with plus signs and many new records. Here’s how 
things lined up for the first six months: 

(1) Total personal income for the nation has 
climbed since January — but the income of farmers 
is down. 

(2) Industrial production reached a_ peacetime 
peak in March 

(3) Consumers watched most commodity prices 
slide from Korean War inflation peaks — but don’t 
see matching drops at retail. And some commodity 
prices (steel, oil, chemical, metal products) were ris- 


in June a slip was showing. 


ing at mid-year. 

(4) Retail trade is riding higher than a year ago. 
But merchants claim their profit margins aren’t. 
Their inventories look safe, but they are ordering 
with caution. 

In the half year business has seen the goal of a bal- 
anced budget and reduced taxes set back in time. 
The burden of foreign aid and an arms race hang on. 
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Defense spending, slightly toned down, will continue 


apparently for years. 

Corporation earnings have mounted as tangible 
fruit of the business boom. And industry has added 
to its plans for record expansion of plant and equip- 
ment in 1953. 

The momentum of the boom is still strong. The 
optimists pooh-pooh the signs of a slow-down. 

Why not? Most incomes before taxes and 


living expenses, that is were never higher. 


WHERE THE MONEY GOES 


. what happens to the money taken in by Amer- 
ica’s big companies may be a mystery to some, but 
it’s no “who-done-it” to the men who run the com- 
panies. 

Last month an article in the Monthly Letter of the 
Vational City Bank of New York stated that the com- 
bined sales or revenues of the 100 largest businesses 
(including the Bell System) totaled $102 billion last 
year. Of this, 56.3 per cent was paid out for costs of 
goods and services purchased from others — repre- 
senting largely payments to labor in the earlier stages 
of production. Direct wages, salaries and labor bene- 
fits, partly estimated, amounted to 24.1 per cent of 
the receipts. Taxes took 10.5 per cent, interest and 
depreciation 3.6 per cent and dividends 3.1 per cent. 
The remaining 2.4 per cent was reinvested in the bus- 
business. ; 

Your OUTLOOK department sees this trend contin- 
uing. Published operating reports of the big com- 
panies show that their huge receipts are not hoarded 
or stored up. Instead, they are put to active use in 
producing goods and services for the public, buying 
materials and supplies, generating wages and taxes 
and dividends. 

A substantial part of the telephone industry’s 
money is used to pay for the replacements and im- 
provements needed to keep plant and equipment ef- 
ficient, and to meet the service demands of a nation 
of 160,000,000 people growing at the rate of 
2.000.000 annually. For these various purposes, the 
country’s 100 largest corporations in the year 1952 
disbursed not only the entire $102 billion of their re- 
ceipts, but an additional $2.6 billion which they ob- 
tained by increasing their current and long-term in- 
debtedness. Thus, even the million dollar-a-day’s 
receipts of the companies were not enough to cover 
their entire outlays. 


EARNINGS RATE 


. . for telephone industry should be higher if 
the industry is to keep in step with current economic 
and earnings trends. This fact, a well known one to 
industry members, was re-emphasized last month by 
C. S. Watt, assistant v. p. of the AT & T Co., when 
he stated that earnings rate of 8% on Bell System 
original investment would be equivalent to 6% on 
net value of the property, and is required if the Sys- 
tem is to keep in step with current trends. 

During the past years of high business activity, 
Mr. Watt pointed out, Bell System earnings have 
been below what was averaged for all the years it has 
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been in business. Bell System earnings formerly fol- 
lowed the trend of other businesses, he declared, but 
this pattern was broken at the end of World War II, 
and has remained that way. 

If the Bell System had earnings of 72 to eight per 
cent, Mr. Watt commented, telephone bills on the 
average would still take up a smaller part of the fam- 
ily budget than they did before the war. Fifty cents 
per telephone per month would put the System in 
the desirable earnings range, he added. 

The AT&T official saw no solution to the problem 
but higher rates. “We have improved old methods, 
we have introduced new methods, and we have taken 
advantage of the inventions and research of the Bell 
Laboratories,” he emphasized. “But greater effici- 
ency and economy of operation don’t, and cannot be 
expected to, offset the big increase in the cost of 
furnishing telephone service that inflation has 
brought about.” 


COLLECTION SLOW-UP 


. may be heading your way. And here’s why: 

A growing minority of American families are now 
over their depth in installment debt. The Family 
Economics Bureau of Northwestern National Life 
Insurance Co., Minneapolis, Minn., surveyed the 
problem recently. It found: 

(1) The typical over-burdened family has an in- 
come of between $3,000 to $4,000 yearly and owes 
15 to 20 creditors from $1,200 to $2,500 and, (2) it 
has both an automobile and a television set but no 
savings or cash resources. 

Principal causes are enumerated as inflation and 
high taxes, inability to resist “impulse” buying with 
easy credit, illness or other emergencies or just plain 
bad management. 

A debt counsellor in Chicago reported to the in- 





surance company: “We are receiving definitely more 
cases, more deeply in debt. Before the war, families 
frequently came in with a load of installment pay- 
ments amounting to 60 to 75 per cent of their in- 
come. Now they often come in with an installment 
load that equals 120 per cent of their income. A 
recession of 10 per cent in employment and pay 
rolls just now would cause us to be overwhelmed by 
distress cases.” 

Reporting similarly from a correspondent in its 
own city of Minneapolis the insurance company 
quoted him as saying: 

“Our records show that the total obligations of our 
average debtor client in 1930 were $488; in 1940, 
$900; in 1945, $1,200 to $1,300; in 1950, $2,000 
and now, close to $2,500. Situation of average deb- 


tor is worsening.” 


MANPOWER SHORTAGES 


. despite fact that US population zooms upward 
at rate of 300 persons an hour, manpower shortages 
are not easing. In fact, all industries are finding 
that today’s manpower needs must be met from an 
increasingly shallow pool of manpower resources. 

Last month the National Planning Association 
said the need for re-examining manpower policies is 
urgent and acute. 

The facts that have to be considered, it said, in- 
clude the burden now being placed on what it called 
“the thin generation”. — the relatively sparse ranks 
of those born during the low-birthrate days of the 
depression who now compose the bulk of our ma- 
ture labor force. 

The demands of mobilization, of full employment 
and of supporting the growing ranks of the elderly 
is falling with particular force on that generation, the 
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—From the booklet “An American Story,” published by 
the United States Independent Telephone Association. 
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y= is more than an amusing incident of 
growing boyhood illustrated at left. We 
repeatedly use this to emphasize an im- 
portant advantage of North All-Relay 
Automatic Systems. You do not need to 









buy a suit several sizes too large in 
order to avoid being caught with 
your plants too short in a few years 
... IF you will plan with a North 








engineer on a combination of equip- 
ment matched to the potential 
development of your service areas. 








The smart way to insure your future 
earnings keeping pace with the growth 
of your opportunities is to make cer- 
tain that the size and cost of your 
system shall always be a neat 

and comfortable fit. Let us show 















| you with something more than sol 1 
4 fancy words and illustrations how rage 
you can best do this... bho the f 

he Nort 


Phone Cx 


“NORTH 
ies 
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Have you received your copy of 
the new North switchboard catalog? 











ABOVE: Typical of North 


Relay expansion with- 


ut special engineering; 
dding another 100 lines 
to the fast-growing Me- 
dina, Ohio, exchange of 
the Northern Ohio Tele- 
phone Company. 


ed 


655 South Market Street, Galion, Ohio, U.S.A. 
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report said. The problem of meeting all demands on 
manpower during a period of relative shortage will 
continue during this decade. 

The report noted that while the United States still 
is ahead of Russia in technical manpower, the Soviet 
is putting greater emphasis on technical training 
than we are — demonstrated by the fact that it is 
turning out 30,000 engineers a year — on a five- 
year curriculum while we are graduating only 
23,000 from a four-year course. 

If military manpower needs remain around 3.5 
million during the next two years, the report said, 
policy decisions will have to be made on how to 
cope with the declining manpower reserve. These 
cover such questions as how to make fuller use of 
the handicapped, women, older persons and minor- 
ities? How to improve the economic status of low- 
income areas so that more persons will be fit for 
skilled work? Should occupational and_ student 
deferments be continued as they are, and could civil- 
ians take over more of the non-combat jobs in the 
military establishment? 

Over the longer range, the committee suggested 
the need for answers to such problems as these: 

Should projects be launched to improve educa- 
tion and health in areas where relatively few receive 
higher education? Should there be more appren- 
ticeship and refresher training in skilled trades? 
How about rosters of specialists and a “civilian re- 
serve” to fill in on Government jobs during an em- 
ergency? Should there be more basic research and 


GEN EE RAL 


TEQrt ru oO ME 


better means of locating “the more able men and 
women in the population, and training them to the 
top of our abilities?” 


CWA’s BARGAINING PROGRAM 


. will consist of 11 items. Items in the bargain- 
ing program as amended at the 7th annual conven- 
tion of the Communications Workers of America 
are: (1) hospitalization and surgical benefits to be 
paid for by the company; (2) establishment of pen- 
sion plans where none exist and improvement in 
minimum payments of existing plans; (3) general 
wage increase; (4) shortened wage progression 
schedules; (5) shorter tours; (6) six hour traf- 
fic tours; (7) reclassification of clerical wage rates 
in all departments; (8) job descriptions for all de- 
partments; (9) eliminating area differentials; (10) 
such local bargaining unit demands as may appear to 
be critical; and (11) elimination of merit increase 
system in Western Electric and Bell Laboratories 
groups. 

Significantly, the resolution on bargaining declared 
“That each bargaining unit shall hold the number of 
its demands to the lowest practical limit consistent 
with the desires and welfare of its affected members.” 

Four amendments defeated were: (1) to add “nar- 
rowing the differential between men and women’s 
wage rates’; (2) to eliminate “short hour tours” 
from the list of bargaining demands and change a 
demand for “six after six traffic tours” to “six-hour 
traffic tours’; (3) to eliminate split tours; and (4) 
to add to the demand for a general wage increase 
the phrase “with concentration on raising top rates.” 

CWA Vice Pres. Crull, who directs the bargaining 
program, threw cold water on both the demand for 
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INVESTMENT IN PLANT 
AND DEPRECIATION RESERVES 
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This chart highlights the rapid increase in telephones placed in service and the large expenditures for telephone plant made by General 
Telephone System companies since the termination of World War Il. During 1952, gross additions to telephone plant amounted to $68,881,000. 
During 1953, it is anticipated that approximately $70-million will be spent for gross additions to telephone plant. 
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eliminating area differentials and sex differentials, 
saying that both were ultimate objectives of the un- 
ion but that delegates should be practical. Concern- 
ing area differentials, he said that “we will have to do 
a substantial amount of narrowing before we can 
eliminate them because the steps are too large to 
eliminate in one jump.” He told delegates they 
should not make their bargaining committees feel 
frustrated by giving them demands that would “be 
like knocking their heads against a stone wall.” 


WORKERS WILL BENEFIT 


.. . from the technological strides being made by 
US industry, and future improvements in methods 
and devices will enable the average American worker 
to increase the buying power of his hourly wages 
between 2.5 and 3 per cent over the next decade or 
two. 

This was the finding of a group of economists 
whose five-year study of the rate of improvement in 
American living standards in the past half century 


1939 = 100 
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Indexes of Hourly and Weekly Earnings of Manufacturing 
Employes and of Consumer Prices. 1939 Average = 100. 
Latest Plotting April, 1953 
is contained in a_ publication, “Employment and 
Wages in the United States,” published by the Twen- 
tieth Century Fund. 

New devices and methods of production, say the 
economists, are the main sources of higher pro- 
ductivity, that is, more output for each hour of work; 
and rising real wages depend on rising productivity. 

The study draws a clear picture of the relation- 
ships of wages, productivity and prices in the Amer- 
ican economy, showing that if money wages rise 
faster than productivity, the price level is pushed 
up, canceling some of the gain to the worker. Wage 
earners as a group, the study finds, cannot increase 
their real earnings much faster than the over-all rise 
in the nation’s productivity. 

This does not mean, the authors hold, that wages 
could be set by central authority, according to a for- 
mula based on productivity, or anything else. They 
believe that collective bargaining between employer 
and employes, responsive to supply and demand and 
the bargaining power of the two parties, is the only 
basic wage-setting process that will work within 
democratic traditions. 

Examining the broad range of the history and 
structure of American wages and employment, the 
study notes a number of striking facts, developments 
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Total direct taxes on Bell telephone service last year came 
to $1,321,000,000 or approximately $2.85 per average tele- 
phone per month. This included $615,000,000 of excise taxes 
on telephone bills. If all these taxes were paid in one spot 
in $1 bills and were given to one tax collector to count. . . 
by working 40 hours a week, 52 weeks a year, without 
vacations or holidays, he might finish the job in the year 2023. 


and trends, among them the following: 

Composition of the labor force: The long-range 
trends in the age and sex composition of the labor 
force are shown by the increase in employment 
among females over 14, between 1900 and 1949, 
from 20 per cent to 32 per cent; the drop in the 
same period of employment among persons aged 
65 and over, from 39 per cent to 27 per cent; and 
the drop in employment among those aged 14 to 
19, from 45 per cent to 36 per cent. 

Entrances and withdrawals of labor: Between 1.75 
million and two million persons enter the labor 
market each year, mostly young graduates; while 
about 1.5 million workers die or withdraw perma- 
nently because of age or disability. 

Seasonal turnover: During a year, between 10 
and 12 million persons, who do not work regularly. 
take temporary jobs; while about eight million of 
those with more regular jobs are out of work for 
short periods while ill, seeking other jobs, or for 
other reasons. 

Employers: There are about 6 million persons or 
businesses who hire labor at some time during the 
average year. 

Farm dwellers with town jobs: Rural road build- 
ing, the automobile and the spread of industry made 
it possible for one out of seven workers living on 
farms to work at a non-farm job in 1930, one out of 
five in 1940, and one out of three in 1949. 


ENGINEER & MANAGEMENT 21 














Sure, you can get along with a “home-cooked” 
telephone directory. But are you taking full advantage of the 
potentialities of your operating area in advertising revenues? 
Is your directory an asset or a liability in public relations? 

Are you satisfied with your showing in “multiple listings?” 
If the answer is “no” to any of these questions, call Loomis for 


the professional touch. 





KNOW-HOW TO SOLVE YOUR DIRECTORY PROBLEMS 








@ 724 cities and towns in 22 states are served by the 
287 directories that retain Loomis services. 





. FT. WAYNE, IND. KANSAS CITY, MO. 
ee 99 =: 229 E. Berry St. . . . EAstbrook 3477 810 Baltimore . . . HArrison 1270 
Where to Call” J tous’ mo. UPPER DARBY (Phila.), PA. 
506 Olive . . . GArfield 3700 6908 Market St... . Allegheny 4-3763 
OMAHA, NEBR. 


Omcha Nat'l Bank Bidg. . . . ATlantic 0188 
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IF YOU WERE THE SUBSCRIBER- 


which automatic telephone-answering 


instrument would 


With instrument “A” you can record your 
own message On your own instrument. It takes 
about one minute to say where you can be 
reached, what time you will return, or give any 
specific information needed to fit the situation. 
Before leaving, you can test the message thru 
your own phone to see how it will sound to 


anyone who calls. 


With instrument “B” stock messages are pre- 


recorded outside your office by another person. 











choose? 


YOU 


You flip through the file and choose one. It 
can’t tell where you can be reached, or what 
time you'll return — because you didn’t know 
those things when the message was made. It 
ean ask to have the caller leave his number, or 
to call later, or merely state that you are out 


and will return later. 


Instrument “A” is PEATROPHONE — the 
only telephone-answering instrument available 
to independent companies that permits the sub- 


scriber to record his own message! 


PEATROPHONE satisfies the entire need of 
both the caller and the subscriber. Would YOU 


stay sold on an instrument that would do less? 


PEATROPHONE 


The Mechanical Secretary 


See Your 


DISTRIBUTOR 


For New Prices 





Write now for illustrated booklet on Peatrophone — 


your great new source of revenue. 


TELEPHONE ANSWERING and RECORDING SERVICE 


342 Madison Avenue 


New York 17, New York 
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Small Companies 


“During this present infla- 
tionary economy many com- 
panies that made money in 
the past have fallen by the 
wayside.” 


HEN ONE STOPS to consider 
the State of Illinois 
200 different 
phone companies operating and serv- 
ing the public that come under the 
jurisdiction of the Illinois Commerce 
remember 


that in 


there are over tele- 


Commission, one must 
that these companies in most  in- 
stances are small — many times serv- 
ing one small community, a small 
village, a township, or a county or 
the Recently I con- 
sulted the files and 


found that in many instances these 


two at most. 


Commission’s 


smaller companies, the Class C ‘and 
Class D companies, have not been 
able to earn sufficient funds in or- 
der to pay dividends to the investors. 

Many of these small companies’ 
plant and equipment can no longer 
be considered obsolescent — in most 
instances these plants are almost 100 
The reasons for 
this condition Suf- 
fice it to say here that it is not the 
result of bleeding the companies to 


per cent obsolete. 


are numerous, 


pay exorbitant dividends and salaries. 

it is true that most of these com- 
panies have been well operated in 
the past and were able to earn money 
and serve the community in which 
they are located fairly well accord- 
ing to past standards. But during 
this present inflationary economy, 
in which we are now living, many of 
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Many guides and timely pointers on manage- 


ment, policies and methods are presented in the 


following excerpts from talks by industry leaders. 


the formerly “money-making” tele- 
phone companies serving these small- 
er communities have fallen by the 
wayside. 

A member of the engineering staff 
of the Illinois Commerce Commission 
told me that he knows personally of 
two or three companies that have not 
had a rate increase during the last 
13 years and that during this same 
time the operating equipment and 
plant of these companies has depre- 
ciated to the extent that it is no longer 
considered feasible to operate. 

[ remember driving through the 
after a 
far 


few years ago, 


country a 
terrible sleet storm not too 
distant from this city 
ing the telephone lines and poles of 
one of these small companies prac- 
tically the Almost 
six months later | again had occa- 
sion to drive along the same high- 
way. The telephone lines had not, 
even at that late date, been placed 
on poles. Instead they were. still 
lying along the road on fence posts 
no in- 


- and observ- 


all on ground. 


and other improvised poles — 
sulators. 

[ asked a friend of mine in the 
next town what he knew about this 
situation. This friend of mine oper- 
ated a rather substantial business in 
that town he assured me that the 
condition of service was causing him 
no end of trouble and some financial 
loss. He said he had made several 
inquiries and had been informed by 
representatives of the company that 
the company was not in a financial 
position to make the necessary re- 
pairs. 

Companies such as these are the 





ones that need immediate consider- 
ation today. Not too long ago the 
president of a small company came 
to the commission seeking informa- 
tion and help as to what his com- 
pany could do in order to continue to 
exist. A glance at his most recent bal- 
ance sheet which, by the way, was a 
penciled copy, readily told me that 
his company had passed the state of 
bankruptcy and was now in a state 
of complete collapse. I consulted 
with him and advised him. The net 
result was that he went back to his 
community — called a meeting of 
several of the influential people 
explained his predicament to those 
leaders of the community and asked 
for their help. 

Most people who have community 
spirit at all would certainly lend 
their cooperation in such a situa- 
tion. When the president of the 
company and his board of directors 
are willing to make additional capi- 
tal outlay in order to rehabilitate 
the plant and thus save the service, 
I believe it would not be too difficult 
to secure additional local financing 
in the way of loans to the company 
from other people in the community. 

When. this has been accomplished, 
it is then time for that company to 
come to the and seek 
some prompt rate relief. Under this 
set of facts, it would be ridiculous 
for the commission to delve into re- 


commission 


production costs, original cost, or 
any other accounting problems that 
are ordinarily presented in rate 
hearings. What we should and must 
do in a case of this kind is arrive 
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SELF-SUPPORTING fb ml CABLE 
with the new 


CHANNELL SUPPORTS 


Now Ankoseal brings you even 
greater savings than before in the 





cost of cable installation and 


maintenance. 


This is done by using the new 

Type 775-P-SS Ankoseal Cable on 
Channell Cable Supports — without 
a messenger strand and on spans 
up to 380 feet. 


In actual test the Channell Support 
holds the cable without damage 
to the cable core or jacket 

within the support. 


Send for your copy of “Installation 
Data and Procedures.”’ Use this new 


construction on your next job. 





Channell Supports will soon be 
available through telephone 
cable jobbers. 


ok Orders are now being accepted for Type 775-P-SS 
Size 19 AWG self-supporting Ankoseal telephone 
cable in 6, 11, 16 and 26 pairs. Present Type 611 
Size 19 AWG self-supporting drop cable also is suit- 
able for use with Channell Supports. 


THE ANSONIA WIRE & CABLE COMPANY 


Successor to The Ansonia Electrical Company 


ANSONIA, CONNECTICUT Phone — Ansonia 4-3306 
SOLE DISTRIBUTOR — CHANNELL CABLE SUPPORTS 
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SEAL" 


Moisture Proof 
Plastic Cable Splices 


You can be sure that Bi-Seal self-bonding insulating 

tape will seal out moisture and provide high dielectric 
protection to all plastic wire and cable splices. In 
addition, Bi-Seal has outstanding aging characteristics 
both in operation and storage. Make sure your splices 
retain all the desirable properties of the original cable. 
Bi-Seal plastic tape is formulated from the same basic 
element as the cable insulation itself—polyethylene—a 
hygroscopic compound with an extremely low degree 

of moisture vapor transmission. Insure uninterrupted 
operation under all normal field service conditions, 
Moisture-seal aerial and direct earth burial cable splices 
with Bi-Seal—you'll fnd it outstanding at low 
temperature in application and in performance. 


PERFECT 
MOISTURE 
SEAL... 


“no matter 


fs 


Se//- Ble 


Plastic Cable to Plastic Cable. 
Straight Splice—'‘Wrap Method." 


how you 


Plastic Cable to Plastic Cable. 
Straight Splice—'‘'Lead Sleeve Method.”’ 


splice it!” 


Plastic Cable to Lead Sheathed Cable. 
Straight Splice—''Lead Sleeve Method.” 


Plastic Cable to Lead Sheathed Cable. 
Branch Splice—'‘‘lLead Sleeve Method.” 


For abrasion resistance, it is recommended that a jacketing 


*Polyethylene 
tape be applied over the splices illustrated above. 


bosed compound 


Send for complete information today 


ISHOP 


MANUFACTURING CORPORATION 


14 CANFIELD ROAD, CEDAR GROVE, NEW JERSEY 
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at a rate that will aid this type of 
company in rehabilitating its equip- 
ment to the end that service of the 
caliber that the public should have 
in that particular community is made 
available. 

To leave communities without ade- 
quate telephone service is as bad as 
leaving the community without the 
family doctor or local bank. The 
whole conception of the use of a tele- 
phone has changed during the last 
half century. People in the early 
1900’s considered the telephone a 
luxury. Today, even in the small 
communities, a telephone is looked 
upon as an absolute necessity and 
good service is expected. 

So [ say to you small companies 
that have financial troubles — try to 
put your house in order before you 
come to the commission for rate ad- 
justments. If you need advice on 
how to accomplish this, come to me 
or the members of the engineering 
or accounting staffs and ask for that 
advice. We are there to serve you 
and consult with you about your 
problems. 

When you have placed your house 
in order, so that you feel reasonably 
sure that your community is recep- 
tive to the type of service you pro- 
pose to offer to them, then you 
should come to us with your rate 
problem and I assure you that so 
long as I: am Chairman of the Com- 
mission we will expeditiously handle 
these problems to the end that your 
company will be soon operating in 
a sound financial way. — Honor- 
ABLE GeorGE R. PERRINE, Chairman, 
Illinois Commerce Commission, at 
Illinois Convention. 


“A Story to Tell’’ 


“Let the public know there 
is no magic by which we can 
hold down the price of our 


service...” 


WW" IN INDEPENDENT | tele- 
phony have a dramatic story 
to tell. Why then are we not telling 
it? Today more than ever we need 


the understanding, cooperation and 


good will of the public which we 
Please Turn To Page 28 
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s ; ITEMS SOME COMPANIES ARE USING TO MAKE 
4 — 4 4 LINE CONSTRUCTION WORK EASIER 






L-M TYPE “B” 


SZ TANDEM TRANSPOSITION BRACKET 










Ye" HOLE Ys" SQUARE HOLE %s" HOLE 


Used with transposition insulators for telephone 
line transpositions. Recommended for straight 
sections or at corners where pull is less than 15 
feet. Heavy *%" x 2” steel, hot dip galvanized. 
REA-approved. 


L-M CASE Roller Type 
FIN TRANSPOSITION BRACKETS 


RUBBER 
ZZ BUSHING Crossarm Point Type 












CASE CROSSARM POINT TYPE 
TRANSPOSITION BRACKET 











INSULATOR ~ 





1/2" X 6 SQ. HD 
MACH. BOLT 


‘Bie NUT 
















8” SPACED 
CROSSARM 





16" x 13/4" 
WASHER 


| a 
COTTER PIN 11/4” LOCUST WOOD 
BUSHING—9/16" BORE 









Case Brackets equalize tension, balance lines, 
eliminate tie wires. Insulators roll easily as wire 
CROSSARM POINT TYPE is tensioned—cutting installation time. Special 
INTSINED ilole nv airtel rubber bushings set in insulators maintain con- 

tinuity of service if insulators break. Available 
in crossarm and span point types, both of alumi- 
num alloy. Weight—less than 4 pounds. 








Span Point Type 













\ MOUNTING SLOTS 
AWAY FROM POLE 
Do you have a line construction problem ? 

TYPICAR INSTALLATION These are just a few of thousands of L-M line construction 

STRAIGHT LINE CONSTRUCTION specialties. If you have a line construction problem, let us 

know. We may have standard or special items in stock that 

will solve it. Ask the North Electric or Kellogg representa- 
tive or the L-M Field Engineer. Line Material Company, 
Milwaukee 1, Wis. (a McGraw Electric Company Division). 


LINE MATERIAL Lie QSicion Maleroh =” 


\ 






xe 





“No decay in this pole 


and it’s over 31 years old,’ 
says J. W. Schultz of Grenada, Miss. 


@ “This Koppers Pole is in such good shape,” continues Mr. 
Schultz, “I’m sure it will give good service for many more years.” 

This is the kind of pole service that brings substantial savings 
to utility companies. Savings in maintenance costs. Savings in 
replacement costs. 

Specify Koppers Full-Length Pressure-Creosoted Poles. Through 
the years your operating records will prove you’ve made a wise 
investment. Write for quotations. 


KOPPERS COMPANY, INC. 
, WOOD PRESERVING DIVISION 
a PITTSBURGH 19, PENNSYLVANIA 


KOPPERS|| PRESSURE-CREOSOTED WOOD 
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| serve. We must tell our story frankly 


_ and at every opportunity. 


| 
| 
| 


| why service is not always available at 
| the time they want it. Let them know 


Our companies must start living 
in glass houses. We must let the pub- 
lic know the reasons for what we do; 
why we must have increased rates; 


the cost of the unseen equipment that 





} 


is necessary to bring service to them; 
that we must borrow to purchase 
this equipment and that our borrow- 
ings cannot be repaid from earnings. 
Let them know the bite that taxes 


| take; what a large part of our oper- 


ating expenses is represented by la- 


_ bor costs; how the material shortages 


have slowed our programs. 

Let them know that there is no ma- 
gic by which we can hold the price 
of our service down when costs all 
around us and the price for every- 


| thing we buy has risen sharply. Show 


them that our payrolls and our pur- 
chases are good for the town and 
add to the prosperity of the com- 
munity. This can be done by bill 
inserts, newspaper publicity and ad- 
vertising, posters in our business of- 
fices and on our trucks, by our rep- 
resentatives in civic organizations 
and service clubs, and by our people 
behind the counter. 

The Advertising Committee of the 
National Association has given much 


| study to the public relations, adver- 


tising and publicity needs of the In- 
dependents and the Committee’s as- 
sistance and service is available to 
your companies. It is a mistake not 
to make use of the service available 
to you. 

It may be of interest to you to 
know that I have appointed a Task 
Force to explore the feasibility of em- 
barking upon a nation-wide program 
of advertising calculated and de- 
signed to bring information to the 
American people respecting the fact 
of the very existence of Independent 
telephone companies, the service job 
they have done, and the goals they 
are seeking to achieve. This pro- 
gram would be designed to improve 
the general public relations of our 
Independent companies in the com- 
munity served by them; to assist in 
uncovering additional commercial 


Please Turn To Page 30 
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Compare 


erformance 


value 
price 


All-steel Service-Utility bodies specially designed for on-the-job work are available on six International models with GVW 
ratings of 4,200 to 6,500 pounds. Two body sizes 77 and 89 inches long for 115 and 127-inch wheelbase chassis respectively. 


NOW-—new low prices on light, medium, and light-heavy duty models 


Compare performance. Compare the proved per- 
formance of Internationals, model for model, with 


any truck on the road. Prove to yourself that Inter- 
nationals are today’s top truck buy. 


Compare value. Compare the extra value in Interna- 
tionals, detail by detail, with any comparable model. 
Compare the low operating cost. Compare the low 
maintenance cost, the long life. Compare the job spe- 
cialization that’s possible with Internationals. You 
will find that Internationals are your best buy. 


Compare price. Every new International, with its 
unmatched performance and unmatched value, com- 


pares favorably in price with any other truck. Ask 
about new low prices. See your International Dealer 
or Branch today. 


America’s Most Complete Truck Line 


168 basic models from 14-ton pickups to 90,000 lbs. GVW 
off-highway models . . . 307 new features in the new 
R-line . . . 29 engines available with widest practical 
choice of gasoline, LPG, or diesel power . . . 296 wheel- 
bases . . . wide selection of body types and styles... 
thousands of variations for exact job specialization. 


INTERNATIONAL HARVESTER COMPANY - CHICAGO 


International Harvester Builds McCormick Farm Equipment and Farmall Tractors. 


. Motor Trucks... Industrial Power... Refrigerators and Freezers 


Better roads mean a better America 


4 Thru UE Lid C 
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"FOR POLICE SIGNAL SYSTEMS 


we rate 


gPE 













service conditions. 





Here is the Police Desk 

of a recently installed Game- 
well Signal System. The Gamewell 
Company recommends and uses Recti- 
ChargeRs for complete reliability under all 


RecriCuarceR 


(BATTERY CHARGER) 


NDABILIT VY 


above all” 


— SAYS 
THE GAMEWELL 
COMPANY 





® 


is used by Telephone Companies from coast to coast because 


this same dependability has been tested and proved through 


years of service. Fully automatic, 
it maintains constant voltage out- 
put over the complete load range 
..- follows the load and compen- 
sates for wide input changes. Never 
overcharged or undercharged, 
batteries last longer. Ruggedly 
built ...no moving parts to wear 
...fequire inspection only once 
or twice a year. 


RAYTHEON PRODUCTS INCLUDE: 


MARINERS PATHFINDER* radar; FATHOMETER®* Echo 
Depth Sounders; Marine radiotelephones; WELDPOWER* 

e stabilizers (regulators); Transformers; 
RectiChargeR* Pes chargers; RectiFilteR* battery elimi- 
nators; Sonic oscillators for laboratory research; Standard 
control knobs; Electronic calculators and computers; 
Television receivers; Radio, television, subminiature and 
special purpose tubes; MICROTHERM* diathermy and 
*Reg. U. S. Pat. Off. 


welders; Volta 


other electronic equipment. 
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RAYTHEON 


MANUFACTURING COMPANY 


EQUIPMENT SALES DIVISION 
DEPT. 6270-TE, WALTHAM 54, MASSACHUSETTS 


DISTRICT OFFICES: BOSTON, NEW YORK, CLEVELAND, CHICAGO, NEW 
ORLEANS, LOS ANGELES (WILMINGTON), SAN FRANCISCO, SEATTLE 
INTERNATIONAL DIVISION: 19 RECTOR ST., NEW YORK CITY 















































RectiChargeR " is the 
ideal time-tested equip- 
ment for Telephone serv- 
ice. Your supplier offers 
ao COMPLETE Line for all 
requirements. Ask him 
for details, or write us 
direct. 


RAYTHEON 


Excellence tn Elochiontcs 
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sources of needed money for plant 
expansion and improvement, and to 
make it evident that with ability and 
willingness on the part of the In- 
dependents to do the job. the creation 
of Telephone Cooperatives at the 
taxpayers’ expense is unecessary. 

Furthermore [ think such an ad- 
vertising campaign would be good 
for our friends in the Bell System. 
The public apathy toward Independ- 
ent telephone companies is due to 
ignorance; that on the part of Bell 
employees is due to arrogance. 

I have always said that I have no 
tolerance for the Independent tele- 
phone man who thinks that anything 
and everything the Bell Company 
does is wrong, and at the same time 
I can have no respect for the Bell 
System employee who believes that 
unless you are Bell System trained 
you can know nothing about the tele- 
phone business. 

Look at the record. 
switching was brought into being by 
the Independents. Full selective ring- 
ing was a first on the part of the In- 
dependents. In fact, the Bell com- 
panies shy away from the use of it 
to this day because it was not Bell- 
Lab produced. What about the hand 


set: we called it the French phone 


Automatic 


years ago. 

We in the Independent industry 
have a heritage of which we can be 
duly proud. Our Independent tele- 
phone companies are a vital part of 
the economy of this country. It has 
not been by accident that these com- 
panies, 5,291 in number, serve 
8,642,400 stations, through 10,974 
central offices, utilize the services of 
94,500 employees, have an aggregate 
plant investment of $1.354,000,000 
and enjoy gross revenues of approx- 
imately $400,000,000. Those who 
have dedicated their lives to the tele- 
phone industry are disciplined but 
free men and women; they are inbued 
with the zeal of the pioneer and the 
spiritual urge that has built strength 
in good times and bad. May it ever be 
that way! —-E. M. BLAKESLEE, pres- 
ident of the United States Independ- 
ent Telephone Association and pres- 
ident of the General Telephone Co. 
of Calif., Santa Monica. (Oregon- 
Washington Convention.) 
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ONLY 220 LBS 
4% vo age regulation 


The New Homelite 5 KW Generator weighs 
only 220 pounds, complete with gasoline 
engine. Equipped with adjustable handles for 
easy carrying by 2 or 4 men. 


Manufacturers of Homelite 
Carryable Pumps + Generators 
Blowers * Chain Saws 


Canadian Distributors: Terry Machinery Co., Ltd., 
Toronto, Montreal, Vancouver, Quebec. 


YOUR 
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for TELEPHONE 
Stand by SERVICE 


Plenty of power, easy portability, 
and accurate voltage regulation are 
all wrapped up in this new Homelite 
Generator . the most compact, 
lightest weight, 5 KW gasoline en- 
gine driven generator on the market 
today. Light enough to be picked up 
and carried, this new Homelite can 
be used in your main station or 
rushed to any relay station giving you 
quick, flexible standby service when 
you need it and where you need it. 
Furnished with either manual or 
oe PEN ea 


Zz 


push button starting, it is conserva- 
tively rated at 5,000 watts . . . and it 
has very close voltage regulation 
...plus or minus 2%, from no load 
to full load. 

Ideal for standby service, this new 
Homelite is also desirable for main- 
tenance work. It supplies both 115 
volt and 230 volt current. Your re- 
pair crews can use it for floodlights, 
or for time-saving electric tools. 

Write today for a free demonstra- 
tion. 


“HOMELITE 


CORPORATION 


1298 RIVERDALE AVENUE @ PORT CHESTER, N. Y. 
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On any 
Telephone Cable 
Installation 


v For 70 years General Cable, and its predecessors, have been 


developing and supplying telephone wires and cables of the most 


advanced types. 


General Cable’s outside thermoplastic telephone cables are available in 


any number of pairs. Standard with paired construction, they are also 


available in quads and composites. Larger sizes can be had in unit 


construction. Special cables to your specifications. 


General Cable's outside thermoplastic telephone cable for aerial or duct 


installation is fast and economical. Polyethylene insulated with polyvinyl 


jacket they are exceptionally strong, with a highly uniform and smooth 


covering. For information and service refer to our national distributors: 


AUTOMATIC ELECTRIC SALES CORPORATION « LEICH SALES CORPORATION 





Other General Cable products for the tele- 
phone industry distributed by our national 
distributors: AUTOMATIC ELECTRIC SALES COR- 
PORATION ¢ LEICH SALES CORPORATION. 

PAPER LEAD TELEPHONE CABLES: Larger 
sizes are standard with unit type construc- 














tion. Quads and composites are also avail- 
able. For additional protection they can be 
furnished with: 

Steel tape armor and jute 

Round steel wire submarine armor and jute 
Jute over lead for direct earth burial 








VICHEOK 


THERMO! 
TELEPHONE, 












eneral Cable 


ey 
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RAL CABLE 


Executive Office: 420 Lexington Avenue, New York 17, N. Y. 
Sales Offices in Principal Cities of the United States 


















Miller Equipment Company, Inc., 
whose products are marketed 
internationally by a network of select 
safety equipment distributors, is proud 

to have the North Electric Mfg. Company, 
Galion, Ohio distribute their safety products 






in the telephone field. 


The North Electric Mfg. Company, a recognized authority in the 
telephone industry, chose the Miller line of safety equipment for 
their merchandise division. The new North catalog will carry three 
pages of illustrations and technical data on Miller products. 


If the job is hazardous, don’t risk it—Miller it! Ask your North 
representative for Miller equipment and write for informative literature. 


itty ) a 
S LM, 
: ED EQUIPMENT CO., ING 


FRANKLIN, PENNA. 
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Proved by many years of trouble-free service, 
Powers-American bodies set the pace as the 
number one choice with utilities everywhere 
... the measurement of top quality and per- 
formance throughout the industry. ‘Job- 
engineering”’ steps up crew efficiency, lowers 
operating costs ... protects your investment. 
Powers-American has the type body and 
equipment to do your particular job most 
efficiently and at lowest cost. 





HYDRAULIC TOWER 


Platform extends to 30’ above ground 
and can be revolved full 360°. Oper- 
ation is controlled from truck cab or 
by workman on platform. Models are 
also available in ground-to-platform 
heights of 21’ and 25’ for installation 
on chassis having a rated capacity 
of 1% tons or more. 






PUBLIC UTILITY BODIES AND EQUIPMENT 


RWmitivi@grtqgrnr 









LINE CONSTRUCTION BODY (600) 
Available in 9’ to 14’ lengths, 
equipped to meet individual needs 
in any phase of utility work. 

AS 
~ 





REVOLVING AERIAL LADDER 
Models available in working heights 
of 23’ 6”, 26’ 6”, 30’ 6”, and 32’ 6” 
for all styles of bodies. 





LIGHT CONSTRUCTION BODY (SERIES 35) 


ideally suited for all types of light 
duty maintenance and construction 
work. 





Designed for medium duty general 
service. May be furnished with 
winch and derrick capable of han- 
dling 40’ poles. 


“er There are many styles 
of Powers-American Bodies 
not shown here. Write for 


descriptive catalog today. 
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For Superior Poles 


WHEN YOU NEED ‘EM 


Large stocks of Southern Pine at two modern plants 
enable Taylor-Colquitt to supply superior poles 
when they are needed. 


These stocks, selected from the finest stands of 
Pine in the Southeast, are the products of rigid 
controls. From torests to plants . .. through care- 
fully supervised steps in manufacture and _ treat- 
ment, these controls safeguard quality . . . assure 
poles of uniformly high strength and inherent long 
life. 

During more than 27 years, telephone companies 
in increasing numbers have looked to Taylor-Col- 
quitt for superior poles when they need them. 


Taylor-Colquitt poles are distributed to independent tele- 
phone companies exclusively by Automatic Electric Sales 
Corporation, 1033 West Van Buren Street, Chicago 7, Ill. 


TAYLOR - COLQUITT CO. 


SPARTANBURG, SOUTH CAROLINA 





Every anchor man prefers | 
the CHANCE 8-WAY 


The plastic insulation injected The most popular types 
between the conductors stays are stocked by our sales 


) lid. It covers the edge of the lin wi ct 
Not twa. § Not fol... By “abi shell, positively preventing sealant U.S 


cause of most shorts. Invented 


\/ || and d exclusively by BUCKEYE 
hil LIGHT SK blues || TELEFON FABRIK AUTOMATIC eidiiciecnieaiins 
A/S since 1912. These plugs pro- Sitti it. Mil 


|| vide unsurpassed precision in 
for better load distribution _| machining, solidity of construc- SUTTLE 


tion, and high insulation safety. 


Sheeify Chance Anchors | Available as replacements Equipment Co. 


for all popular two-and three Lawrenceville, Il. 
conductor plugs. 


| 4 
BUCKEYE TELEPHONE & SUPPLY co, | TELEFON FABRIK AUTOMATIC M/s 


1250 KINNEAR ROAD COLUMBUS, OHIO | 
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There is protective and beau- 
tifying purpose in the Armco 
zinc coat that is applied to 
the cold rolled steel sheets 
from which Sherron tele- 
phone booths are engineered. 
It is this zinc coat that seals 
the steel against the degen- 
erative action of rain and 
snow and sleet. And because 
of the “Zincgrip-Paintgrip” 
coating of the Sherron steel 
booth, the long lasting Du- 
Pont enamel finish on the 
Sherron booth stays on and 
stays lustrous and attractive, 
and minimizes maintenance. 


7 MODEL 17-5 
TYPE 1 


SEE COMPLETE SHERRON LINE IN TELEPHONY DIRECTORY AND TELEPHONE ENGINEER & MANAGEMENT DIRECTORY 


SHERRON METALLIC CORPORATION (wiv 


31201 FLUSHING AVENUE * BROOKLYN 37, NEW YORK 


SEE 
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Som S/S DRILLED 


LIKE WOOD 


with 
. TERMITE 
oa | | ~ MASONRY DRILLS 
142 E h EL | x h [ You can drill clean, straight | Me 
| 

























holes in all kinds of masonry 
with TERMITE Drills. Standard 
f diameters from 3/16” to 5” 
CONTROLLED BY AN AUTOMATIC, LIGHT- (larger sizes on special order) 
ACTIVATED ELECTRONIC EYE WHICH LIGHTS ..-lengths up to 36”. 
THE BOOTH AT DUSK AND TURNS IT OFF Continwens eplvel worm and 
exclusive “WICTU” carbide in- 
AT DAWN. serts give you fastest drilling 
and lowest cost drilling. Use 
with ordinary electric drills. 
There’s no other masonry 
drill like the TERMITE Drill! 


FREE LITERATURE...write today! potty So te 


TERMITE ROTARY MASONRY DRILLS 


TERMITE DRILLS, INC. 


83 N. LOTUS AVE., PASADENA 8, CALIF. 
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THE ELECTRICAL FUNDAMENTALS 
OF COMMUNICATION 


By ARTHUR LEMUEL ALBERT 
Professor of Communication 
Engineering, Oregon State College 





* Fully Tested and 
Approved 

* Low Maintenance Cost 

* Income Always Certain 

* Readily Seen From a 
Distance 

* Positive Automatic 
Action 

* No Motors to Freeze 
or Slow Down Second Edition, 531 pages, 6 x 9, 

* Discourages Vandalism 363 illustrations, $7.00 

* Encourages Customer 
Security 

- Easily Adjusted 

* Heavy Construction 

* Weighs Only 2 Pounds 


Written expressly for radio men, telegraphers, tele- 
phone engineers, this book gives fundamentals of 
electrical engineering accurately, simply, from the 
point of view of the communication industry. It 
gives you fundamentals of electronics . . . explains 
direct current, conductors, resistors, and insulators; 
discusses such topics as the magnetic field, sources of 
electric energy, induction, motor and generator ac- 
tion, magnetic hysteresis, eddy currents, and many 
others. You will find sound, basic information that 
will help you know and understand electricity. 


aa" a" aa" a"a"aMa"a"a"a"a"ea"e"e"s"s""-"."2".".".".".*.". rrr - | 









aw. Graybar 
The Second Edition includes new AIEE and IRE 
standards and current usage. It gives additional 
emphasis to radio fundamentals, more useful to those 
interested in electronic, radio, and television fields. 






* Steel Covering 

* Easily Installed 

* No Dials to Set 

No Springs to Wind 
Photo tube Operated 
* Moisture and Fungus-proofed 
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Order from 





ELECTRONIC INTDller) contaoLe a 
Sb} CoS 


Fectory end Engineering Office Telephone 
Middletown Conn ORIGINATOR OF SUNSWITCH LIGHTING CONTROLS Middletown 60679 . 


Telephone Engineer Pub. Corp. 
7720 N. Sheridan Rd., Chicago 26, Il. 
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GraybaR ; TELEPHONE NEWS 


WHEN CARBON FILAMENTS 
AND CHOKER COLLARS 
GRACED THE CENTRAL OFFICE — 


As calls picked up in the late afternoon and the 
sun sank lower and lower, the supervisor’s glare 
at the carbon filament lamps reminded one of 

the boys to flip them on. Easier than trimming 
and filling kerosene lamps . . . and easier 

to see by than gas light, these flickering 

units were still a far cry from efficient light 
produced by modern G-E lamps. 


Incandescent lamps of all types . . . fluorescent 
lamps in all color values . . . germicidal 
lamps for rest rooms and public rooms . . . 
infra-red lamps for heat and drying... 

over 10,000 different kinds in all — they’re 
conveniently available from your 

near-by Graybar office. 


HOW OFFICE COMFORT HAS IMPROVED! 


At the turn of the century, Graybar had sold thousands 
of these ornate fixtures and fans to independent telephone 
companies all over the nation. As lighting and 
ventilation methods have improved in the intervening 
years, Graybar has consistently distributed progressively 
better and more efficient equipment, until today, we 
offer you the most complete selection of shop and office 
lighting items available from any one source. The same 
is true of ventilating and air-conditioning equipment 
made by well-known names such as ILG and Remington. 


EYE-EASE 10 ICE WATER: 
SYMBOLS OF GRAYBAR’S RANGE OF SERVICE 


From lamps and lighting fixtures to air con- 
itioni inki COOL WATER AT A TOUCH 


ditioning and drinking water supply — these 

are just a few of the more than 100,000 items Seieipeieneecsinenensiennstone 

distributed by Graybar. Graybar can supply OF A FINGERTIP 

all of your telephone needs quickly and con- Z== } Fresh, cool drinking water provided 

veniently through its nation-wide system of eer then: Chennbendiatetinead tan ot 

offices and warehouses. In addition to eentral @% S y y j 

station equipment, you can also get wire, ® ce ‘ Cordley electric water coolers has 

cable and other pole-line materials for outside 

construction and maintenance. Make your 

next order read “via Graybar” and you'll save offices. Available from your local 

time and paperwork .. . and you'll get what ie Graybar office, they come in a wide 

you need when you want it. 285-228 variety of sizes to match the needs 
of any office. 


Call Graybar Soh tor x GRAYBAR ELECTRIC CO., INC. 


Graybar Building, New York 17, N. Y. 
IN OVER 100 PRINCIPAL CITIES 


long since replaced the tin dipper 
and bucket once found in telephone 
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Here's Proof of Performance... 






304 pressure-creosoted poles 
installed in 1915 


—more than 90% are still in service 
after 38 years 










IN SERVICE since 1915, this pressure-creosoted 
pole supporting 66 and 22 kv lines, as well as 
Company telephone lines, is located in the Eddy- 
Temple Line of the Texas Power and Light Com- 


pany. 










@ Texas Power and Light Company—a long- 
time user of Creosote Oil as a wood preservative 
—has in its files many outstanding service records 
of pressure-creosoted poles. One of the most inter- 
esting concerns 304 poles on the Eddy-Temple 
Line of the Company. 

More than 90% of these Southern Yellow Pine 
poles—originally installed in 1915—are still giv- 
ing excellent service. This excellent record has 
been established in spite of an annual average 
rainfall in the area of 46 inches and hot, dry winds 
of summer that sweep across the prairie. And in 
the next five years, only about 10% of the poles 
are scheduled for replacement. 


Such service records are typical of poles treated 
with Creosote Oil. And they are the principal 
reason why Creosote Oil is, and has been for 
many years, first choice as a pole and crossarm 
preservative. 

When U°-S'S Creosote Oil is used, you can 
count on top performance from pressure-creosoted 
wood. U-S:S Creosote Oil is a uniform product, 
made by continuous processing in the world’s 
largest tar distillation plant. For complete infor- 
mation, contact our nearest Coal Chemical sales 
office or write directly to United States Steel 
Corporation, 525 William Penn Place, Pittsburgh MORE pressure-creosoted Southern Yellow Pine poles in the same line of 


. Texas Power and Light Company. Additional years of service are anticipated 
30, Pennsylvania. from most of the remaining poles, 


U-S°S CREOSOTE OIL 
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A PHILOSOPHY FOR REGULATION 


HE PROCESSES of democracy usually 

work just about as well as those who man- 
age or control or heavily influence them al- 
low them to work. 

The process of the regulation of public 
utilities is a democratic process. It, too, 
works just about as well as those who manage 
it allow it to work. 

Through many years it worked pretty well. 
But most of those were years when there was 
no great strain on it; when price and cost 
levels were either fairly constant or changes 
in them were slow, and when the growth of 
the utilities was relatively slow and, in con- 
sequence, their need for new and additional 
capital was small as compared with today. 

Since War II that situation has changed 
completely. In the telephone industry the 
demand for more and more telephone serv- 
ice has been and is tremendous and appar- 
ently insatiable. At the same time, costs and 
expenses have gone up and up and up. 

The necessity for higher revenues, to meet 
these heavily increased expenses, is beyon:| 
question. The need for new and additional 
capital, to meet — at greatly increased costs 
— the demands for telephone service, is like- 
wise undeniable. 

The democratic process of regulating pub- 
lie utilities by commissions or other govern- 
mental agencies, will serve its purpose prop- 
erly only when all such regulating bodies 
recognize — as some of them do now — that 
they must face up to this present situation 
and deal with it realistically. 

The matter is principally one of economies, 
and the economics of it are very simple and 
very clear. 

A telephone company must have rates for 
its service which will produce for it revenue 
adequate to pay its expenses and taxes and 
allow it ample provision for depreciation. 


(The foregoing editorial, although copyrighted 


After those charges have been met, there 
must be sufficient income remaining to meet 
its interest, if any, and to pay dividends upon 
its capital stock at a rate sufficient to at- 
tract new capital. After that, it must have 
remaining an amount sufficient to provide a 
reasonable surplus. 

The economics of the situation are as sim- 
ple as that! No regulatory body, so far as 
we know, disagrees with these basic facts. 

Yet it is necessary, in some commission 
jurisdictions, to fight what is practically a 
pitched battle to obtain even a substantial 
part of the rates required to meet the situa- 
ion. And, in many cases, the struggle is so 
long-drawn-out that whatever rates are ob- 
tained have become obsolete before they be- 
come effective. 

And, in many cases, the company must fin- 
ally go into court to obtain the rates that are 
necessary for its preservation. 

A philosophy of regulation which produces 
such results as that is not, in our opinion, ad- 
equate to meet present-day conditions. Nor 
does this philosophy of regulation benefit the 
public. ; 

The public wants service and, time after 
time through the years, it has been demon- 
strated that the public is willing to pay rates 
for utility services adequate to supply, in 
both quantity and quality, the service it de- 
sires. 

The only philosophy for regulation that 
is suitable for these present times is one 
which not only recognizes present-day eco- 
nomic facts, but also acts realistically in ac- 
cordance with them. For it is only by the 
recognition of these facts, and the imple- 
mentation of the things that are necessary to 
meet them, that the public can be supplied 
with the service it is demanding. 
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You pay 
for what you get 


— 


4 As an operating company executive, your first consideration in 

2 equipment is its on-the-job performance. Price is a factor, too— 
but only in relation to what you get for your money. 

Stromberg-Carlson PBX switchboards incorporate many features 

which, by “‘standard” specifications, would be considered extras. 

They’re included because experience has shown that they increase 

the life, looks and operating characteristics of the boards ’way 

! beyond their cost. May we discuss your next PBX requirements 


with you—and show you why ours cost less in the long run? 
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No. 120 PBX Switchboard No. 106 PBX Switchboard No. 128 PBX Switchboard 
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STROMBERG-CARLSON’ | > 


Factory, General Offices: Rochester 3, New 





York. Branch Offices: Atlanta 3, Chicago 6, 


Kansas City 8, San Francisco 3. In Canada: 





Stromberg-Carlson Co. Ltd., Toronto 
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Extra advantages 


of the 


No. 121 


cordless PBX 


switchboard 


Gaard Signal. A green light 
which stays lighted until the 
called station answers. A won- 
derful convenience for both call- 
er and operator. 


Common Talking. Permits 
the PBX operator to answer calls 
even when all connecting cir- 
cuits are in use. 


Line Relays for each line— 
for uniform brilliance in lamp 
signals and to prevent “false 
alarm” signals from line leakage. 


Instantaneous Busy. En- 
ables a toll operator to seize 
trunk and let the operator know 
a toll call’s coming. 


Cabinets. The sun tan phenol 
key panel is furniture-handsome. 
The rounded corners are more 
pleasing and practical. Walnut 
is standard. 
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In station protectors the difference will 
show up in the field. 


The very simplicity of the 955-A” is your 
guarantee of trouble-free and enduring 
station protection. Design advantages, 
plus the famous P-495 Self-Cleaning Saw- 
tooth Discharge Blocks, make the differ- 
ence. Static discharges or surges are in- 
stantly drained without danger of leaving 
the line grounded. Why not ask to see a 
sample of the ‘’955-A” for first-hand inspec- 
tion and convince yourself of the differ- 
ence. Standardize on '955-A’s” — A Relli- 
able Product. 


RELIABLE ELECTRIC COMPANY 


3145 CARROLL AVENUE 
CHICAGO 12, ILLINOIS 


TO THE TELEPHONE INDUSTRY 
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Tax Law Revision 

NE THING that doesn’t change 

very much in Washington, no 
matter which political party is in 
power, is the emphasis on taxes. They 
may go up or down, or in some cases 
sideways, but they are always a prior- 
ity subject for consideration. 

In an effort to get to the bottom of 
some of the problems which have 
grown up over the years through the 
methods _ of 
taxes generally in effect, however, 


hit-or-miss imposing 
the Republican leadership is trying 
something relatively new. It is tackl- 
ing the first overall revision of the 
nation’s tax laws since about 1875. 

The hearings before the House 
Ways & Means Committee on this sub- 
ject, moving toward their close as 
this 
been particularly well-publicized or 


column was written, have not 
heavily-attended, either by Congress- 
men or spectators, but they may turn 
out to be among the most important 
meetings held in Washington this 
year. 

One reason for the relative lack of 
attention to the hearings is the fact 
that nothing is going to result from 
them immediately. Taxation is a 
complicated subject at best, and the 
way it has been practiced in recent 
years by the federal government, it 
is practically incomprehensible. 

Thus the current hearings are sig- 
nificant because they are making the 
record on which a new tax policy will 


be based. They will form the basis 
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By ROLAND DAVIES 
and FRED HENCK 


for study by the Treasury and Con- 
eressional tax-writers, on which an 
overall tax revision proposal, sched- 
uled to be submitted next Jan. 15, 
will be founded. If the Korean truce 
becomes a peace, and war does not 
break out somewhere else, Congres- 
sional consideration of the tax over- 
haul should be the most important 
thing to take place in Washington 
next year. 


Excise Tax Levy 


OR TELEPHONE companies, the 

number one taxation subject is 
the present discriminatory excise levy. 
If the 15% local excise and the 25% 
impost on long-distance calls were re- 
moved, the possibility of a softening 
of demand in areas affected by de- 
celerating business activity and farm 
prices would be offset, and needed 
rate increases could be obtained with- 
out the individual subscriber feeling 
them. 

At the excise before the 
Ways & Means Committee, Sam F. 
Nixon, of the Chatauqua & Erie Tele- 
phone Co., Westfield, N. Y., was to 
appear for the US Independent Tele- 
phone Association, while President 
Mark R. Sullivan of the Pacific Tele- 
phone & Telegraph Co. was to testify 
for the Bell System. 

The telephone spokesmen also were 


session 
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to be backstopped by representatives 
of regulatory agencies and users. Act- 
ing General Solicitor Austin L. Rob- 
erts, Jr.. and Virginia Corporation 
Commissioner H. Lester Hooker were 
to speak for the National Associa- 
tion of Railroad & Utilities Commis- 
sioners, while Executive Vice Presi- 
dent C. W. Kitchen of the United 
Fresh Fruit & Vegetable Association 
was to testify as the representative of 
a user organization. 


Depreciation Allowances 


EANWHILE, the 


writers were told that existing 


House tax- 
depreciation allowances under the In- 
ternal Revenue Code, based on or- 
iginal cost, result in serious over- 
statements of net taxable income, un- 
derstatements of net taxable income, 
and a resulting expropriation of cap- 
ital, by representatives of Independ- 
ent and Bell System telephone com- 
panies, and spokesmen for electric, 
gas, and railroad utilities, in the por- 
tion of the hearings devoted to that 
topic. 

Emphasizing the plight of regula- 
ted industries under the present or- 
iginal cost tax allowance interpreta- 
tion, witnesses made several points. 

(1) Consumption of the property 
used in providing service is a regular 
cost of doing business, which has 
been recognized in the allowance of 
depreciation accruals as an operating 
expense. 

(2) In an inflationary economy, 
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use of the original cost approach as 
the basis for depreciation charges 
ignores the change in the worth of 
the dollar after the property was first 
acquired. If a business is to keep its 
financial health, it must recover not 
the same number of dollars it paid 
for the property, but the present pur- 
chasing power equivalent to those 
dollars. 

(3) Thus the original cost depreci- 
ation allowance results in overstate- 
ment of taxable income and under- 
statement of the costs of doing bus- 
iness. 

(4) Under existing tax laws, it is 
necessary for utilities to ask the cus- 
tomer to pay $2 for each $1 they re- 
cover to meet these particular costs. 

Congress thus was urged to revise 
the Internal Revenue Code to pro- 
vide that the basis for computing de- 
preciation accurals be adjusted to 
one which would reflect current pur- 
chasing power of the dollar, through 
use of an index or similar system. 

Witnesses on the subject of depre- 
ciation allowances for tax purposes 
included L. W. Hill, President of 
the Carolina Telephone & Telegraph 
Co., R. A. Lumpkin, President of 
the Illinois Consolidated Telephone 
Co., and Russell E. Driver, Vice Pres- 
ident of the Michigan Bell Telephone 
Co. 

The case for the utilities was sum- 
med up in the testimony of Dr. Wil- 
liam Paton, University of Michigan 
accounting professor, who urged that 
a criterion similar to the consumers’ 
price index of the Bureau of Labor 
Statistics be employed to permit ad- 
justment of original cost to allow for 
the reduced purchasing power of the 
dollar. 

He declared, “The matter is espec- 
ially serious where the major invest- 
ment of the taxpayer is in depreci- 
able property, including important 
assets acquired 10 years or more ago. 
There are many such cases through- 
out business, but the most striking 
examples are found in railways, tele- 
phone companies, and electric and 
gas utilities. In these fields, a large 
investment in plant assets is required ; 
in these fields the service life of much 
of the property used extends for per- 
iods of 20-30 years or even more; 
and — to top it off — such con- 
cerns operate in an area of rigidly 
controlled selling prices. 


“There has already been an enorm- 
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ous erosion of capital in these enter- 
prises, through failure to collect rev- 
enues from customers matching the 
true cost of plant consumed in oper- 
ations, and if these enterprises are 
to remain in private hands, and to 
continue to attract the necessary flow 
of funds under a sound capital struc- 
ture, it is imperative that they be per- 
mitted to retain from revenues, not 
subject to tax, the funds necessary to 
make good the plant investment con- 
sumed in rendering service, measur- 
ed in the same kind of dollars from 
year to year as are being used to 
measure revenues.” 

Dr. Paton added, “The plain fact is 
that owners of depreciable assets are 
not deducting in their tax returns 
the actual cost of facilities being 
consumed in serving their customers, 
and as a result actual capital invested 
is being confiscated, on a large scale, 
under the guise of taxes on income.” 


$67,500,000 Fund for REA 

LARIFYING the intent of Con- 

gress on future policies of the 
Rural Electrification Administration’s 
telephone program, after there had 
been apparent conflict between the 
House and Senate Appropriations 
Committees’ reports on the question 
of private company vs. cooperative 
operation of farm telephones, a joint 
House-Senate conference committee 
also approved a $67,500,000 fund for 
farm telephone loans in the fiscal 
year which began July 1. 

The REA money is included in 
the Agriculture Department funds bill 
passed by Congress for fiscal 1954. 

In its summation of the intent of 
Congress, the joint House-Senate con- 
ference report said REA should “ac- 
tively encourage” expansion of the fa- 
cilities of private telephone compa- 
nies to serve rural areas. It com- 
mented flatly that the purpose of the 
REA program is to make possible 
service in areas which private enter- 
prise is unable or unwilling to serve 
adequately, “where economically 
feasible.” 

From that, point, the conference re- 
port went on to declare that there 
are instances where cooperatives must 
be set up, in order for the farm tele- 
phone program to move forward. 

REA had a $7,092,500 carryover 
from fiscal 1953, so that the total 
available for telephone loans in the 
current fiscal year is $74,592,500. 


For administrative funds, there was 
no change in the $7,775,000 figure 
originally included in the administra- 
tion budget, and approved by both 
the House and Senate. The operat- 
ing allotment reflects the shift in em- 
phasis from electrification to tele- 
phone work of REA, with a fund of 
$2,880,000 for telephone work, an 
increase of $659,000 over 1953. 

The Eisenhower administration 
proposed a $50,000,000 rural tele- 
phone fund for the current fiscal year, 
but a strong drive in the Senate 
raised the figure to $67,500,000 so 
that REA can make a further dent in 
its backlog of pending applications. 

Combining the Senate and House 
philosophy on the REA program’s 
overall approach, the conference re- 
port was as follows: “In keeping 
with the spirit and intent of the rural 
telephone act, the committee believes 
that REA should actively encourage 
the private telephone industry to ex- 
tend its service into rural areas. 
There are rural areas which private 
enterprise cannot or will not serve 
adequately, and the purpose of the 
rural telephone program is to make 
possible the provision of service in 
such areas, where economically feas- 
ible. 

“The committee is advised that a 
large percentage of the farms of the 
country remain without telephone 
service of any kind, however, and 
that a large proportion of those pres- 
ently served suffer from inadequate 
service. 

“The agency has made good pro- 
gress in working with existing com- 
panies, approximately half of the 
loans having been made to this type 
of organization. To overcome the 
delays and slow progress in bringing 
service to the large number without 
telephones, it is urged that every 
means of providing service be used. 
It is recognized that in many in- 
stances the program cannot move 
forward unless the farmers in a com- 
munity do the job for themselves by 
forming their own organization, and, 
where necessary, acquiring the ex- 
isting exchange in their Tocal trade 
centers as the nucleus for economic 
and efficient service. 


“The combined efforts of both pri- 
vate enterprise and cooperatives are 


needed in this program to bring ade- 


quate telephone service to rural 


America.” —THE ENp. 
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“The months ahead will test all of us... 


A LOOK 
INTO THE 
FUTURE 


by B. $. GILMER 


Vice Pres., Pacific Tel. & Tel. Co. 


”" 





“We must keep the tradition of service alive among all telephone people. If their con- 
victions weaken, so will those of our customers.’’—(Illinois Bell Photo.) 


The months ahead will present telephone company man- 

agement with problems more challenging than any pre- 

viously encountered. The industry must face the issues 

realistically and demonstrate it has the stuff to meet the 
challenge of our times. 


HETHER YOU have been in 

the telephone business for just 
a few years or for a much longer 
period, you know — of course — 
that a paper about “A Look Ahead” 
isn’t likely to be a blueprint outlin- 
ing the solution for all the problems 
that may confront us. We can, how- 
ever, take a look ahead and, in some 
measure, at least, visualize how man- 
agement’s responsibilities may be af- 
fected by what it appears we may en- 
counter in the days to come. 

There was a time when we could 
take a single problem, wrestle with it, 
produce a suitable solution, and con- 
fidently return to other matters that 
were a part of the normal, everyday 
operation of the telephone business. 
At least I understand there was once 
such a time. It has been alleged by 
some that there is no such thing as 
a truly normal business period. As 
I look back on my own telephone 


YOUR AUGUST, 


experience, there is no period I would 
pick out as normal, in the usual sense. 
It seems that we have always been in 
a state of change, to a varying degree. 
Maybe we should say present condi- 
tions are normal; that is, normal for 
now, and now is the time we must 
cope with them. 


Future Problems Will 
Require Special Efforts 


HERE IS just one thing to do 

in a time of constant change and 
that is to adjust oneself to the de- 
mands imposed by changing condi- 
tions. Some of the adjustments may 
not be easy, but the necessity for 
them will be there just the same. 
Therefore, it is better to examine 
them with an eye to the cold reali- 
ties rather than to indulge in the 
luxuries of wishful thinking. To be 
realistic, then, let’s look at it this 
way: when organizations or individ- 


uals are called upon to undergo a test 
requiring special physical or mental 
effort, those who have had the ad- 
vantage of advanced preparation and 
conditioning will usually come out 
ahead. 

The months immediately ahead will 
be a test for all of us. In many re- 
spects they will present telephone 
management with problems more 
challenging than any previously en- 
countered. 

The international situation contin- 
ues to add an element of uncertainty 
to the already complex problem fac- 
ing the communications industry. 
This much we can be sure of: whether 
we are faced with total war or an in- 
tensified cold war, we in the com- 
munications industry must be pre- 
pared to make the maximum contri- 
bution to our country’s efforts at 
home and abroad. That must be 
our major concern and our goal. 

In spite of the industry’s tremen- 
dous expansion since the end of 
World War II, to meet rapidly ex- 
panding civilian demands for tele- 
phone service, the situation that most 
companies face today is quite differ- 
ent from that of 1940. 

For example, 10 years ago, most 
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of the companies we represent had 
practically no waiting lists and, in 
addition, had comfortable facilities 
margins. During the months since 
the end of World War II we have 
been concerned with a scarcity rather 
than a surplus of facilities, and there 
remains, today, a tremendous backed- 
up expressed demand for service and, 
particularly, for higher classes of 
service and a strong current of new 
demand continues to reach us every 
day. 

All this growth naturally has re- 
quired and is still requiring vast 
amounts of materials and equipment 
for expanded telephone service. This, 
of course, has meant bringing large 
quantities of new money into the bus- 
iness. This is really the crux of the 
problem, it seems to me. We must 
fulfill our responsibilities for the pro- 
vision of an adequate service in our 
respective territories and we must see 
that new money invested in plant ex- 
pansion and betterments does not be- 
come a burden upon the rest of the 
operation. 

We should review our procedures 
for planning and carrying out facili- 
ties projects in order to be doubly 
sure that we are providing the right 
types of additional or replacing fa- 
cilities in the right quantities at the 
right time. Those procedures should 
be sufficiently flexible to permit us 
to make changes in quantities or 
service dates without involving too 
heavy a cost penalty. Recognizing 
that our commercial forecasts used 
in engineering a project are never 
precisely accurate, our procedures 
for carrying out the project should 
permit us to allow for any change 
in the growth trend that might de- 
velop prior to installation. 


Rates versus Costs 


ANY OF THE the 
future may be beyond our con- 
trol but there will occur to all of us 
many ways in which we can help 


events of 


maintain our company’s equilibrium 
in the days ahead. By all means we 
must, in the public’s interest, see that 
rates do not lag behind the cost of 
rendering telephone service, and that 
customers are kept informed about 
the facts of life in the telephone busi- 
ness so that they will realize that high 
costs hit us as they hit any business 
and as they hit them, as individuals. 

We must do a better job than we 
in the 


have ever done before — 
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“Our operators are our company’s voice when a housewife wants to make a call . 


years that lie immediately ahead — 
to convince the public that adequate 
earnings are essential to the growth 
and efficient development of tele- 
phone service, which is a necessary 
part of present day living. 

Sometimes it appears that we in 
the industry tend to apologize too 
much, tend to nurse an inferiority 
complex about this matter of main- 
taining financial soundness in our 
business. 

We need to be definite about what 
our earnings should be in light of 
present economic conditions. We 
need to stress how small our needs 
really are when compared to what 
other industries are now earning and 
consider proper. Certainly the busi- 
ness man, the banker, the lawyer, the 
merchant, and other leaders of 
thought and action will recognize the 
soundness of our position. 

Therefore, we need to attack the 
problem resolutely, and think of new 
ways of translating our financial 
problems into terms that the man on 
the street can understand and appre- 
ciate. 

I need not emphasize the fact 
that a telephone industry too weak. 
financially, to meet its full service 
responsibilities in either a war or a 
peace economy would be nothing 
short of disastrous for this country. 
Putting the emphasis on the lowest 
earnings on which a company can 
survive, rather than on the more sen- 


sible basis of reasonable earnings to 
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produce good service, is a little as if 
a farmer bought a mule mainly on 
the basis of how little the mule could 
live on rather than on how much 
work he could do if properly fed. 

Those of us whose earnings are 
too low should be frank in telling our 
story to the public. In every com- 
parison that I know about, the price 
of telephone service has gone up 
much less than the prices of other 
major goods and services and only 
a fraction of the rise in the cost of 
living. 

A further step we can take — as 
we look ahead — is to resist infla- 
tion at every opportunity, both as 
private citizens and as business men, 
by avoiding unnecessary expenditures 
and by refusing to participate in 
scare buying. Another step is to de- 
vise every way to use our equipment 
and manpower as economically as 
possible. 


The Taxation Problem 


LOSELY LINKED with our fi- 

nancial problem is the problem 
of taxation which, although serious 
for all business, is especially so for a 
regulated utility which can increase 
the price of its, product or service 
only after proceedings before regula- 
tory bodies, which sometimes prove 
to be lengthy. 

We of the industry are eager to 
discharge our full responsibility in 
helping meet the cost of government. 
At the same time, we would be unjust 
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to ourselves and to our customers if 
we did not recognize and publicize 
the fact that taxes are an extraordin- 
arily large factor in the increased 
cost of providing telephone service. 

During 1952, direct taxes paid on 
Northwestern Bell Telephone service 
in Minnesota averaged about $28.90 
per telephone. This amount consist- 
ed of operating taxes paid directly 
by the company of $15.31 per tele- 
phone and excise taxes of approxi- 
mately $13.59 which were collected 
from users of local and long distance 
service by the company, at company 
expense, and paid over to the gov- 
ernment. 

When it is considered that taxes 
added $2.41 to the average monthly 
charge per telephone, it must be true 
that our industry is bearing one of 
the highest tax loads in the country 
on any service or product that has 
become an every day necessity. 

Some encouragement may be de- 
rived from the fact that the National 
Association of Railroad and Utilities 
Commissioners has expressed concern 
over the serious threat for regulated 
utilities occasioned by present excise 
tax levies. It is to be hoped that it 
may not be too long before these 
taxes are eliminated or reduced. 
There seems small possibility, how- 
ever, of any early reduction in direct 
taxes paid by telephone companies 
out of revenues. 


Plant Maintenance Must 
Be Kept At A High Level 


ART OF THE problem of keep- 

ing our finances on a realistic 
basis and of paramount importance 
is the matter of day-to-day operations. 
This phase of the telephone business 
is one that perhaps we all feel is 
more within our own control and 
one that we can readily sink our teeth 
into. Certainly, making our plant 
do the best job possible is the first 
consideration in an efficient operat- 
ing job. Replacement, at today’s 
price levels, of plant items installed 
in the past at much lower prices 
means bringing additional capital in- 
to the business without producing any 
additional revenue. 

It therefore goes without saying 
that maintenance of the existing plant 
must be kept at a high level and plant 
supervisors must regard each item 
under their jurisdiction with the fond- 
ness that a skilled cabinet maker feels 
for his best tools, or a toolmaker for 
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his precious instruments. They must 
transmit this feeling-to each employe 
engaged in preserving, protecting, 
and repairing telephone plant. 

Another point on the matter of 
operations is that service, itself, must 
be kept at the highest possible levels. 
We must strive to keep our customers 
convinced that the Telephone Com- 
pany is doing a good, economical 
job. To accomplish this, we need to 
convince all of our employes who con- 
tact the public that we want custom- 
ers to know that our goal is to pro- 
vide the best in service and the most 
of it at reasonable cost—whatever the 
obstacles. To do this, we must keep 
the tradition of service alive among 
all telephone people; if their convic- 
tions weaken, so will those of our 
customers. 

It is well to remember that our 
managers can worry themselves sick 
over good service, but that, in itself, 
will achieve no good purpose unless 
the company’s service objectives and 
the reasons for them are made clear 
to the employes. After all, our opera- 
tors and our service representatives 
are our company’s voice when a 
housewife applies for a telephone or 
a business man wants to call Wash- 
ington. And, the impression an in- 
staller makes on the customer’s prem- 
ises may offset — in the customer’s 
































mind — good will that has been built 
up over the years. 

A further phase of our operating 
problem, and in many ways the key 
to good service, is keeping our em- 
ployes abreast of the times and giv- 
ing them a sense of being on the first 
team. 


Public Relations 
OW, TO A third big area in 


which management will find itself 
challenged by the months ahead; 
Public Relations. As I have already 
mentioned, 1940 found most of us 
comparatively well-fixed in the mat- 
ter of filling customers’ requests for 
all types of service, without delay. 
1953 finds many of us still with a held 
order problem and with a large list 
of requests for higher classes of ser- 
vice, despite tremendous effort and 

record expansion in our facilities. 
When a customer has been ir- 
ritated over a period of waiting for 
telephone service or for a particular 
class of telephone service and not be- 
ing able to get it, the memory of that 
irritation may linger long after the 

the source has been eliminated. 

Regardless of what may come, let 
us never reach the point where — 
even though the facilities cupboard 
may be bare in a particular instance 
Please Turn To Page 94 







“‘Maintenance of existing plant must be kept at a high level and plant supervisors 
must regard each item under their jurisdiction with the fondness that a skilled cabinet 


maker feels 
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for his best tools.” 















‘It is impossible to have good customer relations unless we have good employer-employe relations.” 


Good Customer Relations Through 
Successful Human Relations 


By H. £. UTZMAN 


Commercial Superintendent 
Southwestern States Telephone Co., 
Brownwood, Texas 


ODAY, WE HEAR a lot about 

customer relations. In this article 
I will confine my remarks to observa- 
tions we have made regarding suc- 
cessful Number 
one will be our relations with a cus- 
tomer who has closed his mind and 
is not open for any explanation; 
number two will deal with a customer 
who has an open mind and is ready 
to listen to explanations or reasons; 
number three will cover customer’s 
confidence, and the fourth, we will 
class as customer’s belief. 

Going back to step number one, 
we will deal with the problem of try- 
ing to open the mind of a customer 
who has made up his mind not to 
listen to any explanation. Our obser- 
vation in dealing with a customer of 
this type would be that you must first 
listen attentively to his complaint or 
story and agree with him tactfully, 
while keeping in mind that you must 
get the customer in a mood where 
you can state the facts regarding the 


customer relations: 


particular case. In most instances, if 
this is properly handled, the cus- 
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tomer will be receptive to your ex- 


planation. 


We are all subconsciously inclined 
to help the other fellow to be wrong 
someone else 
makes us 


everytime 
makes a_ mistake, it 
feel smart. But before we can stop 
helping others be wrong and. start 
helping them to be right, we must ac- 
quire a civilized attitude toward our 
customers. 


because 


We Must Acquire A 
Civilized Attitude 


N OUR ATTEMPTS to open the 

customer’s mind so that he will be 
receptive to our explanations and we 
can help him to be right, mere agree- 
ment with him is not enough. 

It is a known fact that — “yes” is 
one of the most wonderful things you 
can say to anyone. But more intelli- 
gent people are likely to get fed up 
with “yes men.” This type of person 
will require and demand more than 
agreement with him before he will 
open his mind to you. He will rea- 
lize that it is impossible for you to 
sincerely agree or disagree with him 
until you fully understand his point 
of view. Most people feel that they 
are misunderstood, and they are. 
They are, for the simple reason that 


rarely does anyone take the time to 
try to understand them. 


Now that we have attempted . to 
prepare our customers where he 
might be receptive to our remarks, 
we will assume that he has an open 
mind. He then will assume the atti- 
tude of “all right, show me where I 
am wrong.” We would then diplo- 
matically state our company’s posi- 
tion. In doing this we would be care- 
ful to point out things that might 
attract the interest of our subscriber 
causing him to gain confidence in 
what we are telling him. At this point, 
we would reach the third step, as out- 
lined to you at the beginning of our 
remarks. This would be customer’s 


confidence. 


Gain the 
Subscriber’s Confidence 


F THE PEOPLE have confidence in 

you, their attitude is cooperative 
and friendly. They are willing 
to do what you want, but they 
want to know the main reasons why, 
and these reasons must “make sense.” 

We then would reach the fourth 
step — customer’s belief. If a cus- 
tomer knows you and is well ac- 
quainted with you, and you have al- 
ways been able to satisfy him in the 
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past, he will naturally believe in 
you and will do what you ask without 
question. 

Good public relations is the key 
to success in most businesses. As 
Charles M. Schwab, master of human 
relations, said: 

“Many of us think of salesmen 
as people traveling around with 
sample kits, instead we are all 
salesmen every day of our lives. 
We are selling our ideas, our 
plans, our energies, our enthu- 
siams to those with whom we 
come in contact.” 

So it appears that even when we 
know we are right, and the other fel- 
low is absolutely wrong, our best 
chance to get what we want is open- 
ing the other fellow’s mind by help- 
ing him to be right. 

A good diplomat has the uncanny 
ability of quickly inserting himself 
into an argumet on the side of the 
customer while still effectively repre- 
senting his company. 


Good Employe Relations 


E HAVE BRIEFLY outlined 

four steps which we think are 
very important in bringing about 
good customer relations. Now we 
would like to go a little further and 
add that good customer relations 
cannot always be had unless we 
have good employer-employe rela- 
tions. 

Sometimes we overlook our people 
who fill the various positions through- 
out the company. We are prone to en- 
gage a new employe, introduce him 
to his immediate supervisor and im- 
mediately forget him. 

Tell them about the company they 
are going to work for. Give them a 
good sales talk. Make them feel proud 
of the fact that they were selected to 
fill their position with your company. 
Tell them what the company has to 
offer its employes. If your company 
has an employes’ sick benefit plan, 
hospitalization insurance plan, or a 
pension plan, tell them about it and 
explain how each one functions and 
how the employe may benefit from 
those things that the management 
of the company has seen fit to pro- 
vide for its employes. 

When discussing these things with 
a new employe, you have an excellent 
opportunity to point out to them 
what the company expects of its em- 
ployes. This could be done by ex- 
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plaining that they are just another 
cog in the company’s organization 
and they are just as important to 
their particular job as the highest of- 
ficial of the company is to his job, 
and it takes all working together to 
make the machinery run smooth. 
Good employer-employe and cus- 
tomer relations cannot be had unless 
you have satisfied employes. Em- 
ployes will not be satisfied, as a rule 
unless they are familiar with the posi- 
tions which they fill. Therefore, we 
have a tremendous responsibility to 
properly train our personnel so that 
the maximum amount of efficiency 
may be had from everyone. 
Sometimes you find an employe 
who just does not belong in any de- 
partment of your business. After all, 
no business is big enough or has suf- 
ficient variety of occupations to sat- 
isfy everyone’s career desires. If you 
are convinced that an employe would 
be better off working someplace else, 
the best thing to do is to have a heart 
to heart talk with him and tell him so. 
Then, help him to get re-located 
where he belongs and where he will 
do better and be happier in the long 
run. He will thank you and your com- 


pany for that kind of help. 


To summarize, you can gradually 
reduce the number of problem cases 
in your organization by improving 
your methods of selecting your em- 
ployes. You can reduce the number 
of problem cases by introducing a 
plan for employe training which pre- 
vents good workers from deteriorat- 
ing into problem cases after they have 
been employed. 

Finally, the problem employe may 
be handled with a view to: 

(1) Correcting his faults and 
building him up in his present 
position, 
transferring him to a more 
suitable position within the or- 


(2) 


ganization, or 

as a last resort helping him to 
get into some other organiza- 
tion where he will be happier 
and of greater service. 

This kind of treatment of the prob- 
lem employe will reduce expensive 
mistakes, bring personal prestige for 
you, and create lasting good will for 


(3) 


your company. 
We that a 
employe group, properly trained, will 


believe well-informed 
bring about good customer relations 
through successful human relations. 
— THE Enp. 





“We believe a well-informed employe group will bring about good customer relations 
through successful human relations.” 
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By BILL CORMAN 


In November of 


I, NEIGHBOR! 

1945, I was standing out as far 
on the bow of an ocean liner as | 
could get, all bundled up in long 
woolen underwear and a heavy over- 
coat, straining my eyes to the west. 
After a while, through the foggy air, 
I saw a line a little whiter than the 
fog, and which, as I watched, very 
slowly thickened in size and deep- 
ened in whiteness. A man in the 
group beside me said _reverently, 
“That's it, that’s sure it!” I then 
looked around at the group, and all 
of us, including me, were wearing 
grins from ear to ear. 

“It” was the cold, snowbound coast 
of the United States. The warm 
good feeling at being home persisted 
and grew all through the rest of the 
voyage, the docking, the bus trip 
through New York and the arrival at 
our barracks. 

That night, still with the warm 
glow and soldierly comradship and 
all, we were informed that each of us 
could have a free telephone call home. 
At the telephone center I stood in 
line and finally the good looking 
young lady was taking down my call 
on a ticket. I placed the call for 
either my Mother or Father. “What's 
the telephone number?” The young 
lady asked. 

“T don’t know,” I said, “But the 
operator will. My dad and I own the 
company.” 

“You mean the telephone com- 
pany?” 

“Sure.” 





“Small Company Talk 


The Independent 
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Industry Should Do jy 
Some Effective “Horn Tooting’ 












“Just because we know the Independents serve over 
8,600,000 stations doesn’t mean that our neighbors 
know it... In fact no one is going to know it unless 


we tell them... 


She smiled doubtfully and then 
“Well, O.K.” She obviously 
didn’t believe me. “We'll see if we 
can get the call through for you. 
Just have a seat; it may take a little 
while.” 

At that moment I think I stopped 
being in the army and started being 
an Independent telephone man again, 
for I thought, “Ill be doggoned — 
she hasn’t even ever heard of the In- 
dependents!” I couldn’t let it stop 
at that, so I looked at her again. 
“Thanks. The T. C. is Mobile, Al- 
abama — maybe you won't have to 
get it from your rate and route op- 
erator.” 

Her mouth dropped open a little. 
“Uh — well, thanks.” She looked 
even more bewildered. I smiled and 
left to let the next man in line give 


his call. 


said, 


Public Has Much To Learn 
About Independent Industry 


INCE THAT TIME, I have run 


into dozens of such situations — 
I suppose every Independent tele- 
phone man does. Most people sim- 
ply don’t seem to know that there are 
any telephone companies except the 
Bell. And what’s even more dis- 
quieting, when you do find someone 
who does know that there is such a 
thing as an Independent Telephone 
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Company, the chances are that all 
they know about are little, magneto, 
exchanges with 50 or so telephones, 
and with not much to offer in the way 
of service except an operator who 
acts as the private secretary of every- 
one in town. All you had to do was 
to read that recent article in Collier’s: 
— It was a pretty fair representa- 
tion of the usual misconception of 
the Independent Telephone Business. 
And the Bell System connecting 
company managers, because they 
know better, are about the only Bell 
employes you ever talked to in your 
life who didn’t refer to the Bell com- 
pany as “The Telephone Company.” 
I even know former Bell employes 
who have bought Independent ex- 
changes, and most of these still refer 
to Bell as the telephone company. 
So what’s the fuss? Well, doggone 
it (to be polite), it’s not the telephone 
company, it’s simply a telephone com- 
pany. Just as a private little joke 
of mine, when I am discussing mut- 
ual problems with Bell men, I try to 
refer to my company as the telephone 
company. Beyond producing a little 
confusion in their thinking, however, 
I doubt if it has done much good. 
Now don’t take all of this wrong. 
I’m not blaming that pretty girl in 
New York City for not knowing about 
the Independents. I’m not blaming the 









author of the Collier article with in- 
tentionally getting only part of the 
picture. I’m sure that if I worked for 
Bell, I too would refer to it as the 
telephone company. 

It’s not up to the New York Bell to 
provide a training course for its em- 
ployes in Independent telephone facts 
and history. You can’t blame the 
Collier’s man for playing up the mag- 
neto telephone (which is interesting 
to readers because that’s the kind of 
service Grandpa had) and the pri- 
vate-secretary (because that sort of 
service is intriguing to the average 
dial telephone user.) 

No, you can’t blame him for play- 
ing up such angles and forgetting 
about those Independent telephone 
companies who give just as good (if 
not, in some cases, better) service 
than the Bell company, and who oper- 
ate efficiently, etc., for there is really 
much of a there which 
would hold the average reader's at- 
induce Collier’s to pur- 


not story 
tention, or 
chase another article from him, or 
hire him again next year. 


And finally, in this connection, 


the last thing that irks me, and that 
I believe irks me most, is to have the 
following happen. A stranger comes 
into town, partakes of our telephone 
service, likes us well enough to tell 
us so, and then won't believe that our 
company isn’t a part of the Bell Sys- 
tem. I had exactly that happen to 
me not long ago, and I actually be- 
lieve the man became indignant be- 
cause | was trying to tell him that 
somebody else besides the Bell Sys- 
tem could provide a satisfactory long 
distance telephone call. He thought 
] was presuming on his ignorance to 
tell him such a thing! 

If I don’t like this sort of thing, 
and if I’m not blaming all these more 
or less innocent people I’ve been talk- 
ing about, then who am [| blaming? 
That’s easy enough, Neighbor; /’m 
blaming you and me. He who toot- 
eth not his own horn, the same shall 
tooted! And you and I 
haven't been tooting! 


not be 


‘Its Time For Some 
Real ‘Horn Tooting’ ” 
UST BECAUSE you and I know 
that there are over 5000 Indepen- 
dent telephone companies, serving 
over 10,000 towns and cities in the 
United States is no sign that anyone 
else knows it. Just because we know 
the Independents serve over 15% of 
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“It is important to you that your subscribers know when you complete projects, spend more 
money for better service, put out a new directory, or install a new board.” 


the telephones and about rds of the 
geographical area of the United 
States, doesn’t mean that your neigh- 
bor or mine knows it. Just because 
we know that the two principal fea- 
tures of present day telephone serv- 
ice — the handset telephone and the 
automatic switchboard — were In- 
dependent developments doesn’t just- 
ify us in thinking that the hardware 
man, or the preacher, or the school 
teacher knows it. 

That we know the Independents 
serve some of the larger cities as 
well as the smaller towns is no evi- 
dence that a Bell operator knows it. 
That we know almost Inde- 
pendent in the state of Florida — 
and hundreds of Independents else- 
where — have full selective ringing 
on all party while the Bell 
company doesn’t have it anywhere 
that I ever heard of except maybe 
in a test spot somewhere, doesn’t 
mean that your father-in-law knows 


every 


lines, 


it, or even what selective ringing 
And the same with the fol- 


The 


means. 
lowing facts. Independents 
have: 

Over 8,600,000 stations. 

About 94,500 employes. 

$1,354,000,000 invested in tele- 

phone plant. 

Gross yearly revenues of about 

$400,000,000. 

Those are not little figures — they 
- but 
how much bragging have you done? 
Not much more than | have, I ima- 
gine, and that hasn’t been much. I 
didn’t even write this article when | 
should have, which was over a year 
ago — well over a year ago, when 
I had a chat with J. Hartwell Jones 
of the Pennisular Telephone Co. in 
Tampa, and chairman of the USITA 
Advertising Committee. 
He very ably pointed out the prob- 

lem to me at that time, but it’s taken 
me this long to do anything about 


are something to brag about 
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it. By force of persistence, Mr. 
Jones and his committee have begun 
a concentrated program’ which, 
among other things, is aimed at get- 
ting rid of these things that I have 
been talking about and that irk me. 

Some of the state associations are 
also taking up the problem in both 
hands and doing something about it. 
From the information I have re- 
ceived, Ohio is in the midst of doing 
a really fine job. Doubtless other 
states are also getting busy and I 
haven’t heard of their activities. 
Which may mean something. The 
very fact that I have heard about 
and know about Ohio’s project is at 
least fair evidence that the news is 
getting around, which is the idea in 
the first place. 

The whole point is, Neighbor, 
that regardless of how good a job you 
and I do, no one else is going to 
know it, or fully appreciate it, if we 
do not take the trouble to tell them. 
As I visualize what Mr. Jones and 
others like him are working on, the 
programs is, or can be, three fold. 

First and foremost, is your story 
that you tell to your customers — 
that’s the basis of the whole thing. 
Toot your own horn. If 5,291 In- 
dependent companies get to tooting 
in our 10,974 exchanges, there will 
be quite a nationwide symphony. 


State Wide Publicity 


HE NEXT STEP is state-wide 
publicity. All the Independents 

in the state get together and tell the 
story of all of them to all of the state. 
This will naturally come first in those 
states where the Independent popula- 
tion is thick enough to provide the 
necessary funds. Then it can work 
down to other states, as the enthusi- 
asm grows and as the know-how and 
the costs get within the reach of those 
state associations on shorter rations. 
And finally, it is conceivable that 
in time it may be advantageous to 
engage in some nation-wide publicity, 
to bring the story of Independent 
telephony to the whole United States. 
Ambitious? Certainly. Cost some 
money? Quite a lot, probably. But 
what worth while thing did you ever 
get into that wasn’t and that didn’t? 
And the pay-off ‘question. How 
worth while is it? Perhaps by in- 
direction is the way to answer that. 
Did you know that several years ago, 
after the Coca-Cola Company was 
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Although the West Coast 
Telephone Co., Everett, 
Wash., has had a tre- 


mendous growth, the in- 






de 
crease in cost of oper- g 
ation used up a much OUU 
larger part of the rev- 
enue dollar in 1952 than 
in 1929. 
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TAX - FEDERAL GOVERNMENT 


Charts similar to the one reproduced above tell a progress story that is worth “bragging 
about.”’ 


well established and its product a 
by-word, an executive got the idea 
that the company could save a lot of 
money by cutting down some on its 
advertising program, which, as you 
know, is tremendous. He sold _ his 
idea, the advertising budget was cut 
— but the next year the sales had 
dropped so much that the budget was 
increased back and has since stayed 
at as high levels as possible. Com- 
pany after company, when you delve 
into business history, has had the 
same experience. 


It is important to you that your 
subscribers know when you com- 
plete projects, spend money for bet- 
ter service, put out a new directory, 
install a new board, etc. And it will 
certainly not hurt you for them to 
know that you belong to any indus- 
try that can brag about those things 
listed earlier in this article. One 
of the nicest things that has hap- 
pened to me in a long time happened 
not long ago. A young fellow who 
had previously lived in town, but 
who had been away for a number of 
years, moved back with his family, 
and I was talking to him. “You 
know,” he said, “what you all have 
done with this telephone service is 
marvelous. It impressed me so much 
that I decided I'd start telling people 
about it and I have — it’s something 
that Atmore can be proud of.” 


Of course I told him that we ap- 
preciate his feeling that way and 
hoped to go on furnishing more 
and better service, but it occurred to 
me that he, in a short time, had prob- 
ably done more bragging about our 
telephone company than I have — 
and that’s certainly not the way it 
should be. Of course, the fact that 
he had been induced to brag for us, 
meant that we were getting some 
fine, and free, publicity, but it made 
me realize how we had been falling 
down on our own job, as concerned 
the publicity angle. If we had prop- 
erly told our story, maybe we would 
have had a dozen, or a hundred, 
bragging for us instead of the one. 

If you want to start on your own 
publicity program, the Telephone Ad- 
vertising Institute, sponsored by the 
USITA Advertising Committee, is a 
good place to go. If your state as- 
sociation has embarked upon a pro- 
gram, you will certainly want to tie 
in with that, and a letter to the sec- 
retary of your association will be 
enough to get you started in the 
right direction. Tune up, Neighbor, 
and toot that horn a little. 

Let’s get that 
phony” started. We Independents are 
a big and important factor in serving 
the nation’s communications _ re- 
requirements. It’s high time we start- 
ed telling our story —THE Enp. 


“nationwide sym- 
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Management Forum Discussions— 


PROPER 


SELECTION OF 


EMPLOYES 


By JOHN G. REYNOLDS 


Managing Editor, 
Telephone Engineer Publications 


Employe Selection 


THE Prosptem: — Eliminating 
high labor turnover by proper selec- 
tion of employes. 

THE So.ution: — With today’s 
labor costs amounting to such a large 
proportion of total operating costs, 
good employe selection and placement 
can pay handsome dividends. On the 
other hand, poor selection can result 
in your taking on unqualified or “bor- 
derline” workers, who turn out just 
enough to get by, but are not quite 
bad enough to release. It can cause 
unduly high labor turnover, which 
requires extra time to be spent in 
recruiting, breaking in, training and 
supervising new workers. It can also 
cause more materials wastage, and 
lower morale. All these factors are 
costly. 

Terminations due to inability to 
do the work account for only 15 per- 
cent to 20 percent of all turnover. 
Other reasons include poor health, 
dishonesty, laziness, inability to get 
along with others, better wages else- 
where, shortcomings of personality or 
temperament, and poor work habits 
resulting in excessive tardiness and 
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absenteeism. You can avoid hiring 
many workers who have one or more 
of these unfavorable characteristics 
by following a carefully prepared se- 
lection procedure. It need not be 
highly complicated. 

There are a few fundamentals 
which should enable you to visualize 
the employment process in its right 
perspective. If you have a clear pic- 
ture of these few steps, they will help 
you select better qualified men in less 
time, and avoid hiring individuals 
who already have two strikes against 
them. 

Briefly, those fundamentals are: 
(1) Recruiting 
(2) Interviewing 
(3) Testing (not necessary, but pos- 
sibly quite helpful) 

Checking physical fitness 

Checking references 

Making sure applicant under- 

stands the job requirements, and 

wants the job 

(7) Getting the employe off to the 
right start. 


(4) 
(5) 
(6) 


Recruiting 


IN SIMPLE TERMS, this is the process 
of lining up suitable candidates. It is 
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not only the most difficult step in the 
selection process, but is also indis- 
pensable to good selection. It requires 
much effort, tempered with some 
resourcefulness and ingenuity. Typi- 
cally, it involves a great deal more 
careful planning and hard work than 
luck or inspiration. 

An employer must continue going 
after prospects until he is convinced 
he has several worth-while people 
from whom he can pick a satisfactory 
worker. Experience indicates a direct 
relationship between the caliber of 
persons employed over a period of 
years, and the number of prospects 
lined up for each vacancy. It is rare 
that an employer can afford to wait 
for well-qualified prospects to come 
to him. Usually he must ask his pre- 
sent workers to help locate prospects, 
consult reputable employment: agen- 
cies, run want ads, and take the ini- 
tiative in finding good workers. 


Interviewing 
THERE ARE TWO or ihree points 
you should keep in mind to make 
your interviewing more effective. The 
first is to have a clear picture of the 
Please Turn To Page 58 
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Jack White, 
Manager of Leich’s 
Southwestern Branch 


Leich’s new Southwestern Warehouse, 
1227 Slocum St., Dallas 7, Texas 
Telephone Randolph 2872 


_— LEICH |" 
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Now you can have prompt service 
on telephone equipment and supplies 
from Leich’s new branch in Dallas, Texas. 


Our new warehouse is well stocked 
with a complete line of telephone equipment, 
‘ supplies and construction materials. ‘ 





Our people .here*are ready 
to fill your orders promptly, 
to help you save time 

and shipping expense. 


telephone Op 
My 
Vip 
S 


Jack White, 

our Southwestern 

Branch Manager 

is an experienced 

telephone man whom we're sure 
you'll find helpful and obliging. 


LEICH’S NEW BRANCH OFFICE 
AND WAREHOUSE AT DALLAS 


Write or telephone Jack on your next order. 
He'll come a-running. 


MANUFACTURERS OF TELEPHONES, SWITCHBOARDS, AND RELATED APPARATUS SINCE 1907 
Leich Sales Corporation - 427 W. Randolph., Chicago 6, III. 


Southwest - 1227 Slocum St., Dallas 7, Texas 
Pacific Coast - 2611 Sawtelle Bivd., Los Angeles 64, Calif. 





> 
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job for which the applicant is be- 
ing interviewed. You need some gen- 
eral knowledge of the job duties, the 
experience called for, the physical 
requirements, working conditions, 
hours, pay, and other factors bearing 
on the job. If a job description is 
available, you can use it to advantage. 

It is important to give the appli- 
cant a complete and accurate sum- 
mary of the job’s requirements and 
opportunities — not only because 
you owe it to him, but because much 
turnover can be traced directly to the 
fact that the applicant did not get a 
correct impression of the job at 
the time he was hired. 

In describing a job, a_ simple 
checklist, noting the items to be cov- 
ered, can be very helpful. This list 
should include a description of the 
work, pay, working hours, experience 
needed, promotion policy, hospitaliza- 
tion and similar benefits, union re- 
lationships (if any) overtime pay, 
training facilities, and other informa- 
tion such as recreational activities. 

You can save a lot of time in inter- 
viewing by aiming some well-directed 
questions at the applicant, after put- 
ting him at ease, but before giving 
a detailed outline of the job. This 
step will eliminate many persons in 
the first few minutes and make it 
unnecessary to go into a detailed ex- 
planation of the job. 

Here, again, a simple check sheet 
of points to cover will be very useful. 
You should include such items as age, 
schooling, number and kind of pre- 
vious jobs held, reasons for leaving 
them, present wages, whether free to 
move (if required), skills possessed, 
any pliysical disability, and so on. 
The list can be extended as experience 
is accumulated. 

When it is found that a number of 
workers leave for certain reasons — 
completing high school courses de- 
signed to equip them for a different 
type of work, because the physical 
requirements were too strenuous, or 
because they dislike working in the 
same department with women — such 
factors should be .added to the in- 
terview sheet, and each applicant 
checked to see how he stands on 
them. 

If, for example, a person says he 
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Coming Coventions 


Michigan Independent Telephone 
Association, Hotel Pantlind, Grand 
Rapids, Sept. 3 and 4. 

Maine Telephone Association, 
Belgrade Hotel, Belgrade Lake, 
Sept. 9 and 10. 

Tennessee Telephone Association, 
Hermitage Hotel, Nashville, Sept. 
17 and 18. 

Arkansas Telephone Association, 
Majestic Hotel, Hot Springs, Sept. 
21 and 22. 

Rocky Mountain Telephone Asso- 
ciation, Newhouse Hotel, Salt Lake 
City, Utah, Sept. 24 and 25. 

United States Independent Tele- 
phone Association, National Con- 
vention, Conrad Hilton Hotel, Chi- 
cago, Oct. 12, 13 and 14. 

North Carolina Telephone Asso- 
ciation, Carolina Hotel, Pinehurst, 
Oct. 22 and 23. 

South Carolina Telephone Asso- 
ciation, Clemson House, Clemson, 
Oct. 26 and 27. 

Virginia-West Virginia Indepen- 
dent Telephone Associations, Hotel 
Roanoke, Roanoke, Oct. 29 and 
30. 

Alabama-Mississippi Independent 
Telephone Association, Thomas Jef- 
ferson Hotel, Birmingham, Ala., 
Nov. 9 and 10. 

Florida Telephone Association, 
Sheraton Plaza Hotel, Daytona 
Beach, Nov. 12 and 13. 

Georgia Telephone Association, 
Henry Grady Hotel, Atlanta, Nov. 
16 and 17. 

Oklahoma Telephone Associa- 
tion, Biltmore Hotel, Oklahoma City, 
Nov. 19 and 20. 







































would prefer not to work in a depart- 
ment with women, he certainly should 
not be hired for such work. Or, if he 
left two previous jobs due to stren- 
uous physical requirements, he should 
not be employed on heavy work. In 
fact, in such a case, it would be wise 
to arrange for a physical examination 
before employing him at all. Thus, 
turn-over experience can teach you 
much in avoiding workers who have 
the same characteristics as those who 
left after a short period of service. 
Here are some danger signals to 
watch for, particularly, in the inter- 
views: (1) men who cannot give good 
reasons for leaving previous jobs; 
(2) men whose earnings have been 
30 percent to 50 percent higher than 
they’re now willing to work for; (3) 





men who have domestic difficulties; 
(4) men who have had five or more 
jobs in the last five years; (5) men 
who have “reformed”; and (6) men 
who have been less than two years on 
their longest previous job. This does 
not mean, of course, that a person 
should never be employed if he 
falls in any one of these categories. 
However, his chances of staying with 
your company are diminished accord- 
ingly. 

To be a successful employment of- 
ficer, you should try to do two things: 
First, make sure you have the right 
man for the job; and second be rea- 
sonably certain that the man feels 
the job is right for him. If either of 
these factors is missing, turnover is 
bound to result. Even the best work- 
er will try to leave if he doesn’t like 
the job. Incidentally, employment in- 
terviewers can do much to make 
friends for the company or to antag- 
onize people, whose resentment the 
company can ill afford. 

An example of this sort of situation 
occurs in ending an interview. Some 
employers feel they owe it to the ap- 
plicant to tell him frankly why he is 
not qualified. Others, however, feel 
that reasons need not be given. Of the 
two possibilities, experience shows 
the latter to be preferable. The rea- 
son for this stems from the fact that 
the chief basis for a rejection are 
poor appearance or attitude, too ad- 
vanced age, lack of education or train- 
ing, or unfavorable job experience. 
These factors are largely outside the 
applicant’s control. Consequently, dis- 
cussing them with an applicant raises 
the probability of resentment and an- 
tagonism against the company and 
its policies. 

One practical method is to tell the 
applicant that several people are be- 
ing considered for the opening, and 
that if you are able to consider him 
further, you will let him know within 
say, three days. Within that period 
he should be notified if another candi- 
date has been selected. In this way 
he is not kept in suspense indefinitely, 
nor are you obligated to notify him 
further. 


Testing 


YOU MIGHT WANT to consider using 
psychological tests if large enough 
numbers of workers are employed 
each month — say five to 10 — for 
essentially the same kind of work. 
The local U. S. Employment Service 
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will sometimes come to your office 
and set up tests, or a local university 
or college might be willing to assist 
you. The cost in either case should 
be small. 

However, you need not feel you 
are falling down on the job of selec- 
tion if you don’t use tests; because 
no matter how skillfully used, they 
typically don’t measure over 20 per- 
cent of an individual’s total qualifi- 
cations. Moreover, certain tests may 
not actually measure what the inven- 
tors say they measure. Therefore, any 
test ought to be used on a purely 
experimental basis until its value has 
been proved. 


Checking Physical Fitness 


IT Is JUST AS important for a per- 
son to be physically qualified for a 
job as to be mentally qualified. That 
fact is particularly significant when 
work involves fairly heavy physical 
demands, or in firms where turn- 
over has resulted from workers’ in- 
ability to handle the physical require- 
ments of the job. 

Where there is any question as to 
a person’s physical fitness, a medical 
examination is very worth while. 
Such examinations can _ eliminate 
many “borderline” individuals, and 
also reduce costs and _ headaches 
caused by absenteeism or poor per- 
formance. 


Checking References 


SOME EMPLOYERS are convinced 
that references aren’t worth the paper 
they’re written on. But most people 
who take this viewpoint have had 
only limited, first-hand experience in 
obtaining useful information through 
references. And after several unfor- 
tunate experiences in employing 
workers who soon had to be fired be- 
cause of various breaches of company 
regulations, it becomes clear to them 
that these men are merely repeating 
their behavior on former jobs. A tele- 
phone call to their former employers 
would have readily revealed this un- 
favorable information. 

There are, of course, 
pletely different types of references: 
(1) those given by friends and ac- 
quaintances, (2) those obtained from 
former employers. On the one hand, 
almost anyone can induce three or 
four friends to write favorably about 
him. Hence, references of the first 
type are of limited value, and may 


two com- 
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Proper employe 
selection is im- 
portant to every 
phase of  tele- 
phone company 
operation. 


TELEPHONE SUBSCRIBERS 


actually be the cause of much of the 
pessimism about the value of refer- 
ences in general. On the other hand, 
references from former employers are 
quite a different thing. But even here, 
you must know how to go about ob- 
taining accurate and useful informa- 
tion. 

One basic point on getting refer- 
ences from former employers is to ob- 
tain them through a personal visit, 
or by telephone, directly from the ap- 
plicant’s immediate supervisor if pos- 
sible — even if it is necessary to call 
long distance. Written reference forms 
should be mailed only as a last resort. 
In this connection, many companies 
have a rule against giving unfavor- 
able information in writing, but are 
willing to do so over the telephone. 
In that way they have reasonable as- 
surance that what they say will not 
legally be held against them. 

A second point on getting refer- 
ences from former employers is to 
think out your questions carefully in 
advance. Some firms have forms con- 
taining specific questions designed 
to bring out the needed information. 
These sheets are kept handy at all 
times and the answers noted opposite 
the questions as they are given by 
telephone. Typical questions are: 
What were the dates of X’s employ- 

ment by your organiaztion? 

What was his work with you? 

He says he was earning X dollars per 
week or month at the time he left. 
Is this correct? 

Did he lose any time from his work? 

Was he always honest in his financial 
dealings ? 

Has he any domestic trouble or short- 
comings (such as drinking or 
gambling) which might interfere 
with his work? 

What were his reasons for leaving? 
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> TO CUSTOMERS 


FAIR RETURN 
TO INVESTORS 


Would you re-employ him? 
Has he any weakness that we can help 
him overcome? 

Another good source of informa- 
tion regarding a man’s personal back- 
eround and experience may be found 
in the various credit investigating 
organizations. The cost to you will 
typically average around $2.50 to 
$4.00. In a day or two they can often 
supply you with a written report 
containing considerable information 
regarding a person’s financial condi- 
tion, schooling, neighborhood repu- 
tation, firms by which he was form- 
erly employed, reasons for leaving 
previous jobs, and so on. This ser- 
vice provides a valuable independent 
check on your own investigation. 

Human nature is surprisingly con- 
sistent. A worker who has been dis- 
charged by several previous employ- 
ers is extremely unlikely to change 
overnight to become a topnotch man. 
He is much more likely to repeat the 
old pattern. References, therefore, 
can save you a great deal of money 
and inconvenience by bringing to 
light pertinent information from for- 
mer employers. Such data should al- 
ways be considered carefully and 
fairly. 


The Right Job 

AFTER YOU ARE satisfied you have 
a person qualified for the job, don’t 
neglect the next step — satisfying the 
man that he has the right job. That 
doesn’t mean simply a process of 
“selling the man on the company.” In 
fact, giving a person only the bright 
side of the picture is a common cause 
of quits. 

Be enthusiastic, of course, in des- 
cribing the advantages and opportun- 
ities of the job, but also cover care- 
fully the job’s requirements difficul- 

Please Turn To Page 62 
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People who use our ‘Type 40 Monophone 
say 1ts transmission sounds like 

face-to-face conversation! There are 

many reasons for this, but perhaps the 
most important is the purity and hardness 
of the carbon granules. 

We take great pains to make these 


granules as pure as diamonds. 





For example, the man you see at the left is taking readings 

from one of a whole battery of instruments 

which record and control precisely the temperature 

during a key step in the processing of transmitter carbon. 

This process begins when we select the finest hard coal. It 
continues through careful grinding, screening, washing, drying. 
It ends only when we make sure of the exact resistance of each 


batch, and test its performance ina telephone transmitter. 


Telephone men the world over like Monophones for their 
natural transmission and extraordinarily trouble-free service. 
So do subscribers—a fact which makes many new friends for you. 


Remember, too: Type 40 Monophones are comparatively low in 


price. Order them today! 






AUTOMATIC G ELECTRIC 


® 
Originators and Developers of the Strowger Step-by-Step “Director’’ for Register. 
Sender-Translator Operation . . . Machine Switching Automatic Dial Systems 
Makers of Telephone, Signaling and Communication Apparatus . . Electrical Engineers, Designers and Consultants 


Distributors in U. S. and Possessions: Automatic Electric Sales Corporation 
Export Distributors: International Automatic Electric Corporatior 
1033 West. Van Buren Street, Chicago 7, U. S. A. 
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ties, and disadvantages. A man needs 
as much factual information as he can 
get, not inspiration. The more details 
he has regarding the job, the better 
able he is to make a sound decision 
,as to whether to take it. How often 
you hear the complaint, “Boy, I sure 
got a different picture of this job 
from the front office.” 

Some companies have collected a 
list of facts about their operations, 
and had them mimeographed or 
printed in a small booklet. Typically 
they include such information as 
working hours, pay and overtime 
policy, vacation, benefits, sickness 
and safety regulations, what products 
are manufactured, who customers are, 
and high points in the company’s his- 
tory. 

In some cases, this material is 
given to the man to take home and 
read, away from the strain of the in- 
terview. If he is married, he is urged 
to have his wife read it too, so they 
can both get a better picture of the 
company and the job before deciding 
to accept it. A number of the larger 
companies which have excellent book- 
lets of this type will be glad to send 
you a copy on request. 


Off To The Right Start 


GETTING THE EMPLOYE started 
right is a very important step. First 
impressions are lasting ones. They 
color a person’s attitudes toward the 
company and the job, and they can 
have a controlling effect on his 
morale for months to come, particu- 
larly with younger men of limited 
work experience. 

Consider the difference in the re- 
action of two new employes: One is 
welcomed and made to feel at home. 
He is introduced to his fellow work- 
ers, has the work explained to him 
patiently and clearly, is helped by 
his foreman to get started, and finds 
that arrangements have been made 
for a fellow-worker to take him to 
lunch the first couple of days. The 
other man is kept waiting for an awk- 
wardly long time, has his job ex- 
plained in a loud voice by a foreman 
whose name he does not know — with 
several others looking on — and for 
good measure, has to listen to a long 
speech about “no duds or loafers” 
being allowed. 
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One medium-sized company had a 
study made. From it a checklist was 
prepared to make sure all necessary 
information was provided. The list 
had 78 points, including employment 
forms to be completed, employment 
information, employment _ benefits, 
employee tools, and general employee 
information. Here are some typical 
items: 

(1) Under employment forms were 
listed: Medical examination card, 
employment application, withholding 
tax certificate, insurance card, hos- 
pitalization insurance card, employe 
information card, payroll form. 

(2) Under employment informa- 
tion were listed: Duties, hours of 
work, rates of pay, labor grade, job 
description, probationary period, mil- 
itary service policy, authorized deduc- 
tions. 

(3) Under employment benefits 
were such items as: group life in- 
surance, hospitalization, safety pro- 
gram, vacation policy, payment for 
sick leave, leave of absence, pension 
plan, disability allowances, employe 
clubs, news bulletin, policy for pay- 
ments for holidays, company educa- 
tional program. 

(4) Under the heading, “Have 
these been explained?” were listed 
37 items including: where to put per- 
sonal effects; shift arrangements; 
lunch periods; method of compensa- 
tion; how to report time worked; by 
whom and when he will be paid; de- 
ductions and overtime pay; smoking 
rules; when and where to report acci- 
dents; when and where to report late- 
ness and absence; why and how to 
report change of address or marital 
status; location of wash and rest 
rooms; location of tools and sup- 
plies; parking lot regulations, and so 
on. 

The employment supervisor, it was 
learned, covered only six or seven of 
the foregoing items with the new 
man. The rest, he explained, were 
covered by the foreman. But the 
foreman said: “The employment 
people take care of all that.” So a 
checklist including all 78 points was 
prepared, showing which ones were 
to be covered by the employment sup- 
ervisor. The remaining points were 
to be explained and checked off by 
the appropriate department foreman 
in a friendly, private interview. 

Supplying each new employe with 
such needed information is an im- 


portant factor in placing him pro- 
perly in any organization. And jt has 
been repeatedly proved that the divi- 
dends in goodwill, morale, and pro- 
duction efficiency greatly outweigh 
the cost involved in making the new 
worker feel at home in his job. 

For these reasons, it will pay you 
well to select and place new work- 
ers with painstaking care, give them 
an honest picture of the job and ob- 
tain the help of the foremen in getting 
them off to a good start. — THE Enp. 





SAFETY TIPS 


Explosion Hazard 
SERS OF mobile telephone 
systems have been warned about 
carrying cans of gasoline in baggage 
compartments of automobiles, which 
also house mobile telephone transmit- 
ters and receiver sets. 

It was reported that in a recent 
accident there were two explosions — 
one, when gasoline vapor was ignited 
from a spark from the relay contacts 
and a second when the can was 
heated to the exploding point. It was 
thought that the leakage of gasoline 
occurred when the can was tipped 
over by a sudden stop. 

The unsafe condition of course, 
was the carrying of gasoline in a con- 
fined area with a source of ignition, 
particularly from the transmitter set. 


Pike Poles Have Their 


Limitations 


ECENTLY a lineman was car- 

ried to his death with the fall of 
a butt-rotted pole which had been 
“supported” by only three pike poles. 
The pike poles had been placed un- 
der three-foot from vertical lean of 
a pole being stripped for renewal. 
The new pole was 30 feet from the 
old pole which precluded the usual 
method of lashing for support. 

Because the previous four poles 
removed from this line had been 
sound, neither the foreman nor the 
lineman had tested the butt of the 
fifth pole. When the last conductor 
was cut clear the pole twisted off the 
pikes and the weight of the lineman 
(on the top side of the pole) carried 
the pole away from the original lean 
for which the pikes had been placed 
for support. 

This 12 man crew had previously 
worked over 150,000 man hours with- 
out a time loss accident. 
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From The Field— 


HOW-TO- 
DO-IT TIPS 


By RICHARD ALLEN 


New Way to Identify 
Electrical Circuits 

IRCUITS can be easily marked 

right on the boxes or panels 
using the new plastic Labelon “Write 
on it” tape that sticks without moist- 
ening to any clean, smooth surface. 
For power circuits, all necessary in- 
formation regarding the circuit, such 
as its number or service, voltage, 
amperage, phase, AC or DC, can be 
noted on a strip of the new tape and 
applied anywhere on the box or panel 
as shown in Figure 1. Circuits in 
central offices can be designated in 
a similar manner on fuse and power 
panels. In the storeroom, storage 
shelves and bins can also be design- 
ated by strips of Labelon tape. In 
the repair shop, the tape can be used 
to identify various items that would 
otherwise require tagging for repair 
or replacement. Since the tape comes 
off cleanly and can be applied and 
re-applied a number of times without 
losing its adhesive quality, changes 
can be made quickly and easily. 

The writing is made to appear 

through the pressure of the writing 
instrument on the tape strip. Any 
dry, blunt point can be used such as 
an ordinary lead pencil or stenciling 
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Fig. 1 — Showing method of applying Labelon plastic tape to motor starter boxes. 


stylus. The writing will not smudge, 
as it is not on the surface of the tape 
but appears beneath a transparent 
outer layer of tough plastic. This 
outer layer the writing 
against smudging, grease, dirt and 
most liquids. 

Another feature of the new tape 
is that the writing stands out boldly 
against its gleaming white back- 
ground. In addition, narrow border- 
ing bands in the same color as the 
writing act as eyecatchers and help 
to quickly locate the label in dim 
light or against dull backgrounds. 

Despite the ease with which the 
new tape can be written on, applied 
and re-applied, it provides a practic- 
ally permanent label under even ab- 


protects 


normal conditions, resisting aging 
and sunlight as well as heat and cold 
from -40° to +150°F. 

Labelon tape is available in stand- 
ard colors of blue, green, black and 
red and in widths of from 5/16 inch 


to two inches. 


“Whipping Frost” 
é¢fEGG BEATER Action of Heli- 


copter Helps Clear Telephone 
Wires” was the way the Yakima Daily _ 


Republic headline read. The story™® 
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behind the headline includes cherry 
orchards and frozen frost and tele- 
phone men who put a new idea to 
work on toll maintenance. 

According to Pacific Telephone 
Magazine, late November of 1952 
brought low fog and 15 to 25-degree 
weather to Eastern Washington. The 
frozen fog left an accumulation of 
frost as much as three inches thick 
on all open wire lines. This caused 
severe transmission losses over long 
distances, especially on carrier chan- 
nels, and the circuits became com- 
mercially unusable. Since key routes 
were affected, it was not possible to 
patch through secondary channels. 

Relief could come in two ways. 
Warmer weather (32 degrees or 
above) or physical removal, which 
has been traditionally accomplished 
by beating the wires with bamboo 
poles. This takes time and lots of 
hard work. For two days scores of 
men used bamboo poles along the 
lines, but frost covered the wires 
again overnight. 

That’s the way things stood when 
Paul Broten, Charles Miles and Keith 
Newlun got to talking about the frost 
in the Yakima toll testroom. Some- 

Please Turn To Page 66 
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This is especially true in 
telephony. The telephone serves so 
many millions—so faithfully, so 
certainly—that sometimes its great 
worth is almost taken for granted. 


That is why the advertisement 
across the page, appearing in 
national magazines for August, 
points up vividly the telephone’s 
place in American life . . . and, 
in doing so, tells a story of 
value received by every user. 
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THIS ILLUSTRATION IS A REPRODUCTION OF AN ORIGINAL NEEDLE-POINT TAPESTRY. 


VFOVE DM INTO THE FABRIC 


> 


OF THE WATION 


Daily, as on a magic loom, the 
countless activities of millions of people 
are woven together by telephone. 


Home is linked with home. 
Business to business. Community to 
community. City to city. 


BELL TELEPHONE SYSTEM Locat to serve the community. NatTionwibE to serve the nation. 


Friends and places nearby or far away 
are within the reach of a hand. 


Without the telephone, time and space 
would rush between us and each 

would be so much alone. 

And so many things would not get done. 
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body mentioned helicopters and all of 
them remembered the craft had been 
used in Yakima valley orchards to 
blow moisture from ripening cherries, 
thus preventing the fruit from split- 
ting. Couldn’t a helicopter blow 
frost from telephone wires, they asked 
Chief Testboardman C. W. McWhor- 
ter? He called a helicopter service. 
Sure, it should work, the helicopter 
operator thought. The idea and the 
pilot’s opinion were relayed to J. B. 
Himes, supervising construction fore- 
man, and Warren Martin, supervising 
wire chief. “Go ahead on a trial,” 
they urged. 

The demonstration was convincing, 
and within hours two helicopters 
were shaking the accumulated frost 
from the lines with the 25 to 35- 


mile-per-hour downdraft from their 


rotors. Soon the disrupted telephone 
communications of Eastern Washing- 
ton were restored — thanks to cherry 
orchards, helicopters and telephone 
men with an idea. 


Efficient Trench Digging 


T JEFFERSON, IOWA, the Jef- 

ferson Telephone Company had 
trenches dug for the laying of under- 
ground cable in a new area by hav- 
ing the contractor, R. C. Tomlin- 
son Company, use a Parsons Trench- 
liner for the digging, as shown by 
Figure One. The trenches averaged 
three to four feet deep and eight in- 
ches in width, according to the en- 
gineer on this job. A spherical 3” clay 
tile was used to lay in the trenches, 
the tile being recessed on either side 
and broken at the recesses. The lower 
half of the tile was placed in the 
trench and the cable layed into the 
half tile, called tele-tile. The upper 
half of the tile was placed over the 


lower half, both halves making a com- 
plete housing for the 400-wire tele- 
phone cable. 

The Trenchmobile had a ladder 
boom and reverse digging gear, mak- 
ing the equipment well adapted for 
this type of trench digging. The en- 
gineer declared the equipment had 
ability to undercut sidewalks, curbs, 
service lines and old mains, which, he 
stated, eliminated a_ considerable 
amount of hand labor that had been 
necessary on other jobs with other 
equipment for tunneling under the 
obstructions. 

On this job, according to Tomlin- 
son, an average of about 3,500 lin- 
eal feet of trench was dug per day, 
including excavating and backfilling 
the trenches. 


Corrosion Protection 
For Metal 
NEW AND economical metal 
pre-treatment prior to painting 
movable steel office, laboratory and 





Fig. 1—Cable trenches being dug by Parsons Trench-Lines for Jefferson (Ia.) Telephone Co. 
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Fig. 3 — Uses of the “Super Slugger’ electric hammer: — (a) With star drill holes in masonry, at the rate of 1 inch in 15 seconds; (b) 


drilling holes in brick; (c) cutting heavy sheet steel. 


industrial partitions is based on Viny- 
lite resins that inhibit rust and im- 
prove quality of the finish. Cost per 
square foot of the new Vinylite resin- 
based metal conditioner compares 
favorably with other conditioners, 
and considerable savings are realized 
in capital investment because of the 
ease with which the new system is 
incorporated in conveyorized finish- 
ing lines. Full wall or low-height, 
metal office partitions have a three 
coat system developed by John L. 
Armitage & Co., Newark, N. J., con- 
sisting of the new wash primer based 
on Vinylite resins, primer surfacer 
and semi-gloss baking enamel. Excel- 
lent adhesion for almost all types of 
baking enamels and primer surfaces 
results in less chipping or scratching 
of the finished product in place or in 
transit. Easy to apply by brush, spray, 
roller coat or dipping, the wash 
primer is applied at only a fraction 
of the cost of ordinary primer coat. 
The rust inhibitive and anti-corrosive 
properties of the Vinylite resin-based 
wash primer eliminate blistering of 
enamel topcoats even under extreme 
humidity or salt air and scratches in 
finished surface will not rust under 
the enamel. 


New Type of Electric Hammer 
HE “SUPER SLUGGER,” 
trated in Figure 2, is an electric 

hammer that makes 

principle of motion conversion to 
eliminate the direct vibration on 
motor armature or user usually en- 
countered with ordinary electric ham- 
mers. It is designed to hit as hard 
and fast as heavier and more expen- 
sive electric hammers, and yet has 
no kick. It can be used with one hand, 
even on a ladder or scaffold. It is 
claimed that this new type of drill 


illus- 


use of a new 
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Fig. 2 “Super Slugger” electric hammer 
requires no costly maintenance or the 
use of complicated repair parts. 

The manufacturer also produces a 
variety of tools for use with the 
Slugger.” These include star 
several kinds of chisels, 
gauges, cutters, and punches. Some 
of their uses are illustrated in Figure 
3. A heavy duty case is also avail- 
able for carrying the electric hammer 
and associated tools. 

Since it can drill in masonry at the 
rate of one inch in 15 seconds, using 
the simple star drills provided, tele- 


“Super 
drills, 


phone company installers having oc- 
casion to drill many holes, as in 
P.B.X. jobs, should find this tool use- 
ful. 


Rules For Proper Storage of 
Fully-Charged Wet Batteries 
“TS HROUGHOUT industry, mater- 
ial handling supervisors, signal 
engineers and other plant executives 
occasionally find themselves stocked 
with a quantity of storage batteries 
which, for any of several reasons, 
cannot be put into immediate use. 
According to K. A. Vaughan man- 
ager, Field Engineering, Gould-Na- 
tional Batteries, Inc., such batteries 
can be stored, fully charged, without 
damage or deterioration if a simple 
program is put into effect and fol- 
lowed with regularity. 
First, store such batteries in a cool, 


dry room where temperatures will 
not fall below 60°F. or exceed 90°F. 
Do not stack the crates, but dispose 
them on the floor so that cells will 
be accessible for and 
charging. Naturally, this arrange- 
ment will require that narrow aisles 
be provided. 


inspection 


Tops should be removed from the 
shipping crates, and all excelsior or 
other packing material should be 
cleared away from around the tops 
of the cells. Once this is done, ex- 
amine the cells for possible damage 
in shipment such as cracked jars or 
spillage. If any damage is apparent, 
notify the carrier immediately and 
make necessary repairs at once. 

At 30-day intervals, take hydro- 
meter readings of several cells; if 
any cell is found to read as low as 
1.200 specific gravity, connect the 
cells in series (negative to positive) 
and then to a DC source of current 
where a low rate of charge is avail- 
able. Connect the positive terminal 
to the positive lead of the charging 
source and the negative terminal to 
the negative lead. Charge at the rec- 
ommended finishing rate as indicated 
on the name plate or in the manufac- 
turer’s instructions until a constant 
voltage and specific gravity are ob- 
tained for four readings taken at 
hourly intervals and while the batter- 
ies are on charge. 

All specific gravity readings must 
be corrected for temperature. Cor- 
rection of these readings for tem- 
perature is with 
a correction factor of three points of 
sravity for each 10°F in acid tem- 
perature. Using 77°F as a base, add 
three points of gravity for each 10°F 
above base, and subtract three points 


for each 10°F below. 


based on 77° F, 
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Maximum Sags and Tensions for .104 Inch Open Wire—Copperweld 
High Strength 40% Conductivity Communication Conductors 
Copperweld Communication Wire Page 8, Aug. 15, 1953 

Heavy Loading Medium Loading Light Loading 
District District District 


Maximum Maximum Maximum Maximum Maximum 















Span Vertical Tension Vertical Tension Tension 2 P 
Length Sagat  at0°F. Sagat at I5°F. at 30° F. TABLE XIll (left) gives the sags and tensions 
In Feet 30°F. = Pounds = 30°F. Pounds = Pounds expected under maximum loading conditions in 
100~—(«18” 500 8” 340 235 the heavy, medium, and light loading districts. 
125-26” 560 13” 39$ 245 , 
15034” 610 18” 430 255 
17544" 660 24” 460 265 
200 3-53” 710 30” 490 280 
225 64” 760 37” 520 290 
250 74” 810 43” 550 300 
27585" 860 51’ 580 310 
300 9-96” 900 58” 610 320 
325 109” 950 67” 640 330 
*3500«121" 990 76" 660 340 TABLES XIV-A and B are staking tables, used 
410 es oak sil 0 ene to facilitate laying out the lines in the field. The 
425 —— nn “ae 740 365 method of using the table for .104 inch Copper- 
— = — i 375 weld line wire is the same as that described on 
pot see aie <a po aa page 4 of Section 3-15.02, Staking Tables for 
a. celia — 143” 820 395 .080 Inch Copperweld Communication Wire. The 
**550 —— ——- 155” 840 405 illustration associated with Table: XIV-B indi- 
2 a= es — 415 nd the 
“oo — er a iF 420 cates the types of conductor supports a 





pole framings and settings employed for the 
.104 inch Copperweld wire. 


*Maximum for heavy Loading District 
**Maximum for Medium Loading District 






TABLE XIV-A 


Staking Tables for Loading Districts Indicated, Using .104 Inch High-Strength 40% Conductivity 
Copperweld Communication Wire Sagged In Accordance With Table XI 


Span Length Maximum 
Ridge Height or Depth of Depression (in feet) in feet for Tension in 
At Center of Span for Pole Lengths NESC Ground Percent of 

And Basic Clearances (in feet)# Clearance Rated Strength 


Heavy Loading District 
20-10 25-10 25-14 30-14 
4.6* 6.6* 2.6* 74° 
4.5* 6.5* Zoe 7.0* 
4.0* 6.0* 20° 6.5* 
3.5* 5.5* 1.5* 6.0* 
3.4* 5.4* 1.4* 5.9" 
3.0* 5.0* 1.0* 5:5° 
2.5* 4.5* 0.5* 5.0* 
 a* 4.0* 0 4.5* 
» 19° 3.9* 0:1** 4.4* 
15* 3.5* 0.5°* 4.0* 
1.0* 3.0* 10** 3.5* 
0.9* 2.9* LI fats 3.4* 
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WHITNEY BLAKE 


oN TELEFRAME * 


... @ new concept in Distributing Frame Wire with these 
improved features at lower cost: 


-* Superior insulation resistance 
* Unaffected by humidity 

¢ High Compression strength 

¢ Excellent resistance to abrasion 
¢ Easy to pull 
¢ Flame retardant construction 
¢ Non-fading colors 
¢ Non-fraying 


* No enamel coating to remove 


This wire is available in twisted pair and triple styles with 3422 AWG tinned 
copper conductors. Insulated with semi-rigid Plastite insulation color coded 
black and white or red and white for twisted pair; black, white and red for 
triple. Jacket is of transparent nylon. 


For low cost, easy handling, long service, use Whitney Blake 22 DFN 
Teleframe for all your distributing frame wiring needs. 


WELL BUILT WIRES WHITNEY BLAKE COMPANY 


AS 
sis EP 1000 NEW HAVEN 14, CONNECTICUT 


YOUR AUGUST, 1953 TELEPHONE ENGINEER & MANAGEMENT 





Prepared By 
JOHN S. REED 





Index 3-15.02 
Open Wire—Copperweld 
Communication Conductors 
Page 9, Aug. 15, 1953 





TABLE XIV-B 


Staking Tables for Loading Districts Indicated, Using .104 Inch High-Strength 40% Conductivity 
Copperweld Communication Wire Sagged In Accordance With Table XI 


Span Length Maximum 
Ridge Height or Depth of Depression (in feet) In feet for Tension in 
At Center of Span for Pole Lengths NESC Ground Percent of 

And Basic Clearances (in feet)# Clearance Rated Strength 


Medium Loading District 
x 4.0* 6.0* a0 6.5* 261 
2.0* 3.5* 5.5* 1.5* 6.0* 283 50 
‘ 1.5* 3.0* 5.0* 1a* 55° 304 
1.0* 2.5* 4.5* 0.5* 5.0* 325 
0.5* 2.0* 4.0* 0 4.5* 345 
0 1.5* 3.5* 0.5** 4.0* 364 
o5** 1.0* 3.0* 1.0** 3.5* 382 
oa** 0.7* 27* Ue adi 3.2* 393 
1.0** 0.5* 235* Be? 3.0* 400 
oe? 0 2.0* 2.0** 25* 417 
2.o** o5"* 15° 2a°* 2.0* 434 
2.5** 10** 1.0* 3.0** 1.5* 450 
2.0** ao"? 0.5* a.5°* 1.6F 466 
3.5** - pad 0 4.0** 0.5* 482 
4.0** =o? 0.5** 5"* 0 497 
4.5** 3.0** 1.0** 5.0** 0.5** 512 
4.8** 3.3** er* 5.3** 0.8** 522 
5e** 3.5** 35** s5*" oF* 527 


Light Loading District 
tg 4.0* 6.0* 2.0* 6.5* 270 
a” 3.5* Bal io" 6.0* 309 
1.5* 3.0* 5.0* 1.0* 5.5* 342 
1.0* oe” 4.5* 0.5* 5.0* 364 
0.5* 2.0* 4.0* 0 4.5* 382 
0 1.5* 3.5* 0.5** 4.0* 401 
aS?" 1.0* 3.0* 1.0** 3.5* 418 
* 0.5* zo" | ta 3.0* 435 
a" 0 2.0* 20 25" 452 
a0** 0.5** 1.5* yaad 20" 467 
25** SE 30" 3.0** a 483 
3.0** io°* 0.5* 3.5** 1.0* 498 
a.5** 2:0** 0 4.0** 0:5* 513 
4.0** a o.5°* 4.5** 0 528 
so°* 3.0** 7" §.0** 0.5** 542 
§.0** 3.3** Shad aa 1.0** 557 
" §.5** 4.0** 2:0** 6.0** 1.5** 571 
# For example, when pole length is 16 ft. and basic clearance is 8 feet, the column heading is “16-8”. 


* Ridge height above level in feet. ‘0’ means ground at center of span is level with ground line at pole. 
** Depth of depression at center of span below ground line at poles. 
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Wire Load at Corner and Dead End Poles Index 3-15.02 
Open Wire—Copperweld 


— .104 inch High-Strength 40% Conduc- Communication Conductors 
tivity Copperweld Communication Wire. POR Ry Pieiie: he ee 


TABLE XV 


Total Horizontal Pull at Angle Pole for .104 
Inch Heavy Loading Districts 


Line Pull 
Angle in in Average of Adjacent Spans—Feet 
Degrees 150 200 250 300 £350 
Total Pull — Pounds per Pair of Wires TABLES XV, XVI, and XVII list wire loads for 
220 270 =6330 430 each pair of .104 inch Copperweld communica- 
320 400 470 ° ° ° ° ae 
tion conductors in the respective loading districts 


330 520 610 . 
po 650 740 indicated. For more than two wires, the load 


640 770 880 per pair of wires is multiplied by the number of 
740 890 1020 wire pairs. 

840 1010 1150 

940 1120 1280 

1040 1240 1410 

1130 1350 1540 

1220 1460 1660 1880 

1320 1570 1780 2010 


Total Pull at Dead-Ends 
Pounds per Pair of Wires 


1220 1440 1620 1820 1980 


TABLE XVI TABLE XVII 


Total Horizontal Pull at Angle Pole for .104 Total Horizontal Pull at Angle Pole for .104 
Inch Medium Loading Districts Inch Light Loading Districts 


Line Line 
Angle Pull Angle Pull 
in in Average of .Adjacent Spans — Feet in in Average of Adjacent Spans — Feet 
Degrees Ft. 150 200 250 300 350 400 450 500 550 Degrees Ft. 150 200 250 300 350 400 450 500 550 
Total Pull — Pounds per Pair of Wires Total Pull — Pounds per Pair of Wires 


44 160 200 230 260 280 310 340 370 Q 80 90 100 130 120 130 150 160 
8.7 250 290 330 370 410 440 480 520 : 130 140 160 170 190 200 210 230 
13.1 330 390 440 480 530 570 620 660 s 180 200 210 230 250 260 280 300 
17.4 410 480 550 600 650 700 750 810 f 220 240 270 290 310 330 350 370 
21.6 490 570 650 710 770 830 890 950 F 270 300 320 350 370 390 410 430 
25.9 570 670 750 820 890 950 1020 1090 4 320 350 380 410 430 460 500 
30.0 650 760 850 930 1010 1070 1150 1230 x 360 390 430 460 490 520 
34.2 730 850 950 1040 1120 1200 1280 1370 410 450 480 520 550 580 
38.3 810 930 1050 1140 1240 1320 1410 1510 5 450 490 530 570 600 640 
42.3 880 1020 1140 1240 1350 1430 1530 1640 : 500 540 580 620 660 700 
46.2 960 1110 1230 1340 1450 1550 1660 1770 . 540 590 630 670 710 750 
50.0 870 1030 1190 1320 1440 1560 1660 1770 1890 1 630 680 730 770 810 
Total Pull at Dead-Ends Total Pull at Dead-Ends 
Pounds per Pair of Wires Pounds per Pair of Wires 
820 960 1100 1220 1320 1420 1500 1600 1700 600 640 680 710 750 780 
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QUESTIONS and 














Conducted By JAY G. MITCHELL 








QuEsTION: — The company has re- 
cently bought me a fine universal 
tester for use in the maintenance of 
this company’s telephone system. We 
have one common battery office in 
the county seat and three smaller 
magneto offices in neighboring towns. 
The common battery equipment is 
still giving good telephone service but 
the experienced man, employed by 
the company for many years, has 
moved to California and his former 
position has been given to me. I find 
that I have many things to learn and 
welcome the technical articles and ad- 
vice that is found in TELEPHONE EN- 
GINEER publications. At this moment 
I am puzzled to make an application 
of the decibel scale of the new test- 
ing instrument. The other scales check 
out fairly well for me but a little 
help on the decibel scale and the way 
it is used will be very much appreci- 
ated. 

ANSWER: 
is reproduced in full in order to serve 


- The original inquiry 


as an introduction to the discussion 
which follows and which should be 
considered with that which has al- 
ready been published, issues of Fort- 
NIGHTLY TELEPHONE — ENGINEER, 
August 1, 1953 and TELEPHONE EN- 
GINEER & MANAGEMENT, July 15, 
1953, in order to acquire a working 
understanding of the decibel calibra- 
tion of the conventional multitester. 

The electrical principles involved 
in the operation of the direct read- 
ing decibel scale of the multitester are 
most easily set out by considering 
the decibel meter as essentially a sens- 
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In this issue Mr. Mitchell continues a dis- 
cussion of the multimeter decibel scale. 
The first installment of this discussion was 
published in the July issue of Telephone 
Engineer & Management 


itive direct current voltmeter perm- 
anently connected through a small 
full wave rectifier. Because the recti- 
fier is interposed between the opera- 
ting movement of the voltmeter and 
the load under test the instrument 
will indicate the voltage resulting 
from the passage of an alternating 
current through the load if the load is 
of constant impedance value. The 
pointer of the instrument, when used 
as a decibel meter, however, will 
come to rest opposite a point in the 
decibel scale which would indicate 
the power dissipated in the load, in 
alternating current, such as voice 
carrying current, related by a ratio 
to a definite similar expenditure or 
power in alternating current which is 
called the Zero Reference Level. Two 
different Zero Reference Levels are 
in use in The United States, as will 
be explained later, but both are easily 
reproducible and both, in its proper 
decibel meter calibration, will place 
the instrument pointer at the’ Zero 
point in the decibel meter calibration 
scale when the power is at Zero Re- 
ference Level. The decibel meter, 
therefore, is always subject to indi- 





vidual interpretation, as to its indica- 
cations, of the constants embodied in 
the calibration. This will be covered 
later but at this point it should be 
stated that the usual multitester is 
designed to indicate “O” decibels for 
a voltage of “1.73” in a 500 Ohm 
loop. A table, roughly calculated to 
only one or two decimal places is 
shown in Fig. 1, and it will be noted 
that the decibels associated with 
“1.73” volts in the table is “O”. On 
this basis the power dissipated in the 
500 ohm loop which is used as the 
Zero Reference Level is “0.006” watts 
(6 milliwatts). 

The second Zero Reference Level 
for decibel measurements in use in 
The United States is “0.001” watts 
(1 milliwatt) and this standard Zero 
Reference Level, which is written 
DBm will be set out in another illu- 
strative table later. The sub “m” in 
DBm is to identify the one milliwatt 
reference level used in that system 
of calibration of the meter. 

In order to set out in an easily un- 
derstood way just how the decibel 
meter may be used it will be helpful 
to review briefly the several forms in 
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Volts In Loop Of 500 Ohms Impedance 


vs 


Decibels 


AMPERES 


0.0010 
0.0015 
0.0020 
0.0025 
0.0030 
0.0035 
0.0035 
0.0040 
0.0045 
0.0050 
0.0055 
0.0060 
0.0065 
0.0070 
0.0075 
0.0080 
0.0085 
0.0090 
0.0095 
0.0100 


VOLTS 


0.500 
0.750 
1.000 
1.250 
1.500 
1.730 
1.750 
2.000 
2.250 
2.500 
2.750 
3.000 
3.250 
3.500 
3.750 
4.000 
4.250 
4.500 
4.750 
5.000 


WATTS 


0.000500 
0.001125 
0.002000 
0.003125 
0.004500 
0.006000 
0.006125 
0.008000 
0.010125 
0.012500 
0.015125 
0.018000 
0.021125 
0.024500 
0.028125 
0.032000 
0.036125 
0.040500 
0.045125 
0.050000 





which Ohm’s Law may be stated. 
The usual form in which this law is 
written, as will be remembered, is: 


E = (5) 
R 
E? = EI (6) 


In both of these expressions when 
applied to direct current conditions 
E is the E.M.F. (volts), R is the re- 
sistance (ohms) and | is the current 
strength (amperes). When applied 
to alternating current conditions E 
becomes the Effective Volts (R.M.S.), 
R becomes the Impedance (ohms) 
and I becomes the Effective Current 
Strength (amperes). EI, which is 
the product of the volts and the am- 
peres, is the power in Watts. It is to 
be noted that the power is proportion- 
al to the volts squared and is inverse- 
ly proportional to the Impedance. 
Obviously if the Impedance remains 
constant this leaves the power dis- 
sipated in the circuit proportional to 
the volts squared. Since the common 
decibel meter is designed to measure 
the power ratio to a Zero Level of 
“0.006 watts” in a loop of 500 ohms 
constant impedance, its scale calibra- 
tion must be based upon the ratios 
of the number of volts squared and 
that is exactly the case as can be ob- 
served by checking a few of the cal- 
culations shown in the rough illu- 
strative table in Fig. 1. 

Take for illustration a value for 
the voltage in the constant loop of 
1.73. This is the voltage in the 500 
ohm loop which, it will be remember- 
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——RATIOS—— 
POWER VOLTS 


0.0833 0.29 
0.1875 0.43 
0.3333 0.58 
0.5208 0.72 
0.7500 0.87 
1.0000 1.00 
1.0208 1.01 
1.3333 1.16 
1.6875 1.30 
2.0833 1.45 
2.5208 1.60 
3.0000 1.73 
3.5208 1.88 
4.0833 2.02 
4.6876 2.17 
5.3333 2.31 
6.0201 2.46 
6.7500 2.60 
7.5208 2.75 
8.3333 2.89 


SIGN Db. 


10.80 
7.30 


minus 
minus 
minus 
minus 
minus 


plus k 
plus 
plus 
plus 
plus , 
plus 
plus 
plus 
plus 
plus 
plus 
plus 
plus 
plus 





ed, is the Zero Reference Level of | 
0.006 watts (6 milliwatts). Now if 
1.73 is multiplied by itself the re- 
sult, which is E squared in this case, 
is 2.9929 (or, if more decimal places 
had been used 3.0). In the same 
table note, for instance, the condi- 
tions when the voltage in the con- 
stant 500 ohm loop is 3. Now the| 
square of 3 is 9 (3 times 3) so if| 
only the volts in the constant loop of | 
500 ohms is considered, the power | 
dissipated, at a voltage of 3, is three 
times the power dissipated when the | 
voltage in the constant loop of 500 | 
ohms is 1.73. This is because the | 
power in the loop of constant imped- | 
ance is proportional to the volts | 
squared, in this case as 3 to 9 or a} 


| 
| 


ratio of 3. 

Now consult the table in Fig. 1 
again and compute the power by 
multiplying the amperes in the loop 
by the volts. In the case of a voltage 
of 1.73 the amperes is 0.0035 and the | 
product of the volts and the amperes | 
is 1.73 times 0.0035 or 0.00655 watts. | 
If more decimal places had been rec- 
ognized this product would have been | 
0.006 watts as shown in the table. | 
In the same way compute the power | 
when the volts in the constant im- | 
pedance loop is 3. In the table this | 
is the product of 3 and 0.0060 am.- | 
peres or 0.018 watts. It is clear | 
from this pair of illustrations that 





the power dissipated in the constant 
loop of 500 ohms is three times as 
much when the voltage is 3 as it is 


Please Turn To Page 74 
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AND TYPES OF TELEPHONE INSTRUMENTS 
26 E. Main St., CLIFTON SPRINGS, N. Y. 





Any Kind of Outside 
Plant Job 


Whether it’s new construc- 
tion, regular maintenance, or 
emergency repair, call Neale 
and get a crew of high skilled 
men who work with the most 
modern equipment. Your out- 
side plant will operate more 
efficiently and last longer. 
Estimates made without obli- 
gation. 










LONSTRULTION £0. 


ENGINEERING * CONSTRUCTION * MAINTENANCE 


TOPEKA, KANSAS PHONE 4-2621 


)) 


TELEPHONE 
» SWITCHBOARD 
e INSTRUMENT 

e OPERATORS 


NYLON - NEOPRENE 
ERCERIZED COTTON 


St ees 
S + TROUBLE FRE, CONDUCT yj, ry - 2 







Write for Catalog ond Samples 


COMMERCIAL 
CORD and SUPPLY CO., Inc. 








Phone CLIFTON-SPRINGS 189 
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when the voltage is 1.73. In other 
words the power ratio in a constant 
impedance loop is directly propor- 
tional to the square of the voltage in 
the loop and also directly proportion- 
al to the product of the volts and 
the amperes in the loop. It is sug- 
gested that the reader make several 
proofs of this proposition using the 
rough table shown in Fig. 1 so that 
the matter will be firmly established 
in mind before the method of com- 


puting the actual decibel loss or gain 
is taken up. 

As a brief review of the preceeding 
discussion it is suggested that the 
reader solve the simple problem, 
which is of a very practical charac- 
ter. QUESTIONS AND ANSWERS 
will be very glad indeed to receive 
your solutions and to discuss them in 
a later installment. Problem 1. : — 

In a short haul toll circuit the trans- 
mission from an intermediate tele- 





How to Solve Your Cable Spinning 


Problems the Easy Way 





Single Eye Hooks 


...for four supporting adjustable ropes of a 
splicer’s platform. Cadmium-plated steel. 


Double Eye Hooks 


make splicer’s platform readily adjustable 
...- by threading supporting ropes through 
double eye. Cadmium-plated steel. 


Lashing Wire 


Clamp 

designed by Neale, holds 
spinning wire with posi- 
tive action clamp when 
terminating at pole. Also 
keeps slack from running 
back in cable repairs. 
Bronze alloy with cad- 
mium plated screw. 








with spring belt clip. 












§ a 
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Platform Clamps 
Support splicer’s platform from aerial cable 
—spun or otherwise. Won't slide on grade 
or damage cable. Bronze alloy. 


specially designed for spun cable, may be 
used on cable with any other kind of sup- 
port. Clamps on strand. Won't slip on 
grade or damage cable. No wrench is 
needed. Bronze alloy. 


Soap Can & Brush 
keeps pressure testing soap or paint in excellent con- 
dition. Cast aluminum for light weight. Tight-fitting 
cover serves as handle for brush. Container equipped 


Cable Placing Ring Guide Roller 


: & offers means of pulling cable 
fase in and takes down pull on tow 
‘ line to truck. Cadmium plated 
steel with bronze bushing. 


~ Cable Placing 


is used ahead of spinner 
to raise cable from reel to 
strand in placing and 
spinning cable. Also used 
stationary at pole when 
placing with rings. 


Steel Placing Rings 
«for light cable. Slip rings onto 
cable at pole and attach to pull- 
ing line. Rings distribute them- 
selves every five feet along 
span. Sets of 20, including 110 
feet of rope attached. 


BLE SPINNING 


THe ON Equipment Company PHONE 
100" = 3001 TOPEKA AVE. 





Handline Block, 


LITTLE GIANT 
Slack Pullers 





Here’s a combination of 
great strength and very 
simple operation...to make 
difficult operations easy. 
Furnished with either slip 
handle (left) or ratchet 
(right). Moving parts cad- 
mium plated. 





Bronze Cable 
Placing Ring. 
Roller design 
eliminates 
sheath damage 
of all sizes of 
cable. Cast 
bronze body 
and bronze 
rollers. 
CABLE 
SPINNING 
MANUAL 

gives complete 
details on oper- 
ation of Neale 
Cable Spinner 
with easy-to- 
follow service 
and mainte- 
mance instruc- 
tions. 


Shoe 





CABLE SPINNING 
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phone office to terminal office num- 
ber 1 is very good indeed but it is 
very poor to terminal office number 
2. With terminal office number 2 
connected the ratio between the pow- 
er delivered to the circuit at terminal 
office number 1 and the power re- 
ceived at the intermediate office is 
3 but when the circuit to terminal 
office number 2 is disconnected the 
ratio which was only 3 becomes 8 
plus, all power computations being 
based upon the volts across the load 
as indicated by the meter. 

It will be noted that the discussion 
has not yet reached an exposition of 
the measurement of the decibel loss 
but only the voltage observed. 


Lakes ANDES, S. D. — Articles of 


| incorporation have been issued to 


the Twin Buttes Telephone Co. The 
company was authorized to operate 
50 miles of rural telephone line in 


| Brule and Charles Mix Counties. It 


| was capitalized for $30,000. 


Directors are Hiram Dimock, 


| Fred Lucas and John Pike, all of Aca- 


demy; Duane Sly, Harold Gray, Wil- 


| liam Olson, Donald Dobberstein and 


Earl Howard, all of Bijou Hills. 


Everest, Kans. — First annual 


| meeting of the Rainbow Telephone 


Co-operative, Everest, was held re- 


| cently. Directors elected for the com- 


ing year are: Emmett Oltjen of Rob- 
inson, George Olson of Everest, Mel- 
vin Kleppe of Leons, James Swartz of 
Huron, Alvin M. Denton of Denton, 


| Joe Nelson of Everest and Joe Rush 


of Severance. 


SyRACUSE, Kan. — Four farm fam- 


| ilies in Hamilton County, have set up 
| their own telephone service. They de- 
| cided that they could do what the util- 


ities company felt was not feasible or 
profitable to attempt. 


Officials of Border Telephone Co., 
Syracuse, Kans., had contended that 
the neighborhood was too thinly pop- 
ulated for the company to undertake 
the project. Farmers Harry Herndon, 
Ervin Levens, Allen Levens and Em- 
ery Potter shared costs and built eight 
miles of lines from Syracuse to their 
farms southeast of town. The farmers 
bought their own material and did 
most of the work. Royce Wells, 


| Border Telephone Company plant 
| superintendent, gave technical advice. 
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Nearly 1,000 registered for the 34th annual convention of the California Independent Tel Assoc. Shown above are (I. to r.): JACK HUTCHINS, 
S. F. THOMAS, S. P. HARRISON, M. K. TAYLOR, MR. and MRS. GRANT SMITH, all of General Tel. Co. of Calif.; JOHN GRIESMAIER, FRED 
HARNSBERGER, R. H. BURFEIND, M. L. MARKEY, H. C. SMITH, D. H. DEAVER, and DAVE GRAF, all of Automatic Electric Co. 


West Coast Meeting— 


CALIFORNIA CONVENTION REPORT 


HE 34TH ANNUAL convention 

of the California Independent 
Telephone Association, held June 18 
and 19 at the Ambassador Hotel in 
Los Angeles, was exceptional with 
respect to attendance, quality and 
variety of the program, and con- 
venience, accessibility, and beauty of 
the convention quarters. 

Nearly 1,000 telephone people from 
all parts of California and from ad- 
jacent states registered during the 
two-day meet, and all sessions were 
featured by capacity attendance. An 
informal dinner dance was held at 


the famous Ambassador Cocoanut 
Grove Thursday evening. 
C. F. Mason, chairman of the 


board of General Telephone Co. of 
California, was re-elected to his 20th 
consecutive year as president of the 
association, and was presented with 
a matched set of luggage in recogni- 
tion of his many years of inspiring 
leadership. Also re-elected were first 
vice president Lyndon Farwell of Los 
Gatos Telephone Co.; second vice pre- 
sident O. E. Emley of Sunland-Tu- 
junga Telephone Co.; and secretary- 
treasurer F. V. Rhodes of Santa 
Monica. Directors re-elected were 
Mason, Farwell, Emley, Richard D. 
Crowe of Dos Palos Telephone Co., 
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by GRANT SMITH 


General Tel. Co. of Calif. 


Fred H. MacGougan of California 
Water & Telephone Co., J. W. New- 
man of the Coachella Valley Co. and 
Willard G. Wade of Interstate Tele- 


graph Co. 


Changes In The Economic 
and Political Climate 

N HIS KEYNOTE address, Presi- 

dent Mason referred to changes 
in the economic and political climate 
which have occurred since last year. 
“TI think it is perfectly in order to 
take our business soundings and chart 
our business course for the future 
on the basis of the changed position 
and direction now being taken by 
our ship of state,” he said. These 
changes he defined as the virtual end- 
ing of material shortages and con- 
trols; a reversal of the drift toward 
creeping socialism and public own- 
ership; the efforts being made to 
balance the national budget and to 
reduce taxes. These changes, he said, 
are encouraging to everyone seriously 
engaged in business enterprise. 

Turning to a subject to which, he 
said, too little importance has been 
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attached in the past, Mason said, 
“Public relations is to business what 
faith is to religion. Without it we 
can do nothing very effectively or 
for very long. I wonder if we always 
realize, for example, that every for- 
mal rate case has to be tried twice - 

once before the Public Utilities Com- 
mission, and once before the bar of 
public opinion. And it is quite pos- 
sible, through a neglect of public re- 
lations, to win a rate case from the 
Commission and still lose our case 
as far as the good will of the public 
is concerned. This happens when- 
ever it has not been made perfectly 
clear to the understanding of a ma- 
jority of the people affected that 
such a rate increase is fair and justi- 
fied. Public confidence never 
be obtained without constant and 
careful cultivation of popular under- 
standing and acceptance, whether we 
are appealing to the customers on a 


can 


rate or service matter, or to the in- 
vesting public for finaneing.” 

He declared that the cultivation of 
good public relations is a full time, 
year-round job; that we cannot prac- 
tice good relations two or three days 
a week and forget about it the rest 
of the time. “Good public relations 
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Io the Ladies... 


Everybody knows the “telephone girl”... the friendly operator 
whose voice is a symbol of American telephony. 


Not so familiar, though, is another kind of telephone girl . . . 
the kind who makes the tools of telephony. Like the operator at 
the switchboard, she is a key person in the process of rendering 


good telephone service. 


We feel she’s very much worth knowing and would like to 


publicly acknowledge the excellent job she’s been doing. 


That’s one of the main reasons behind our use of the ad at the 


right which appears in selected popular publications. 
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Sure, because they’re making telephone dials you use in Bell tele- 
phone service. It’s their regular job here at Western Electric, man- 
ufacturing unit of the Bell System. 


Altogether, we have some 31,000 women at Western Electric... 
in our shops, our offices, our distribution centers...and about 
70,000 men, too. They all help carry on our 71-year-old job. That 
job is to supply good telephones, switchboards, wires, and other 
things which go to work for you every time you make a Bell tele- 
phone call. 

Teamed-up with Bell Laboratories people who design the equip- 
ment and Bell telephone company people who operate it, Western 
Electric men and women help give you good, dependable tele- 


phone service at the lowest possible cost. 
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One assembly line at our Indianapolis plant 


What! These are Telephone Girls ? 





A UNIT OF THE BELL SYSTEM SINCE 1882 
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equipment 
you can 





Talk to any old-timer on the job 
and he’II tell you Klein equipment 
is his choice for comfort—for safety 
—for service. Look for the famil- 
iar Klein trade-mark on pliers, 
safety straps and belts, climbers, 
grips and wrenches. Klein has 
been serving the electrical industry 
“Since 1857.” 
ASK YOUR SUPPLIER 


Foreign Distributor: International Standard 
Electric Corp., New York 


Write for your 
free copy of 
the Klein 
Pocket Tool 
Guide today! 








Mathias & Sons 


3200 BELMONT AVE.,CHICAGO 18, ILL. 
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Officers and directors of the California Independent Tel. Assoc: (Seated, |. to r.) O. E. EMLEY, 
2nd vice pres.; F. V. RHODES, sec.-treas.; C. F. MASON, pres.; LYNDON FARWELL, Ist vice- 
pres. (Standing, |. to r.): R. D. CROWE, F. E. MACGOUGAN, and W. G. WADE 


is everybody's job, everybody on the 
payroll, 24 hours a day and 365 days 
a year.” 

Mason spoke also of the problems 
of service expansion in rapidly grow- 
ing areas, and the possibility that 
the industry may soon have an op- 
portunity to catch up with plant im- 
provement and expansion which had 
to be deferred for various reasons 
during the unprecedented postwar de- 
mand for telephone service. 


Commission Adopts New 
Rate Case Procedures L 


ETER E. MITCHELL. commis- 
sioner of the California Public 
Utilities Commission. told of the tre- 
mendous growth in the state, the 
efforts of the telephone industry to 
answer this unparalleled challenge. 
and the common objectives that are 
necessary to provide the public with 
the best possible service. 
“In providing telephone service.” 
he said, “your employes play a vital 
This 


that in your business special emphasis 


role. would seem to indicate 
must be placed on training and de- 
velopment of efficient and service- 
conscious employes.” 
On the matter of 
Mitchell that the 


has adopted procedures which are 


regulation. 
said Commission 
designed to speed up the processing 
of cases, while assuring the public, 
the utilities and everyone concerned 
full protection of all rights. 

“In these periods of rising costs.” 
he said, “ it is more important than 
ever that operations be efficient. Cer- 


1953 TELEPHONE ENGINEER 


tainly the Commission cannot ask 
customers to pay higher and higher 
rates for service which is inefficient. 
The authorization of rate changes 
during a period of inflation is not 
a popular function of the Commis- 
sion. Yet it is essential, when justi- 
fied, 


be fair and 


for under the law rates must 
reasonable to both the 


customer and to the utility.” 


Industry Is Confronted 


With A Challenge 
HE INDEPENDENT telephone in- 


dustry today is confronted with 
an opportunity and a challenge, said 
Donald C. Power, president of Gen- 
eral Telephone Corp., which operates 
the largest Independent telephone 
system in the nation. The Independent 
industry provides telephone service 
in about 65 per cent of the geographi- 
cal area of the United States, he said. 
an area which to a large degree is 
suburban and rural. The population 
of this country is expanding rapidly. 
and it is predicted that by the end 
of this century it will be almost twice 
what it is now. A great number of 
these people are going to populate 
the areas served by the Independents. 
There is today a well defined move- 
ment of business and people away 
from the more densely populated 
areas into the suburban and rural 
sections of our country. 

“We in the Independent telephone 
industry are the logical beneficiaries 
of this” movement to less densely 
populated areas.” Power said. “for it 
is in these areas where we are the 
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primary supplier of telephone service. 
Here is our great opportunity for 
growth and expansion. But the situa- 
tion I have described presents much 
more than the opportunity to expand 
our business. /t presents the challenge 
of providing first-rate telephone serv- 
ice in the communities wherein we 
operate at fair and_ reasonable 
charges.” 

Power said that at one time, per- 
haps. people living in rural areas 
and smaller urban communities did 
not expect the same quality of tele- 
phone service as that in metropolitan 
centers, but that condition does not 
exist today. Businesses moving into 
lesser congested areas expect and 
will demand the very best quality of 
telephone service, and the same will 
be required by residents. “It is our 
Job to see that service is provided.” 

Because many companies did not 
recognize the problem of postwar ex- 
pansion and move rapidly to solve it, 
the RTA came into being, “because 
it is axiomatic that when the people 
demand a public service and private 
enterprise fails to provide it the gov- 
ernment will soon step in. How far 
and how rapidly RTA expands in 
the future, in my judgment, will de- 
pend in a very large degree on how 
the challenge 
which now confronts us.” 


effectively we meet 


To meet this challenge of provid- | 
ing a high quality of telephone serv- 
ice will require large expenditures, 
he pointed out. To acquire funds for 
expansion and improvement of service 
we must go to the capital markets of 
the world, and when we get there we 
find ourselves in competition with} 


other seekers after money. Companies | 
must maintain their financial health 
and integrity to meet this competition 
successfully. 

Declaring that the story of the In- 
dependent telephone industry and the | 
part it plays in the American economy | 
must be told to the public, Power | 
cautioned, “But’ remember always 
that the keystone of good public re- | 
lations in our business is good serv- | 
ice—that good service can only be 
provided by a financially sound in- | 
stitution and to be financially sound 
you must have sufficient earnings to | 
attract new capital at favorable costs.” 


Panel Discussions 


HURSDAY AFTERNOON | saw 
the gathering of the groups for 
Conducting the 


panel discussions. 


discussion of “Commercial Opera- 
tions, Advertising and Public Rela- 
tions” was Hal O. Davis of Los Gatos 
Telephone Co. Participating with him 
were John Evans of Evans Telephone 
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(L. to r.) KENNETH JOHNSON of Leich Sales Co.; HARLAN W. HOLMWOOD of General Tel. 
Co. of Calif.; D. C. GIBSON of Leich Sales; and C M. DAVIS of General Tel. of Calif. 
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LOTRO|, 


THE BATTERY CHARGER WITH 
NO MOVING PARTS * 





































Sen [ais amerrey 
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And telephone men are beating a 
path to our door. 

They've found that FLOTROL does 
what they always hoped their bat- 
tery charger rea'ly would do; IT 
HOLDS CONSTANT FLOATING VOL- 
TAGE on the battery. 


They've found, too, what it can mean 
to have a charger which doesn’t re- 
quire attention, one they can depend 
on to do its job, year in and year 
out, without costly and annoying 
routine maintenance or adjustment. 


For complete information, write for 
Bulletin 160, which describes the 
single-phase models, from 1/2 am- 
pere to 24 amperes, and Bulletin 
161 which covers three-phase models 
from 25 amperes to 200 amperes. 


* No good on mice. 
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PARTNERS IN DEPENDABILITY 
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_. Mslallation 
completed! 


TELEPHONE 


CORDS 


Precise in every detail... leg 
length, trim, terminals, tracer 
color and stay fastener... 
Runzel cords make installation 
a routine matter. Installers like 
them because they simplify 
their work. 


Subscribers prefer Runzel cords 
because of clarity of reception 
and the longer, trouble-free 
service they give. 

There’s a Runzel cord for every 
type and make of instrument. 


Write for your 

copy of Runzel 
' Telephone Cord 
&.. Catalog. 


Operators too, 
prefer Runzel 


mT eel 


RUNZEL 
Cord and Wire Co. 


i723 W. MONEROSE ANE. 
CHICAGO 41,.1LL. 
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| Co.. who demonstrated the require- 


ment for national advertising for the 
telephone industry; Tele- 
phone’s A. J. Barran, who gave a 
demonstration of customer relations 


General 


| by staging five typical business office 


contacts; Warren Rolph of the Gen- 
eral Telephone Directory Co., who 
that the “Yellow 
Pages” is a good habit. Eunice Du- 
Bois from the Kern Mutual Tele- 
phone Co. pointed up how group 


proved use of 


| meetings between management and 


employes is a two-way street that 
greatly improves relations between 
the Richard D. 


Crowe of Dos Palos Telephone Com- 


two groups; and 
pany showed how efficient organiza- 
tion pays off in good profits. 

Gerald A. Woods, General Tele- 
Co.. the traffic 
round table in place of Owen G. 
Jarboe of General, who was unable 
to attend because of illness. Partici- 
pating with him were Mrs. Blanche 
Harrington, Livingston Telephone 
Co.; Ralph P. Lowe, Pacific Tele- 
phone & Telegraph Co.; Mrs. Frank- 
lin Shaeffer, Dos Palos Telephone 


phone conducted 


Father and Son J. W. and W. H. CHANNELL with California Convention photographer 
WALTER DOUGLAS of General Tel. Co. 


of Calif. 


Co.; and A. S. Taylor, Interstate 
Telegraph Co. The prevailing prob- 
lems confronting the majority of the 
traffic offices today were presented 
by those on the panel, with various 
solutions for the problems being of- 
fered. 

On the panel which discussed plant 
methods and specifications, a situa- 
tion was evolved that simulated the 
placing of aerial cable and wire in 
difficult terrain. As the questions 
arose concerning the problems en- 
tailed in constructing the plant, mem- 
bers of the panel who had experienced 
those problems and knew the answers 
enlightened the other panel mem- 
bers and their audience. Conducting 
this panel was M. H. Alexander, plant 
superintendent, Kern Mutual Tele- 
phone Co. Others who participated 
were R. C. Garbutt and H. C. Mose- 
ley. both of General Telephone; E. J. 
Morris of Interstate Telegraph Co., 
and Jack Williams, California Water 
& Telephone Co. 

The fourth panel group, conducted 
concurrently with the other three, 
discussed accounting and bookkeep- 


Members of this California Convention group are (I. to r.) W. M. OWEN, E. W. WATSON, 
and M. SOWDER, all of General Tel. Co. of Calif. 
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ing. The group was headed by J. P. | 
Maguire, vice president of Kern Mu- | 
tual Telephone Co., and participating 
with him on the panel were J. E. 
Donovan, California Public Utilities 
Commission; Allan Stacey, Sunland- | 
Tujunga Telephone Co.; and Keith 
Vine. California Water & Telephone 
Co. The subjects of retirement ac- | 
counting and clearing accounts re- | 
ceived the particular attention of Mr. | 
Donovan, the other panel members, | 
and the audience, which comprised | 
about fifty people interested in the | 

















accounting problems. 






The completion of the panel dis- 






courses concluded the first day’s ac- 
tivities and permitted the delegates 
who had not already taken advantage 
of it to see the many displays ar- 
ranged by the associate members of 
the CITA. 

Willard G. Wade, chairman of the | 
Intercompany Settlements Committee, | 













gave a report on toll settlements. He 
told of an agreement that had been 
reached with the Bell System for the 
payment of additional compensation 









to the Independents. 






Charles S. Cadwell, president of 


Automatic Electric Co., Chicago, de- 

voted his Friday morning speech to | ‘7 L ¢ oS Je fe | he 2 
“Interdependence” of the manufac- | 
turers and the Independents. He said, | 

“We Independent manufacturers and | Wi & s 
our Independent telephone company 
customers have a common history and 


tradition; we speak the same langu- 
age; we understand each _ other; 


we are in a position to exchange , : 
Twisted Pair—Neoprene Drop Wire 
















views and experiences to our mutual 






benefit. It is this interdependence 
which is the key to the strength of 










our industry.” 






“Soundings Along the Potomac” arallel—Neoprene Drop Wire 






was the title of the speech given by 






Clyde Bailey, executive vice president \ \ \ amen TOP 

of USITA. He revealed the intrica- relly Wah an?) 4°) 
cies of the national scene and_ the ced—Neoprene Drop Wire 

present trends in government and INTERIOR oe 


gave his views on the business man’s —s — BRIDLE«»GROUND.«.- 
future as affected by Washington. He A 

pointed out that the attitude of the " PRES comimreR + 
present administration and the plans — rolth ati) 3 y 
put forward by President Eisenhower | e Drop Wire 4 DISTRIBUTING 4 
represent a swing away from keeping | ef 
business in the “ideological dog- bt Shipman 
house.” . e 4 



















Toll Dialing 
LLAN R. STACEY, general op- | 


erations manager of Sunland- | 







Tujunga Telephone Co., reported the | 
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BATTERY CHARGERS 
and 
POWER SUPPLIES 


All components in one 
cabinet. 


ore MM ee 





No special foundations 
necessary. 


Internal power and control 
wiring factory installed. 


Saves valuable floor space. 


Thiyre self-contained, packaged units, offering a perfect balance of 
safety, efficiency and durability. Starting contactor, voltage and current controls, 
transformer, filter components, rectifiers, meters and protective devices—all 
components necessary for rectifier operation and control are contained in the 
heavy sheet metal cabinet of the PECO Packaged Equipment . . . Compact design 
eliminates the necessity of installing separate starter and control panel and the 
interconnection of power and control circuits . . . AC input and DC output leads 
may be brought in from the top, simplifying conduit installation ... There are no 
moving parts .. . No fans or other ventilating equip- 
ment required . . . No special foundations necessary. 


POWER EQUIPME 


Battery Chargers yr Battery Eliminators 
ty D.C. Power Supply Units x Regulated 
Exciters x% and other Special Communico- 
: : tions Equipment: 


5740 NEVADA, EAST/ DETROIT 34, MICHIGAN 


said 
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activities of the Dial Service and Ad- 
vertising Committee. On behalf of 
the California Independents Stacey 
had presented a number of questions 
to the Pacific Company pertaining to 
nationwide toll dialing. From these 
questions came the following summa- 
tion of long range policy from the 
Bell System. 

“It is the ultimate objective,” he 
said, “to merge all local exchange and 
toll plant in the United States and 
Canada into one integrated system 
which would be, in effect, a super 
multi-office metropolitan network 
with nationwide subscriber toll dial- 
ing throughout the system. Every- 
thing that the Bell System is doing 
today is being planned around the 
ultimate objectives for nationwide 
subscriber toll dialing, including con- 
versions to dial operation, number 
assignments, the selection of office 
names and the planning of toll plant. 
It is equally important that the In- 
dependent industry include such long 
range planning in their current pro- 
grams in order to eliminate the pos- 
sibility of setting up new dial offices, 
toll routes, etc., today that would not 
be suitable for ultimate integration 
into the nationwide toll network.” 

Francis X. Welch, managing 
editor of “Public Utilities Fort- 
nightly,” spoke on “A Businessman’s 
Responsibility in A Changing World.” 
With respect to the telephone indus- 
try, Welch developed three points. 
He said, “The first is that the tele- 
phone is here to stay. The second 
point is that the businessman’s re- 
sponsibility is to see to it that the 
telephone business stays within the 
orbit of free enterprise, subject to 
government regulations, because that 
is the way in which the industry can 
render the best service to the most 
people under the most satisfactory 
conditions to all parties concerned. 
My third point will deal with the 
broader responsibility of the busi- 
nessman in his relation to other 
branches of our society, including 
government, labor, and such cultural 
forces as education and ethics.” 

In elaborating on his three main 
points, Mr. Welch proved that the 
position of the telephone industry im- 
proves as the needs of expanding in- 
dustry and population become greater 
and greater. He said, “The telephone 
business, like any other business. 
must either grow or die, expand or 


contract. It can never stand _ still.” 
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DISASTER 


Tornado Strikes Arkansas 


A STORY OF cooperation and em- 
ploye alertness was written _ last 
month in Russellville, Ark. It started 
writing itself on the night of July 6 
when a freak tornado with winds of 
up to 100 miles an hour hit the ex- 
change of the Western Arkansas 
Telephone Co., at Russellville. 

Severely damaging a block and a 
half of Russellville’s business district. 
the tornado tore off part of the roof 
of the telephone building and dam- 
aged the part of the building housing 
the The force of the 
wind also knocked down pole lines 
and aerial cables. Workmen 


switchboard. 


had to 
fight a six-inch downpour to get tar- 
paulins in place to substitute for the 
roof, protecting the already-drenched 
switchboards. 

Miss Inez Stafford, the 
chief operator in charge of the night 
force of 15 operators, promptly pulled 
the ‘switches on the 
when the blow struck. She then im- 
mediately notified the Southwestern 
Bell Telephone Co. exchanges at Little 
Rock and Fort Smith. Southwestern 
Bell rushed a crew of six plant em- 
ployes to Russellville and Warren 
Bray, the company’s Arkansas gen- 
eral manager, offered all additional 
assistance needed. Meanwhile, offers 


assistant 


switchboards 


to aid poured in from every Inde- 
pendent in the state. 

By early morning, July 7. 
porary switchboard was in operation, 
handling toll calls, and serving hos- 


a tem- 
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pitals, doctors, and the police and 
fire departments. All switchboard 
positions were dried out with fans and 
lights by Wednesday. Despite the 
extensive damage, all service was 
completely restored by Thursday. 

General Manager F. Graham Mc- 
Lane of the company directed the res- 
toration of the service from the outset, 
with Plant Manager Thomas Eaton 
and Equipment Manager McGowan 
as his principal aides. S.. A. Lane is 
president of the company. 


ASSOCIATIONS 


Independents Meet in Kansas 


Missour! AND Kansas Independents 
made it clear during~the second an- 
nual convention of the Missouri and 
Kansas Telephone .Associations that 
they were going:all-out for the devel- 
opment of effective small-company 
assistance programs, Meeting at the 
Town House Hotel, Kansas , City, 
Kan., the convention group heard in- 
dustry leaders and members of the 
Missouri Kansas Small Com- 
panies Committees present workable 


and 


cures for “distress” conditions. 

J. R. Shipley, Caldwell, Kans., pre- 
sided over the Kansas Telephone 
Association’s general business ses- 
Directors elected at this ses- 
sion were: Ross Gault, Wellsville; 
J. G. Kraemer, Kansas City, Kan.; 
Thomas Laming, Togonoxie; and M. 
J. Stooker. Officers elected were: 
President, R. J. Fegan, Junction City; 
Vice-President, J. G. Kraemer, Kan- 
sas City; Treasurer, Fred A. Sch- 


sion. 
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Independent 





Telephone Association. 









neider, Topeka; and Secretary, Doug- 
las Gleason, Topeka. 

The Missouri Telephone Associa- 
tion elected the following officers: 
President, George A. Hearne, War- 
rensburg; Ist Vice-President, R. R. 
Coffman, Cameron; 2nd Vice- Presi- 


dent, H. M. Harved, Brentwood: 3rd 


Vice-President, C. T. Davis, Sulli- 
van; 4th Vice-President, R. E. Wil- 
liams, Oregon; Secretary-Treasurer, 
R. W. Hedrick, Jefferson City; and, 
Assistant Secretary, Katharine A. 
Bauer, Jefferson City. 

Fr. B. McHenry, Jefferson City, C. 
W. Gottry, Columbia, and J. R. Car- 
ter, Salisbury were named members 
of the Missouri 
tive Committee. Hold-over members 
are: Carl Spaid, Kansas City; J. L. 
Van Horn, Cameron; J. R. Peterson, 
St. Louis; J. M. Roberts, Gallatin; 
F. M. Browne, and J. 
Hardin Smith, St. Louis. 

Members of the Theodore Gary 
Chapter, Independent Telephone Pio- 

three di- 
Davis, Al- 
Graham, Union Star; 
and, A. B. Langston, Kansas City. 
Officers elected were: President, 
J. G. Kraemer, Kansas City; Vice- 
President, F. B. McHenry, Jefferson 
City; and, Secretary-Treasurer, Kath- 
arine A. Bauer, Jefferson City. 


Association’s Execu- 


Clarence: 


Association elected 
rectors: Mrs. 


bany; L. A. 


neer 
Elanora 


Shepherd Heads Pa. Assoc. 


APPROXIMATELY 435 telephone in- 
dustry members attended the 5lst 
annual convention of the Pennsylvan- 
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SERVISLEEVS 





Hot Galvanized 





It takes only four or five seconds to slip the ServiSleev over the 
guy wire and drive it into place over the loose ends of the strand. 


No special tools are needed. 


There is no damage to fingers; the installation is quick, neat, 
secure, permanent. Hubbard ServiSleevs are of unique patented 
design and are made of heavy galvanized steel that holds its shape 
and keeps its grip. They are universally used by the largest tele- 
phone companies. Available for all standard guy strand. 


OVERHEAD 


Cable Suspension Material—Wireholders 
Pole Seats and Balconies—Clevises 
Braces—Drive Hooks—Messenger Dead 


Ends—Extension Arms—Long Span Ma-: 


terial—-Pins—Clamps—Guards—Stubbing 
Bands—Guy Protectors—Guy Clamps 
PoleStruts—Clips—Straps—Hangers 
Carriage Bolts—Rings—Transposition 
Brackets—Eye Bolts—Pole, Corner and 
House Brackets—Guy Hooks—Strain 
Plates—Storm Guy Straps—Lags—Ma- 
chine and Hubeye Bolts—Sidewalk Guys 
REA Telephone Hardware 


UNDERGROUND 
Cable Racks—Manhole Ladders and Steps 
Pulling-in Irons—Expanding Anchors 
Cable Shields—Screw Steelwing Anchors 
Anchor Rods—Ground Rods and Clamps 
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OAKLAND, CALIFORNIA 


PITTSBURGH CHICAGO 
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ia Independent Telephone Associa- 
tion. Meeting at the Pocono Manor 
Inn, Pocono Manor, Pa., the group 
elected two new directors, H. Y. 
Smith of Columbia, and A. J. Sord- 
oni, Jr., of Dallas, Pa. 

L. F. Shepherd, Erie, was elected 
president of the association. Other 
officers elected are: First vice pres- 
ident, Franklin Smith, Pocono Lake; 
second vice president, K. Ben. 
Schotte; treasurer, George B. Rudy, 
York; executive vice president, A. C. 
Herbert. 

Directors are: C. E. Eaby, Eph- 
rata; A. M. Gibson, Sheffield; John 
M. Horn, Vandergrift; Harold G. 
Payne, Export; R. B. Scott, Waynes- 
burg; A. N. Seward. Meadville; J. K. 
Stoltzfus, Birdsboro; L. R. Thurston, 
Harrisburg, and two newly elected 
ones, Mr. Smith and Mr. Sordoni. 

Speakers at the two-day meeting 
were: Harold G. Payne, president 
of the Murraysville Telephone Co. 
and retiring association president; 
Albert C. Herbert, executive secre- 
tary; Donald C. Power, president, 
General Telephone Corp., New York 


City; Honorable Leon Schwartz, 
chairman of the Pennsylvania Public 
Utility Commission, Harrisburg; 


and Honorable Walter E. Judd, con- 
gressman from Minnesota, Washing- 
ton, D. C. 

K. Ben Schotte, president of the 
Kittaning Telephone Co., served as 
moderator of a panel discussion of 
“Today's Problems.” He was assisted 
by: Horace Hubbard. Gibsonia; N. 
E. Swanson, Butler; John C. Herbert. 
York; A. W. Pyrke, Erie; and Mrs. 
Mayme Workman, Springfield, Il. 

The first Annual Meeting of the 
Keystone State Chapter of the Inde- 
pendent Telephone Pioneer Associa- 
tion was held at Pocono Manor in 
conjunction with the Pennsylvania 
association’s convention. 

Paul L. Cowan was elected presi- 
dent of the chapter succeeding C. E. 
Jones. William P. Strickenburg of 
the Meadville Telephone Co. was 
elected vice president; Mrs. Mary 
G. Hadlow of Erie, secretary; and 
Mrs. Bertha M. Eaby of the Denver- 
Ephrata Telephone Co., treasurer. 
Ralph E. Forsythe of the Peoples 
Telephone Corp., Butler, was elected 
to the board of directors for a term 
of three years. 

The guest speaker, Mrs. Mayme 


Workman, executive secretary and 
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works like copper 


IN VOICE OR SIGNAL TRANSMISSION -- - 


IN LONG, RUST-RESISTING LIFE--- 


mors NOL Cag than 
twice as strong 


CLaAUT: WIRE 


Good electrical transmission and consistent, trouble-free service are 
essential in communication and signal lines. You can depend on 
Copperweld* Line Wire to provide these advantages—vitally im- 
portant in building customer good-will and in reducing operating costs. 

Because its thick copper covering and strong steel core are in- 
separable, Copperweld Line Wire has the rust-resisting life of solid 
copper. It retains its original voice and high frequency transmission 
properties which are better than any other high-strength conductor. 

Copperweld’s permanent high strength assures greater safety for 
long spans, with the stamina to resist heavy ice and wind loads. Con- 
struction costs are reduced because fewer poles, accessories and man- 
hours are required. 

When you build overhead lines, remember that Copperweld is the 
only wire that will give you the high conductance and long life of 
copper plus the rugged strength of steel. Write us today for engineer- 


ing assistance . . . there’s no obligation. 
*Trade Mark 


COPPERWELD STEEL COMPANY 


Glassport, Pa. 
SALES OFFICES IN PRINCIPAL CITIES 


SOLD BY LEADING DISTRIBUTORS 
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treasurer of the Independent Tele- 
phone Pioneer Association, was fea- 


tured speaker at the meeting. 


Oregon-Washington Meeting 


APPROXIMATELY 350 telephone in- 
dustry members moved into the Chi- 


nook Hotel, Yakima. Wash.. June 12- 


13 for the annual convention of the 


Washington and Oregon Independent 
Telephone Associations. — Participa- 
pating in a well-prepared program, 


the Independents heard addresses by 


kK. M. Blakeslee, president of the 


United States Independent Telephone 
Association and president of the Gen- 
eral Telephone Co. of Calif., Santa 
Monica: Joseph F. Leopold, Dallas, 
Texas; Frank P. Hayes, assistant at- 
torney general, state of Washington; 
Jas. E. Parrott, Olympia, Wash.; E. 
EK. Williams, Seattle; and Judge Ma- 
thew Hill, Olympia. 

At their business meeting the Ore- 
egon Independent Telephone Associ- 
ation elected the following officers 
T. J. Wells, 


Redmond, Ore., president; John H. 


for the coming year: 


Dillar, Nehalem, Ore., vice president, 
and Leslie A. Gritten, Everett, Wash., 
secrelary-treasurer. 

Directors elected were: M. F. 


Pennsylvania Independents held 





WILLIAM ALEXANDER, Gothenburg, Neb., conducts a plant training session at district meeting held by Nebraska Telephone Association 


at Norfolk, Neb. 


Berglund, De Lake; Donald Kyle, 
Spray; Lowell Brown, Silverton; L. 
Miller, Yamhill; J. Cavanaugh, La 
Grande; J. Nuckols, Halsey; Floyd 
Day. Estacada; L. E. Scott, Lebanon; 
Earl Dean, Hood River; Robert 
Wells. Sheridan; D. O. Hood, Med- 
ford: and H. O. Wiswell, Haines. 
The Washington Independent Tele- 
phone Association elected the follow- 
Don Childers. Sunny- 
side, Ore., president; L. M. Curry, 
Yelm, vice president; and J. W. 


ing officers: 


Baker. Spokane, secretary. 

Directors elected were: W. F. Bar- 
nett, Vashon; Lee Bolles, McCleary ; 
Ray Dalton, Everett; Wade H. Dean, 
White Salmon; Hugo Finholm, Gig 
Harbor; B. L. Gains, North Bend; 
A. R. Gately,,Orting; W. R. Jarmon, 
Spokane; W. C. Mumaw, Aberdeen; 
Wm. G. Pottratz, Cowiche; J. R. Rey- 
nolds, Naches; R. E. Rudolph, 
Naches: and G. J. Stover, Mount 
Vernon. 

The Northwest Chapter of the In- 
dependent Telephone Pioneer Associ- 
ation held its luncheon and business 
meeting at noon on Saturday. The 
officers elected for the following year 
are: Earl Dean, Hood River, Ore., 


their 5Ist Annual Convention at the Pocono 


president; Walter A. Boro, Spokane, 
Wash., vice president; J. W. Baker, 
Spokane, Wash., secretary-treasurer. 

Members of the Executive Commit- 
tee are: Harley Barber, Waldport. 
Ore.; Murray Dodson, White Salmon, 
Wash.; B. B. Schlaefer, Spokane, 
Wash.; T. J. Wells, Redmond, .Ore.; 
and D. C. Wilkinson, White Salmon, 
Wash. 


NEW OWNERS 
Holton (Ind.) Tel. Co. Sold 


WitttAMm J. SCHEIDLER, president 
of the Batesville (Ind.) Telephone 
Corp., has announced the purchase of 
the Holton (Ind.) Telephone Co. 
He stated that a new exchange build- 
ing will be erected and the system 
will be converted to automatic oper- 


ation. 


Co-Op Buys Two Exchanges 
THE Missouri Public Service Com- 
mission has authorized the newly- 
formed Green Hills Telephone Corp. 
to purchase the Mooresville Telephone 
Exchange serving 24 subscribers in 
Mooresville in Livingston County, for 
$5,120, and the Ludlow Telephone 
Exchange, serving 68 subscribers in 
Ludlow and the adjacent area in 


Manor Inn, Pocono Manor, Pa. 
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Livingston and Caldwell Counties, for 
$3,840. 

The order also authorized the 
Green Hills company to serve custo- 
mers in Lock Springs and Dawn, Mo. 
The new company plans to install a 
new automatic system. 


General Buys Two Exchanges 
GENERAL TELEPHONE Co. of the 
Southwest purchased the exchanges at 
Del Rio and Comstock, Texas. from 
the Del Rio & Winter Garden Tele- 
phone Co. Acquisition of the two ex- 
changes adds approximately 3,000 
telephones to General Telephone Com- 
pany of the Southwest, bringing its 
total to about 138,000 telephones. 
Proximity of the Del Rio and Com- 
stock exchanges to existing properties 
of General will make it possible to 
integrate the newly acquired ex- 
changes promptly. At present the 
telephone facilities at Del Rio are 
being converted to automatic opera- 
tion. It is anticipated the conversion 
to dial will be completed in August. 


Merger in Minnesota 

Hastincs (Minn.) Telephone Co. 
is merging with Pioneer Telephone 
Co., Waconia, Minn. 

The Hastings company has 2300 
subscribers. Officers of the company 
are: Mrs. Irving Todd, president; B. 
J. Raetz, vice president; Irving Todd, 
secretary-treasurer; H. M. Benjamin, 
plant manager; and Mrs. J. F. Sted- 
well, office manager. 

Lakedale (Minn.) Tel. Co. 

LAST MONTH was big month for the 
Lakedale (Minn.) Telephone Co. In 
one purchase the company increased 
its number of telephones by more 
than one half and nearly doubled its 
exchange areas through purchase of 
five telephone exchanges from the 
Lake Region Public Service Co., for- 
merly owned by L. J. Ollig of Wav- 
erly, Minn. 


Progress 
Busy Days In Canada 


More THAN 75,000 new telephones 
were hooked up by Bell Telephone 
Co. of Canada during first six months 
of 753, bringing the total to 
2,050,000. 

Thomas W. Eadie, president of 
Canadian Bell, said the increase was 
considerably greater than in the same 
period of last year. 

“Expenditure on new construc- 
tion which last year totaled a record 
"Please Turn To Page 88 
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Hit by 12,000 Volts 
vet NOTHING happened! 





Automatic Electric 
New Type 56 
High Voltage 
Pole Arrester 





As they put their new Type 56 Arrester to 
the smashing 12,000-volt, 400-ampere test, 
Automatic’s engineers held their breath. 
Under such punishment, anything could 
happen. Yet—nothing happened to Type 
56! Nothing ... except an instant “click” 
as the bi-metallic plate touched the carbon 
electrodes and grounded the charge. Then, 
nothing except silence as the bi-metallic 
plate reset itself when the power was shut 
off. And ‘Type 56 had cut the 12,000-volt 
potential down to a safe 50 volts! 

“Nothing happened” is your assurance of 
positive power cross protection with ‘Type 
56. And its bi-metallic plate lets you forget 
resetting trips, replacement of carbons, 


manual readjustment. Moreover, you'll 
need fewer Type 56 Arresters, because each 
protects four wires instead of two as older 
arresters do. Order easy-to-install Type 56 
today. One to 24, $5.95 each; over 25, 


$5.35 each, f.0.b. Chicago. Cat. No. SB-97. 


Product of the Telephone Specialty Department of 


sp ELECTRIC 
AUTOMATIC RY ELECTRIC 





® 


Distributors in U. S. and Possessions: Automatic Electric Sales Corporation 
Export Distributors: International Automatic Electric Corporation 
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Independent telephone men attending telephone 


85 million will be on a somewhat 
higher scale this year,” he said. “The 
new facilities created under the cur- 
rent phase of the construction pro- 
gram have made possible a more 
rapid extension of services and have 
contributed to increased revenues.” 

Although there were more appli- 
cations the first half 


of 1953 than in the corresponding 


¢ ° . 
ior service in 


period last year, the number of wait- 
ing applicants was reduced by 14% 
during the period compared with 
year. Mr. Volume 
of local calls increased and the num- 


last Eadie said. 


ber of long distance calls was con- 


siderably higher than in the first 
half of 1952, he went on. 
“Revenues have increased with 


the growth of the business and earn- 
ings thus far in the year have been 
Mr. stated. 


“However. wage and related expenses 


satisfactory,” Eadie 


will be increased by four per cent 
for the remainder of the year as a 
result of increases negotiated this 
spring in collective bargaining with 
the union representing some 25,000 
non-supervisory employes of the com- 


pany, he added. 


PEOPLE 
Sam Shutt Honored 


Honorinc Sam H. Shutt. vice pres- 
dent of Texas Telephone Co. who re- 
tired frem active service July 1, after 
52 years in the telephone industry. 
15 of which were with the Texas Tele- 
phone Co. and its predecessor com- 
panies. a dinner was given at the 
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plant school at lowa State College, Ames. School was sponsored by the lowa Independent 


Telephone Association. 


Grayson Hotel, Sherman. on June 
29. Fifty-three old time friends and 
employes of the company attended the 
dinner. 

Jack B. Haley, executive secretary 
of the Texas Telephone Association 
Mr. Shutt 
hearing signatures written in gold of 
the board of directors of the Texas 
Telephone Association. lra L. Ful- 
lerton presented Mr. Shutt with a 
15-year service pin in recognition of 


presented with a= scroll 


his service to Texas Telephone Co. 
and its predecessor companies. 


The committee in charge of ar- 





rangements included: H. S. Gates, 
S. J. Sutherland, O. H. Harvey, Hen- 
ry Horn and Mrs. Ova Stone, chief 


operator, Sherman District. 


Ben S. Gilmer 


Ben S. GILMER, vice president and 
general manager of the Northwestern 
Bell Telephone Co. in Minnesota for 
the past year, has been elected vice 
president of the Pacific Telephone & 
Telegraph Co. in charge of opera- 
tions for California. 

Mr. Gilmer, who joined the Bell 


System in 1926. was general com- 


~ 


SAM H. SHUTT (left) receives 45-year service pin from IRA L. FULLERTON at dinner honoring 

Mr. Shutt. Mr. Shutt retired July 1 as vice president of the Texas Telephone Co., after 52 

years in the telephone industry. Seated at table are MRS. SHUTT and OSAR BURTON, 
Tyler, Texas. 
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mercial manager of the Southern 
Bell Telephone & Telegraph Co. for 
two years before his election as a 
Northwestern Bell vice president. His 
entire career was spent with South- 
ern Bell before the Minnesota as- 
signment, with the exception of sev- 
eral years’ service during World War 
Il with the Army Air Force, where 
he rose to the rank of lieutenant col- 
onel as assistant chief of staff of the 
3rd Fighter Command in the Pacific 
theater. 

He became rate engineer of South- 
ern Bell in 1938. After his return 
to Southern Bell following the war. 
he became an assistant vice presi- 
dent, playing a key role in the com- 
pany ’s rate cases. Mr. Gilmer then 
served for two years as Louisiana 
manager, becoming general commer- 
cial manager in July, 1950. 

Recently, James S. Cantlen was 
elected a vice president of Pacific 
Tel. & Tel. and delegated the duties 
in Southern California formerly 
handled by Robert J. Hadden as vice 
president and general manager in 
that area. Mr. Hadden has been as- 
signed to new responsibilities on mat- 
ters of general policy and organiza- 
tion of the Pacific company. 

In the Northern California-Nevada 
area, E. D. Maloney was named gen- 
eral manager several weeks ago, suc- 
ceeding H. L. Deal, who became as- 
sistant vice president-personnel rela- 
tions of the American Telephone & 
Telegraph Co. 


RATES 
So. Bell Increase Denied 


ALMOST ONE YEAR ago the South- 
ern Bell Tel. & Tel. Co. took its rate 
increase application to the Tennessee 
Railroad & Warehouse Commission. 
Last month Southern Bell received a 
reply: Complete denial by the Ten- 
nessee Commission of the $5.000,0000 
rate increase request. 

The Tennessee commission in its 
opinion enunciated its views on two 
major spheres of management in the 
fixed debt capital policies of the 
Southern Bell and American Tel. & 
Tel. Co., and the pension accruals 
from 1946 to 1952 which the commis- 
sion claimed could be reduced by 50 
percent “with no harmful results to 
the purpose and integrity of the Pen- 
sion Trust Fund.” 

The pronouncements on the in- 
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ALPHADUCTprop WIRE 
carton packaging 





Once you start using Alphaduct Drop Wire you will 
find out that the handy carton packaging has real dollars 
and cents advantages. 

Not only does your wire arrive in perfect condition, 
but the sturdy carton protects it all the while it’s in your 
warehouse. 

The cartons are easier to handle than loose coils. They 
can be stacked higher without danger of falling and the 
wire on the bottom will not be crushed or bent. Space 
is saved, inventory taking is simplified, and the possibility 
of injuries to workers from tumbling coils is removed. 

We try to make Alphaduct the finest, longest lasting 
drop wire money can buy. Quality materials are used 
throughout, step-testing during every phase of manufacture 
assures uniform high standards. Alphaduct drop wire is 
dated with a color coded thread so you can tell for sure 
how long it lasts. 

Try Alphaduct Drop Wire 


ALPHA D U | WIRE AND CABLE COMPANY - MILLTOWN, NEW JERSEY 


NATIONAL DISTRIBUTORS * LEICH SALES CORPORATION, CHICAGO, ILLINOIS 
REGIONAL DISTRIBUTORS * PANKEY SUPPLY CO., CHARLOTTESVILLE, VA. 
THE LINDSAY TELEPHONE SUPPLY CO., CLEVELAND, OHIO 
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Members of tn.s group ot M.ssouri & Kansas conventioneers are (I. to r.) R. E. Witliams, 

Oregon, Mo.; Mrs. Victor Rhine, Pineville, Mo., Victor Rhine, Pineville, Mo.; and Wm. A. 

Miller, Springfield, Mo., secretary, Springfield District, Small Company Committees, Missouri 
Telephone Association 


creasing of the Southern Bell fixed 
debt ratio of its capital were con- 
trary to the report and conclusions of 
the Corporate Finances Committee of 
the National Association of Railroad 
& Utilities Commissioners at last No- 
vember’s convention in Little Rock. 

The Tennessee commission pro- 
posed that the Southern Bell could, 
by increasing its fixed debt ratio, re- 
duce its federal income tax liability 
and that “manifestly a higher debt 
ratio would minimize the company’s 
need for higher rates.” 

“We are unable to understand the 
commission’s action in light of the 
positive proof submitted in this case 
supporting the company’s need for 
rate relief,’ Sam H. Youngblood, 
Southern Bell’s Tennessee general 
manager stated. “We are gravely 
concerned over the effects the deci- 
sion will have on our efforts to carry 
on the construction required to meet 
the public’s demand for service. It 
simply will not be possible to meet 
these demands under the terms of the 
order.” 

Southern Bell is reviewing the 
commission's decision in detail with 
its counsel, Mr. Youngblood con- 
cluded, “in order to determine the 
remedial action to be taken in the 
public interest.” 

The Tennessee commission quoted 
several court and commission deci- 
sions in other telephone cases to sup- 
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port its reasoning that the Southern 
Bell should increase its debt ratio 
to 45 per cent. The commission by 
reconstructing the Southern Bell cap- 
ital structure on that debt ratio basis 
estimated the rate of return of 4.96 
per cent would be increased to a 
range between 5.26 and 5.37 percent. 
The Tennessee commission went 
at some length into the pension fund 
accruals and endeavored to establish 
the premise that the pension trust 
funds are more than adequate to meet 
future service pension payments. The 
commission stated that it fully recog- 
nized “the desirability of pension ac- 
cruals and the desirability of preserv- 
ing the integrity of the company’s 
trust fund.” But because the determi- 
nations of pension accruals involve 
so many variables, the commission 
stated that “we are unable to find 
any substantial proof in the record to 
show the reasonableness of Southern 
Bell’s current pension accruals,” and 
“we find persuasive evidence that 
these accruals are excessive and can 
be substantially reduced with no 
harmful results to the purpose and 
integrity of the Pension Trust Fund.” 
In reaching its assertion that the 
current earnings of the Southern Bell 
in Tennessee are adequate, the com- 
mission outlined its views on the 
comparison between the value in the 
investment market between AT&T 
Please Turn To Page 92 
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cook type $-20 


pole cable terminal 


Can be used as a protected or un- 
protected terminal. Made in 6, 
11, 16, or 26 pair capacity. 


Cook Type S-20 Pole Cable Termi- 
nals are carefully engineered to 
offer the user: 


MAXIMUM ECONOMY —because Cookf 
Type H 20 Protector Units, containingyt 
fuses and primary and secondary light- 
ning arresters, are added only as they 
are required. 


MAXIMUM CONVENIENCE for instal-F 
lation and servicing. Drop wire con- 
nections are at front. Drops are led 
through individual insulating knock- 
out holes. Self-soldering nozzle lies 
close to pole. Hood locks in raised pos: 
ition for working. Separate mounting 
bracket eliminates gaining of pole and 
provides easy installation. 


MAXIMUM PERFORMANCE when 


used separately or as part of the Cook 


Trans-Mount System of Protection andj} 7 


Distribution. S-20isof allsteel construc} 
tion, hot galvanized. Complete terminal 
designed for maximum insulation. 
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flotrol automatic battery charger nase 
neduces operating costs / the a 


GREATER POWER SAVINGS—The unusually high effi- 


ciency of this 3-phase self-contained unit (50% at 
10% of rated load and 75% at 40% rated load), e ° ° 
results in continuous power savings to the FLOTROL 7 


user, sufficient to pay for the unit in less than its 


anticipated life. Wl, 
REDUCED MAINTENANCE COSTS—The FLOTROL con- e 


tains no moving parts; once installed, requires no 
further attention. 


MAXIMUM — ee floating peed mg at ‘ : h 
ome we tage, battery activity is reduced to a : ; Sa V es t re ep Ways = 


DC voltage delivered is regulated within 1%. 


Complete overload protection is as automatic as e e 1 L ow er first r ost 


charging itself. 
WRITE for Bulletin 161—completely describing 


50 Pnnag the FLOTROL system for 3-phase operation. 4 | 2. lower installed cost 
3. Lower maintenance cost 


Available for aerial, duct and direct 
burial use. For complete informa- 


/ 
g 0 l | | a Nl { e : tion contact your nearest Stromberg- 
Carlson Field Office. 


For long life and uniform dependable service, no 
other telephone battery equals the Gould Planté. It 


has rolled up amazing performance records, remain- 
ing in active full-float service for 20 years, 30 years THE ANSONIA 
| WIRE & CABLE 


and longer! y 
In the Planté, al] of each positive plate is pure lead, ? _ CO MP ANY 
containing no antimonial impurities. Thus, Gould eS Yf 

has eliminated the primary cause of self-discharge, 

capacity losses and shortened battery life. Planté 

batteries float at constant voltage and maintain rated 

capacity all their life. Because they almost never 

need service, maintenance is negligible. If you would 

cut battery costs to a minimum, choose Planté. 


Made by GOULD-NATIONAL BATTERIES, INC. 


| ee : Distributed by 
en STROMBERG-CARLSON 


Kansas City, Mo. 
Atlanta, Ga. 
* ROCHESTER + CHICAGO +» ATLANTA» KANSAS CITY + SAN FRANCISCO - TORONTO 





















righted quotation form. You will 
find that it fills in vital details and 
facilitates ordering outside plant 
small—for 


Try our new, copy- 







materials—large and 
RTA projects. Not only does the 
form give quantity required by 
specifications, but it gives quanti- 
ties recommended on the basis of 









years of practical experience. You 





order whichever you want. And 
the form may be used to control 
all ordering for a project. 


Send for sample copies 











TOPEKA, KANSAS 









Send your gift today by 
mailing it to “Cancer” 
care of your local post 
office. 
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~ to conquer 
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| stock and the common stocks of the 


| natural gas and electric utility in- 


dustries. 

Citing that “the telephone has be- 
come an indispensable part of our 
the com- 
mission claimed that the electric util- 
ity industry had a more complex risk 
factor. It claimed that if Southern 


| Bell’s common stock were available 


on the open market today. it would 


| rank easily with the finest electric 
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utility equity securities and command 
a price to yield about 5 percent. 

“It is thus apparent.” the commis- 
sion stated, “that the present intra- 
state telephone rates in Tennessee 
produce sufficient revenues not only 
to pay the company’s intrastate por- 
tion of operating expenses, interest 
on the debt and reasonable dividends 
on the common stock, but also to pro- 
vide a substantial balance for surplus 
$758.876 


based 


ranging from to 
$867,576.” 
this conclusion on an assumption of 


a 450% debt ratio for the So. Bell. 


The commission 


“Operating on a Shoestring” 
In 1952 THE Rockville & Kingwood 


Telephone Co. showed a net profit 
of $10. With the black figure riding 
high as Exhibit One, the company 
took its story to the West Virginia 
Public Service Commission. Result: 
A new rate schedule. 

At the hearing, Arlie F. Davis, com- 
pany president said his concern was 
“operating on a shoestring. and we 
still will be if we are granted this 
increase.” 
year company income 

to $2,278.23 — $10 over 


operating expenses. “It was the first 


Last 
amounted 


time in several years we came out 
with a $10 bill ahead.” Davis said. 


MERGER 
Telephone Bond & Share Co. 


AN AGREEMENT of merger between 
Telephone Bond & Share Co. and 
Linwood Investment Co., under 
which Telephone Bond & Share Co. 
is the surviving corporation, was filed 
and recorded on July 15. Under 
terms of the agreement of merger the 
presently outstanding capital stock of 
Telephone Bond & Share Co. is con- 
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vertible into stock of the surviving 
corporation on the following basis: 

(1) Five shares of new $20 par 
value five per cent cumulative pre- 
ferred stock, and five shares of new 
$1.00 par value common stock for 
each share of seven per cent first 
preferred stock, par value $100 per 
share. 

(2) Six shares of new $20 par 
value five per cent cumulative pre- 
ferred stock for each share of partic- 
ipating preferred stock, no par value. 

(3) One share of new $20 par 
value five per cent cumulative pre- 
ferred stock, and one share of new 
$1.00 par value common stock for 
each share of Class A common stock, 
no par value. 

(4) Approximately .7238 shares 
of new $1.00 par value common 
stock for each share of Class B com- 
mon stock, par value $1.00 per share. 


Ranchers Get Telephones 


FirTY-ONE ranchers and their fami- 
lies and friends together last 
month for a celebration dinner and 
dance at the Joy Ranch near Lake- 
side, Nebraska. Cause for the festivi- 
ties was completion of the 139-mile 
telephone line extending from An- 
tioch to Ellsworth and 20 miles on 
Highway 2, making telephone service 
available for the first time to more 
than 50 ranches in south Sheridan 
County. 

The ranchers formed the South 
Sheridan Telephone Company, chip- 
ped in, and built the $44,000 system 
which will serve an isolated area in 
the Northwestern sand hills section 
of Nebraska. More than 10,000 man 
hours of work were donated for the 
project, and a total cash outlay of 
about $900 per family. 

Officers in the company are: Ber- 
nard Briggs. chairman; Sanford 
Boots and Jack Ressegieu, directors, 
and Mrs. Bernard Briggs, secretary- 


got 


treasurer. 





Conversion Plan Ok’d 


AUTOMATIC service by fall of 1954 
is the goal set by the Pinconning 
(Mich.) Telephone Co., after stock- 
holders approved plans to finance 
the conversion. 

The plan calls for a $125,000 loan 
from the Stromberg-Carlson Credit 
Corp., Rochester, N. Y. Russell J. 
Shafer, Pinconning mayor and presi- 
dent of the company, said the new 










~ 


Members of the Oregon and Washington Independent Telephone Associations during recent convention at Chinook Hotel, Yakima, Wash. 


system would bring a rate increase to 
compensate for the additional capital 
said the company 
may need a “small advance” in rates 
as of now to take care of preliminary 


investment. He 


costs. 

The company now serves 650 sta- 
tions. Shafer said the cut over will 
be made on the basis of 750 stations 
and the system will be capable of 
handling a maximum of 1,400 custo- 
mers a 10-year goal set by com- 
pany officials. 


“‘Pay-As-We Improve” 


CONSOLIDATED TELEPHONE Co. has 
asked the Nebraska Railway Commis- 
sion for a rate increase on a pay-as- 
we-improve basis in the Sandhills ter- 
ritory in Nebraska. 

In its application, the company re- 
quests permission to: 

(1) Borrow $170,000 on a mort- 


gage basis for money to convert all 


exchanges to automatic operation. 
(2) 


change as soon as the exchange con- 


Increase rates at each ex- 
version is completed. 

The company 1,050 
scribers in Hooker, Thomas, Cherry, 


serves sub- 


Telephone 
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Brown, Blaine, Loup, Custer and Lo- 
gan counties with exchanges at An- 
selmo, Brewster. Brownlee. Dunning. 
Merna, Mullen and Thedford. Neb. 

Only the home exchange of Dunn- 
ing is now dial. 

Increases asked include an increase 
from $1.50 to $10 on rural metallic 
service at Brownlee. The average, 
however. is about a 75 to 80 per cent 


increase. 
Expansions 
Terril (la.) Tel. Co. 


IN Territ, [a., last month, every- 
one was happy. The reason: stock- 
holders of the Terril Telephone Co. 
voted to start a complete rebuilding 
and modernization program that will 
provide Terril with automatic service. 

The project was started on its way 
when stockholders, by a vote of 187 
to l. 
pany’s articles of incorporation to 


approved changes in the com- 


allow for the improvement program. 

Cost of the proposed construction 
will be financed by the sale of addi- 
tional stock. 


New Carrier Equipment 
THe Rurat ELeEctTRIFICATION Ad- 


1953 


ministration (REA) announced July 
17, that preliminary tests with a new 
type of telephone carrier equipment 
called Type “S” promises possibilities 
for reducing the cost of extending 
REA made 


the announcement following the eval- 


rural telephone service. 


uation of data derived from the tests 
conducted June 16 to 26 at 
Amarillo and Spur. Texas. 
Type “S” 

developed over a period of several 
vears by the firm of Krasin & Spen- 
cer, Amarillo. Tex.. and will be man- 
ufactured by the McElroy Manufac- 
REA 


This equipment applies widely 


from 


carrier equipment was 


turing Corp.. Littleton, Mass., 
said. 
used carrier principles by which 
method additional channels “hitch- 
hike” along physical wire circuits. 
In this case the design is modified 
to use some of the advantages of fre- 
Use of the Type 


“S” equipment will permit one pair 


quency modulation. 


of wires to carry as many as six sim- 
ultaneous two-way conversations. 

In the past, carrier systems have 
mainly for inter-office 
The new sub- 


been used 
trunking applications. 


Please Turn To Page 96 


men met at Ogallala, Neb., for plant training session sponsored by Nebraska Telephone Association. 
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“Looking Ahead” 


Continued From Page 49 


- we are careless or indifferent to 
the customer's problem. We must 
strive to prevent him from even think- 
ing we are indifferent. His problem 
is with him daily, although it may 
seem to him to be with us only as 
often as he complains. 

I shall not undertake to discuss the 
various avenues of approach in put- 
ting together a public relations pro- 
gram but, briefly, let me point out 
for the purpose of emphasis what 
might be considered the first two 
fundamentals. 

The quality of the product we sell 
will always be No. 1. Everything else 
depends on this. All other efforts to 
improve the public’s opinion of our 
kind of business would avail us very 
little unless our quality of service is 
good. Let’s not ever forget that our 
service is never good unless the pub- 
lic thinks it is good. 

The second fundamental is a com- 
plete program of employe education. 
Our public relations add up to what 
everyone in the business, from top 
to bottom, says and does in dealing 
with the public. Every employe must 
be made to feel that he or she is the 
company. 

The public must, somehow, rea- 
lize that the communications industry 
is tremendously important to our 
nation’s welfare and that as citizens 
— as well as telephone users — they 
have a part in helping us make the 
maximum contribution to that wel- 
fare, whether it be peaceful, in- 
dustrial growth, or military effort. 


Our public relations, whether mainly 
through personal contact or through 
newspaper advertising or whatever 
media must somehow find new keys 
to customer cooperation and under- 
standing. 

It seems to me that business lead- 
ership in America is well aware of 
the truth that no successful enter- 
prise can live unto itself alone. Bus- 
iness activity has grown and pros- 
pered in our country because it has 
had freedom freedom to expand 
its services, its research, its markets; 
freedom to develop new uses, new 
wants, and new products to satisfy 
those wants. This atmosphere of free- 
dom has prevailed through the gen- 
erations because the people have felt 
that it was a good thing to have it 
that way. It must follow then that if 
business is to keep its freedom, the 
public’s judgment must be satisfied 
that the business enterprise — what- 
ever it may be — is being conducted 
in the public interest. I think this is 
true whether we are talking about a 
grocery store, an agricultural im- 
plement dealer or a public utility. 

Above all else. we must be pre- 
pared — as well as we can — for the 
unexpected. This much we do know: 
that the events ahead will be a major 
test of the effectiveness of manage- 
ment under our American Free En- 
terprise System. We must face the 
issues realistically and in solving our 
telephone problems in the public’s 
interest we can demonstrate, force- 
fully, that management has the stuff 
to meet the challenge of our times. 
That —- in itself 
powerful answer to those who may 
attack our American way of life at 
home or abroad in the days ahead. 


will be our own 


“A further phase of our operating problem, and in many ways the key to good service, 
is keeping our employes abreast of the times and giving them a sense of being on the 
first team.” — (Ohio Bell Photo.) 
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Exide -Manchex 


telephone batteries 


For Central Office 
and Private Branch 
Exchange Equipment 


This is proven daily in exchanges of every siz 
... for over 60 years Exide Batteries have bee 
serving the Telephone Industry . . . the Mar 
chester positive plate with its exclusive butto 
type construction provides exceptionally lon 
life . . . latest developments on molded gla 
jars permit compact space saving installatiog 
. . . heavy terminal posts with copper inse 
provide extra conductivity for sustained vo 
age at high discharge rates . . . microporo 
rubber along with slotted plastic separator 
are impervious to chemical and electrical 1 
actions . . . plastic spacers assure plate aligi 
ment... for assured dependability, long li 
and low-cost maintenance use Exide Manche 


The Electric Storage Battery ( 
Philadelphia, Pa. 


1888... Dependable Batteries 
for 65 Years... 19 










Materials and Supplies... 


the uew Cane seaz 
&s cooler - cleaner - 
more comportable... 



















Manufactured by RELIABLE ELECTRIC COMPANY 


Reliable Drop Wire Clamps are unique in that they: 


1. Prolong life of drop wires by permitting free 
swinging at the support, placing all wear on the 


Type “pi is designed hardware. 
for twisted pair or 2. Permit stringing and sagging of service drops 
parallel drop wire to before cutting wire. 


poles and buildings. 3 
Also available in Type : 
“R”’ for resistance braid 

(heavy duty drop wire). 4. Eliminate sharp bends in wire. 


Automatically tighten under load, assuring a firm 
grip without damaging insulation. 


“Reliable identifies the quality” 





“| — RAYTHEON RectiChargeR® 
priest AN Sturgis §0-240 
complete load range! 


Literally “by request’’—this new opera- 
tor’s chair retains all the posture advan- 


Ts Maintains the close voltage limits required by tages for which Sturgis is famed and adds 
> bee telephone systems and reduces such common ite cnn. chess neeeieditial a suns ual 
Maj difficulties as incorrect ringing, line noises The lab uncil dcaiahihiend ieee 
butte and lamp failures. The constant potential P ' 


method of charging prevents battery gassing rest is covered in genuine leather. 





y lon A 
1a and water loss. A smaller maintenance crew The exclusive Sturgis “Follow-Flex’”’ fea- 
g can handle a greater number of installations. dain cpnihimnianiee tain deities a sali 
latio ure automatically adju opera- 
A small storage battery floated across the tor's every movement, supports her rest- 
nee terminals of a Raytheon RectiChargeR for Sallis ‘lh thn thane, dhiemenens fallans 
1 voll emergency and peak period use is kept at k mS tt ; : 
,0r0u constant cell voltage so that it never becomes eepe Her at top eiiciency. 
rator cuemoutrane 2 rp ogee ig . . . thus pro- Se Other new and welcome features include 
sal 1 Eng Se ae ee a plastic-coated steel foot ring which re- 
| wet hold 
aligy The frequent use of the Raytheon RectiChargeR in unattend- *Reg. U.S. Pat. Off. a > color and a — as - - 
ag li ed exchanges is ample proof of its dependability. Available available on request. 5ix seat heights, a 










from 1.0 to 100.0 amperes with either 24 or 48 volt output. adjustable. 





hi eo Distributed by 
aaa | STROMBERG-CARLSON 


Kansas City, Mo. 
’ Atlanta, Ga. 
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P & H Penta Treatment was developed and 
tested in the laboratory, proven by fifteen 
years use in the field. Rigid inspection stand- 
ards insure P & H Penta Pole quality. 











Performance you can rely on— 
that’s what you buy in Arm- 
strong’s Glass Insulators! They're 
lab-tested to give long, trouble- 
free performance under the tough- 
est service conditions. For details, 


BhoG Page 


PP , 
OE: LONE ba, ue 





contact your supplier or write Closure Div., 295 Fifth ® 


Armstrong Cork Co., Glass and Ave., New York 16, N. Y. 


ARMSTRONG’S GLASS INSULATORS 


for communications . . . for power 
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scriber trunk equipment applies the 
same principle to connecting groups 
of subscribers directly to the central 
office. With each channel of this 
new equipment up to 10 additional 
subscribers can be connected to the 
central office without degrading serv- 
ice on any other carrier channel or 
the physical wire pair. This means 
that up to 50 additional subscribers 
could be added to a single wire pair 
used for party-line service. 

The Cap Rock Telephone Coopera- 
tive, Spur, Tex., was selected for 
tests because it is typical of telephone 
systems in sparsely settled areas 
where the cost of providing depend- 
able telephone service might be great- 
ly reduced by using “carrier” to in- 
crease the method handling capabili- 
ties of a single pair of wires. If 
later tests and development of the 
equipment fulfill the promise of the 
preliminary tests, this might mean 
that a rural telephone system could 
serve isolated groups of farm families 
by carrier where previously the tele- 
phone company may have had to turn 
down requests for service because of 
overcrowded line and high construc- 
tion costs. 

Tests of another type of subscriber 
carrier telephone equipment which 
was developed under an REA re- 
search and development contract by 
the Budelman Radio Corp.. Stam- 
ford, Conn., are scheduled to begin 
the first week of September on a 
telephone system of an REA bor- 


SUPPLIERS 


Wood Preservers Assoc. 
Expands Service Bureau 


APPOINTMENT OF Gordon M. 
Quarnstrom, Washington, D. C., as 
director of public relations for the 
Service Bureau, American Wood-Pre- 
servers’ Association, has been an- 
nounced by E. J. McGehee, chairman 
of the Service Bureau Board. 

Mr. McGehee said appointment of 
Mr. Quarnstrom is a move toward ex- 
panding work of the Service Bureau. 

Mr. Quarnstrom will work with 
others in the wood preserving indus- 
try who are active in promotion of 
the use of pressure treated lumber, 
timbers, poles and piling, Mr. Me- 
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Gehee said. His office will be at 111 
West Washington St., Chicago 2, Ill. 
Mr. Quarnstrom has had extensive 
newspaper and public relations ex- 
perience. More recently his work has 
been in an administrative capacity on 
Capitol Hill. 

The Bureau, the 
management of P. R. Hicks, has done 
an outstanding job since its organi- 
zation in 1921, Mr. McGehee pointed 
in making the announcement. 


Service under 


out 
With a staff of engineers strategically 
located, the Service Bureau has been 
able to assist and advise architects, 
engineers, builders and public of- 
ficials throughout the nation on all 
problems relating to the proper use 
of pressure treated wood products. 
These products, Mr. McGehee ex- 
plains, will resist decay, termites or 
marine borers, multiplying by many 
times the life of the wood used, and 
also, with specified treatment, will 
resist fire. 

Service Bureau engineers available 
for consultation are: W. D. Keeney, 
Chicago, IIl.; R. H. Mann, New York 


City; R. L. Osborne, Washington, 


D. C.; W.A. Stacey, Lawrence, Kans. ; 


W. R. Bond, Portland, Ore.; and Ben 


S. Sawyer, Jr., Sacramento, Calif. 


Philco International 
Advances W. H. Jeffery 


SypDNEY L. CaPeLL, president, Phil- 
co International Corp., announced 
last month the promotion of W. H. 
Jeffery to vice-president and general 
manager, Philco Corp. of Canada, 
Ltd., Toronto. 

This position was previously held 
by Mr. Capell who transferred from 
Toronto to Phileo headquarters in 
Philadelphia last January to become 
president of Philco International 
Corp. and assume direction of all 
Philco manufacturing and sales ac- 
tivities outside the United States. At 
that time, Mr. Jeffery was named 
general manager. 

Mr. Jeffery has been associated 
with Philco Corp. of Canada since 
1945, first as a division manager and 
later as general sales manager in 
Toronto of the corporation’s opera- 
tions. Before joining Philco, he was 
associated with the British Columbia 
Power Corp. as sales engineer, and 
National Steam- 


with the Canadian 





CRAFTSMAN Utility Service Bodies have set new standards of Price 
and Quality in the service body field. Mass-produced on precision 
jigs by craftsmen of many years experience, Craftsman Bodies are 
not only low-priced but rank with the BEST BODIES YOU CAN BUY 


YOUR 


AUGUST, 





in quality of materials, design and workmanship. 
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ship Co. He is a graduate of the Un- 
iversity of British Columbia. 

Philco Corp. of Canada is presently 
constructing a new manufacturing 
plant in the Don Mills suburb of 
Toronto for the manufacture of tele- 
vision and radio receivers, and other 
electronic equipment. The new facil- 
ity will be in operation about Janu- 
ary 1, 1954. 

Grymes Named Sales Manager 
Koppers Wood Treating Div‘n. 

APPOINTMENT OF Douglas Grymes. 
Jr., to the new consolidated post of 
sales manager of the Wood Preserv- 
ing Division of Koppers Company. 
Inc., has been announced here by 
W. P. Arnold, vice president and 
general manager of the Division. 

As head of a new staff department. 
Mr. Grymes will have responsibility 
for both railroad 
sales of the Wood Preserving Divi- 
Since Dec., 1952, Mr. Grymes 


has been manager of railroad sales 


and commercial 


sion. 


and prior to that spent three years 
as assistant manager of railroad sales. 
In addition to sales of 
treated cross ties, timber and lumber 
Please Turn To Page 98 
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Available 
through 


LEICH 


SALES CORPORATION 
426 W. RANDOLPH ST. 
Chicago 6, Illinois 
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“STRENGTH, ENDURANCE 
‘vinet_ Meet the Test! 


Reochigegooneaee* 









IN THE FIELD as in laboratory tests 
. » » @rapo Galvanized Steel Strand 
proves itself capable of withstanding 
severe punishment. Steel’s inherent 
strength and durability are combined 
with definite economies in every size 
and grade of @rapo Steel Strand. 
You'll find the heavy, ductile, tightly- 
bonded zinc coatings, applied by the 
famous @rapo Galvanizing Process, pro- 
vide lasting protection against corrosion. 
Contact your jobber of @rapo 

Galvanized Products or write 

direct for further information! 































INDIANA 


& WIRE 
MUNCIE, 


STEEL COMPANY 


INDIANA 


MEET USUAL SINGLE OR MULTIPLE 
FREQUENCY REQUIREMENTS WITH 


Oe Ngee RINGING 


POWER 
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— ») © 
ii 
. | « 
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PROVIDES 
5 or 6 
DIFFERENT 
FREQUENCIES 
SIMULTANEOUSLY 
2 
* 
. 
e 
: ties i. 
dies 3 ] This unit has fre- 
~\ i quencies of 16-2/3, 
a 25, 33-1/3, 50 and 
66-2/3 cycles. 


Powered by a 3-phase synchronous speed AC 
motor. Many other frequencies available such 
as 20, 30, 42, 54, 66 cycles. Also single frequen- 
cy units. Can be supplied with DC motors. Tone 
commutators. Coin collect generators. 
KATO also manufactures AC Generators 500 
watts to 300 kw, DC to AC Rotary Converters, 
15 to 400 cycles. Motor Generator Sets. Motor 
and generators of .odd frequencies are a 
specialty. . 
Write for Complete Information! 


KATO fspncoring Gmpany 


131 Maxfield Ave. @ Mankato, Minnesota 
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NEW COMBINATION FOR MORE EFFICIENT DIGGING.—Photograph shows Highway HC Digger, 
driven by V-8 engine, with a power turntable, mounted on an Army Half Track. This com- 












bination makes it possible to dig under any condition. No turning is necessary, because 
power turntable permits holes to be dug on either side or in rear of Half Track. The new 
combination digs in all kinds of weather, in any kind of terrain. It is easy to drive to any 
digging job without damage to highway. It is capable of digging a hole, 18 inches in 


diameter, 5 or 7 feet deep in 30 seconds. 


The digging combination was developed by 


D. J. Neale, Sr., engineer-inventor, who is president of Neale Construction Co., Inc. Topeka. 


to railroads, Mr. Grymes will super- 
vise sales of pressure-treated utility 
poles, and wood treated for special 
applications at the 22 plants of the 
Wood Preserving Division from New 
Hampshire to Texas and from Dela- 
ware to Colorado. 

Two other executive appointments 
also were announced by Mr. Arnold: 

J. M. Irvine, former manager of 
commercial sales, has been named to 
the new staff position of project man- 
ager with responsibility for planning 
projects for the growth and develop- 
ment of the Wood Preserving Divi- 
sion. 

Robert H. Devine has been named 
assistant to the manager of the con- 
solidated sales department with con- 
in railroad 


tinued responsibilities 


sales work. 


New Appointments Made 
By Line Material Co. 


Line Martertat Co., Milwaukee, 
Wis., has appointed Harold T. Zam- 
zow, manager of capacitor and regu- 
lator sales, to the new position of 
Western apparatus manager. In his 

| new assignment, Zamzow makes his 
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headquarters in San Francisco and 
supervises apparatus engineering ac- 
tivities in 10 Western states. 
Nick K. Delaney, manager of con- 
material has _ taken : 
Zamzow’s former position, and Carl 


struction sales, 


E. Hoelz has been promoted from 
field engineer to succeed Delaney. 






Gordon J. Griffith, field engineer. 
has been transferred from Fergus 
Falls, Minn., to Milwaukee to handle 
Hoelz’s territory in southern Wiscon- 
sin. | 
! 
R. H. Burns Joins 
Inet as General Mgr. ( 
Ropert H. Burns has joined Inet. 
Inc., Los Angeles, Calif., as general 
manager of the company with respon- I 
sibilities and duties encompassing ' 
sales, engineering and production. 
Formerly Mr. Burns was president 
of Marshall Engineering Co., Santa € 
Monica, Calif., and its subsidiaries i 
Instrument Components Inc. and t 
Marshall Electronics. As an execu- i 
tive, he has many years of adminis- t 
trative and production experience in 
the manufacture of aircraft and in- h 





dustrial products. 














LITERATURE 


Manufacturers, suppliers and 

government agencies are cur- 

rently offering the following 

helpful data and literature. 

Write direct to the supplier for 
for your copy. 


“Certi-CriMp” Hanp Toot: An 
easy and accurate means of crimping 
solderless terminals to wires having 
extremely thin-walled insulation has 
been announced by Aircraft Marine 
Products, Inc., Harrisburg, Pa. 

A unique wire positioner called 
the “Shur-Stop” is incorporated in 
the AMP “Certi-Crimp” hand tool. 
This positioner stops the stripped 
wire in its proper place and pre- 
vents the insulation from being in- 
serted in the terminal barrel. 

In addition to the “Shur-Stop” 
there are two other positioners which 
help to produce perfect terminations 
on Deltabetson-type wires. A termin- 
nal guide orients the terminal cor- 
rectly in the tool jaws, and the termi- 
nal barrel-stop positions the terminal 
at the proper crimping area. 

Complete information and further 
details will be supplied promptly by 
Aircraft-Marine Products, Inc-, 2100 
Paxton St., Harrisburg, Pa. 

e e e 

Data SHEET: A new, quick refer- 
ence data sheet covering a complete 
line of electrical measuring instru- 
ments is available from Associated 
Research, Inc., 3758 W. Belmont. 
Chicago 18, Ill. The sheet lists models 
for insulation resistance, ground re- 
sistance, and high voltage testing 
plus other special purpose instru- 
ments. Request Bulletin 1OAA. 


* 

FILING Syeranes: ‘Soe booklets, re- 
cently published by Remington Rand, 
emphasizes the importance of select- 
ing the proper filing system to suit 
the needs of a business, and offer fil- 
ing analysis and installation experts 
to help select the system. 

The filing system folder describes 
how modern business can save money, 

Please Turn To Page 102 
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FOR A GOOD CONNECTION... 
CLEAN THE CONDUCTORS FIRST 


wit tus KEARNEY 722%" BRUSH 


A few easy strokes with 4 
this specially designed 9 ) 
brush safely remove 
corrosion from any size 
wire ...even down 
between the strands. 
Clean wires mean less 
resistance, less heat... 
a better connection. 
Kearney Conductor 
Cleaning Brushes are 
available with a sure-grip 
insulated handle, or with 
a universal fitting for 
Fit-On poles. 






write toda Y for Prices and Quantity Discounts 
4224-42 Clayton Ave. « St. Louis 10, Mo. 


vames . MEARNEY corroxarion 
Gor Better Construction ...Gor Safer Maintenance 
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MEANS SMOOTHER 


Se Day 


cy OPERATION 
®% LONGER 
& WEAR oe 
Ym, o” Exploded 
We aes es View of 
Joint 
Utica Lubring®-the pliers that oil them- 
selves! Porous iron lubricating ring “floats’ #o59p 
in the joint, absorbs lubricant and feeds it 6”,7”,8”. 
as required. Keeps joint smooth and free- Also with 
working.: There are no finer lineman’s pliers splicing 
than these patented and exclusive Utica grooves, 
heavy duty Lubrings. #2595 


Utica lineman’s pliers can be supplied 
with heavy, black rubber vulcanized 
handles. Designed for comfortable 
grip, long wear and protection. 


SPECIAL HANDLES 






Send for booklet describing Utica’s 
complete line of Lubring Pliers. 











AM TOOL & SUPPLY CO., LTD., Montreal 


UTICA 4, N. Y. In Canada: Waits IRONS, LTD., Winnipeg 
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Kewoce... im 
for SUPPLIES ~~ 


Well-stocked inventories of guaranteed line supplies are carried < 
in Kellogg warehouses located in Chicago, Kansas City, Dallas, 
San Francisco, and St. Paul. Order from the warehouse neates: 
you and be assured of prompt deliveries. 


e The following nationally-known manufacturers of supplies for the in 
dependent telephone industry are participating in the Kellog Co-oper 
ative Advertising Campaign. 


American Creosote Works, Inc. Indiana Steel & Wire Company 


Ansonia Wire & Cable Company Kester Solder Company 


John Bean Division Lorain Products Corporation 


Food. Machinery and Chemical National Carbon Company 
Corp. A Division of Union Carbide 


Bishop Manufacturing Corporation and Carbon Corporation 


E. D. Bullard Company National Telephone Supply Company 


Continental Cross-Arm Co., Inc. Newman Manufacturing Company 


Cook Electric Company Ray-O-Vac Company 
Copperweld Steel Company Raytheon Manufacturing Company 
Diamond Wire & Cable Company Reliable Electric Company 

M. M. Rhodes & Sons Company 
RTS & Co. 


Schaver Manufacturing Corp. | 


The Electric Storage Battery Company 
Everstick Anchor Company 

General Insulated Wire Works, Inc. 
Gould-Nationa! Batteries, Inc. Telkor, Inc. 


W. A. Hammond Drierite Company Vulcan Electric Company 


For Quick, Dependable Wire Splices—Bi-Seal, 
self-bonding, electrical insulating tape fuses 
into a solid, watertight, dielectric sheath 
when applied over wire and cable splices. 
Outstanding for low temperature applica- 
tions. BISHOP MFG. CORPORATION. 
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Keep Maintenance Costs to a Minimum with Save Installation Time and Money with RT& 


The Expanding Plates and Spreader Arms of Ev- 
Co.’s type MP Cable Terminal for use witiy;,;, 


erstick Anchors insure 100% safety and 
maximum holding power under excessive 
strain. Ribbed base plate allows anchor to 
be locked solidly on rod. Quickly installed. 
Made by EVERSTICK ANCHOR CO. 


DIAMOND WIRE & CABLE CO.’s drop 
wire. Great tensile strength, high conduct- 
ivity, long-life and perfect adhesion are 
some of its outstanding qualities. Available 
in Copperweld or High Tensile BB Bronze. 





plastic insulated and jacketed cable—mad@, 
for terminating 6, 11, or 16 pair. Terminalj 
provides an ideal test, check and cut-ilj 
point without reopening the cable. 


er 


A Division of International Telephone 
and Telegraph Corporation 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 


BRANCH WAREHOUSES 
AND OFFICES: 


CHICAGO 38, ILLINOIS 


4501 Truman Rood 
KANSAS CITY 1, MISSOURI 


1663 Mission Street 
SAN FRANCISCO 3, CALIF 


410 No. Syndicate Ave 


| 6000 W. 51st Street 


A7 COOK SAMP. 












GENERAL SALES OFFICES: 79 W. MONROE ST., CHICAGO 3, ILL. 





‘Midway Area” 
ST. PAUL, MINNESOTA 


1515 Turtle Creek Blvd 
DALLAS 2, TEXAS 





BRANCH OFFICES: 406 South Main Street 


720 S$. W. Washington Si 
LOS ANGELES 13, CALIF. 


S ai ” 
PORTLAND § OFEGON Built to ‘‘Take lt’! cook Type “O” Sub-Sta- 
tion Protector, with grounded non-corro- 
sive metal hood fitting tightly to sides & 
bottoms, is ideal for indoor and outdoor 


Signed for Fastening Wire. Rhodes Inside 


Wiring Nails are made with special brads 
mor easy driving. Fibre heads insure good 
Msulating qualities—will not damage wire 

Sulfation. Nails colored to match insula- 


fon. M. M. RHODES & SONS CO. 


Economical Power for Magneto Switchboards is 


provided by the Electrox PA-05004 dry-disc 
Battery Eliminator. Made for telephone 
work by SCHAUER MANUFACTURING 
CORP., operates from AC, delivers humless 
DC. Relay cuts in dry cells if line fails. 


use. Porcelain body of this COOK ELEC- 
TRIC CO. product prevents surface leakage. 


Ringing Machine for Large or Small Telephone 


Systems! The compact TELERING rings 
through where other frequency converters 
fail. Self-starting, quiet running—delivering 


loud, clear ringing power. Cost of opera- 
tion is low. Made by TELKOR. INC. 














b 














for Years- 

and Years- 
and Years- 
of Service! 



































































ELECTROX 


BATTERY ELIMINATORS 
BATTERY CHARGERS 


In sizes and capacities 
to meet every telephone 


power requirement. 


See your Electrox Jobber. 
Write for Bulletin 1465. 


*T.M. Reg. 


RECTIFIER DIVISION 





MANUFACTURING CORP 






Cincinnati 36, Ohio 


4516 Alpine Ave. 
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time, and labor by using simplified 
indexing systems tailored to suit spe- 
cial needs. These systems represent 
the evolution in controlled procedure 
which has made good filing the ef- 
ficient tool of modern business it is 
today. 

The folder discusses various kinds 
of filing systems and their adaptation 
to different businesses. “Variadex” 
for example, can be easily expanded 
and is suitable for general use. 
“Triple Check Automatic,” an alpha- 
betic index with numeric control plus 
color selectivity is especially good for 
speed and accuracy in filing and find- 
ing. Various other filing systems such 
as Soundex, numeric systems, subject 
filing, and geographic indexing are 
also described in detail. 

The Business Services Department 
of Remington Rand provides analysts 
to help out with general record prob- 
lems. Folder BSD-2 also describes the 
other services performed by the De- 
partment such as record analysis, 
punch-card service, micro-filming 
service, etc. 

Further details on Folders LBV- 


GOING ON STREAM:—Control room of Reilly Tar & Chemical Corporation's new pyridine 
plant showing THOMAS E. REILLY, vice-president in charge of production, discussing with 





395C.1 on “Filing Systems to Fit 
Your Measure” and BSD-2 on “Ex- 
pert Office Staffs for Rent” can be se- 
cured by writing to Remington Rand 
Inc., 315 Fourth Ave., New York 10, 
a. 


e & e 

Meta WA tts: The new Mills Co. 
catalog shows how space layouts 
can be made permanently efficient 
by mobilizing them with Mills Mov- 
able Walls. Based on the Mills com- 
pany’s 30 years of experience in the 
design, manufacture and installation 
of movable walls, this book is a prac- 
tical working tool for architects, con- 
tractors, engineers, building profes- 
sionals and owners. It is designed 
for the men who deal with space 
problems in commercial, industrial 
and institutional buildings. The book 
also contains numerous installation 
and construction photographs, de- 
tailed construction drawings and 
complete specifications data. Copies 
may be obtained without charge by 
writing on business stationery to the 
Mills Co., 975 Wayside Road, Cleve- 
land 10, Ohio. 


ee e 

MIcROFILM ENLARGEMENTS: — A 
new folder “Continuous Microfilm 
Enlargement Service” released by 
Remington Rand Inc., describes how 
you can get extra copies of original 














DR. WILLIAM R. WHEELER the operation of the plant. Dr. Wheeler who is supervising the 

operation of the plant during its start-up period has been largely responsible for the 

development of the process and also the installation of Reilly’s multi-million pound plant 
for the production of synthetic pyridine and methyl pyridines. 
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Tectonic Services, Inc., has announced production of a new multi-purpose “Tec-Table’ which 
serves as adjustable top drafting table or desk. Primarily designed as a drafting table 
which can be used with an ordinary chair or stool, the new “Tec-Table” is ideal for almost 
any type of clerical job. When disassembled, “Tec-Table” requires only 3” x 3’ x 6 storage 
space. The cost of the standard Tec-Table of white pine plywood is about one-half that of 
conventional drafting tables. Table illustrated, of cabinet wood available at additional cost. 
For complete data write Tectonic Services, Inc., 2074 TEM, East 36th St., Cleveland 15, Ohio. 


copies of original records and obtain 
greater use of microfilmed records. 

Accurate reproductions produced 
at high speed at tremendous savings 
are available with this new service 
which allows a convenient means to 
restore any or all of a microfilm film 
In the present business situation mic- 
rofilm is being increasingly used. En- 
tire duplicate files can be made up 
on microfilm and paper copies pro- 
duced when required. 

For a free copy request booklet 
#BDS-3 (TEM) Rev. 1, from Rem- 
ington Rand Inc., 315 Fourth Ave., 
New York 10, N. Y. 

ee e@ 

MovaBLeE STEEL FIRE ParTiTION: 

New brochure describes the first 
Underwriters’ Approved one-hour 
movable steel partition. Included are 
detailed drawings and descriptions of 
the Underwriters’ Test, which only 
this movable steel fire partition has 
successfully met. This one-hour mov- 
able steel fire partition, the “VMP 
MOBILFIREWALL”, answers the 
need for a one-hour fire partition in 
storage areas and other special spaces 
in public buildings, schools, hospitals, 
laboratories, communication com- 
panies, factories, and other buildings. 

The brochure describing this prod- 
uct is available without charge or 
obligation. Just write “Mobilfirewall 
Brochure” on a card or your letter- 
head and mail today to Virginia 
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Metal Products Corp., 1112 TEM, 
First National Bank Building, Pitts- 
burgh, Pa. 


€ a 7 
MolstuRE PrRoBLEMs: A new, il- 


lustrated folder which enables any 
plant superintendent or other execu- 
tive to determine the minimum de- 
humidifying equipment and capacity 
needed to eliminate moisture prob- 
lems is available on request from Air 
Conditioning Division of Remington 
Corp., Auburn, N. Y. 

The folder contains simple tables 
of technical information and com- 
plete, step-by-step instructions for 
solving moisture removal problems at 
lowest equipment and operating costs. 
The folder lists 21 of the many cate- 
gories where excessive humidity or 
moisture in the air cause corrosion, 
rust, rot, peeling, mildew, spoilage, 
malfunction of equipment or other 
costly damage. 

No consultants, tools or special 
equipment are necessary to use the 
folder successfully. The user simply 
follows the step-by-step method and 
arrives at the number of pints of 
water per hour which must be re- 
moved from the air, and the dehu- 
midifier capacity needed to do it. 

e a e 

Motor-GENERATORS: Bulletin 
30-200 describes motor-generators 
from 34 to 1500 kw. In six pages, 
the bulletin illustrates 23 designs of 

Please Turn To Page 105 


Telephone subscribers like to use tele- 
phones equipped with Koiled Kords. 
This is one of the best reasons why 
more and more independent tele- 
phone companies are specifying 
Koiled Kords as standard equipment 
on new phones. 

Koiled Kords make sense on tele- 
phones. They don’t kink, are much 
less likely to catch or break. Damage 
to equipment falls off sharply when 
Koiled Kords are used. 

The simplest way to have your tele- 
phones equipped with Koiled Kords is 
to buy them with Koiled Kords 
already attached. Follow the trend 
towards Koiled Kords as standard 
equipment by specifying them for all 
new telephones. 

Remember, it’s your business to give 
good service. Use Koiled Kords to 
help keep customers satisfied, keep 
maintenance costs down. Koiled 
Kords for replacements are also avail- 
able from independent telephone 
suppliers trimmed to fit all standard 
hand sets. 


Koiled Kords 


INCORPORATED 


PARRA 


BOX K 
NEW HAVEN 14, CONN. 
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CYRUS G. HILL 
ENGINEER 


Plant—Traffic—Commercial 
Valuations and Original Cost 


231 S. LaSalle St., Chicago 4 











PENN LINE SERVICE 


Scottdale, Pa. 
Phone 765 or 686 


CREWS 


Construction Trimming 
Station Installers Cable Splicing 
Chemical Spraying 

Right of Ways 










MURER & SMITH 


ENGINEERS & CONTRACTORS 


Engineering—Construction—Installation 
A complete service to the Telephone, 
Klectrical and Pipe Line operating companies. 


440 S. Brentwood Blvd. Clayton 5, Mo. 
St. Louis Telephone Parkview 9747 - 7282 





Construction Crews Station Installers 
Central Office Installations 
Cable Splicers Complete Engineering 


HENKELS & McCOY 


6100 N. 20th St., Philadelphia 38, Pa. 
Now Operating in 14 States 










Trenching for Buried Cable 
Splicing Placing 
@ Our work develops regular customers. 


@ We guarantee satisfaction. 
@ References furnished without obligation. 


Serving Missouri and adjoining states 


DAVIS CONSTRUCTION CO., Sullivan, Mo. 


JAY 6. MITCHELL 


CONSULTING ENGINEER 
APPRAISALS—COSTS—PLANT 


7720 SHERIDAN ROAD CHICAGO 
FOR MAIL BOX 523 EVANSTON, ILLINOIS 









CARL C. CRANE, INC. 


Consulting Engineers 
2702 Monroe Street, Madison 5, Wis. 
Experienced in REA Procedures 
Preallotment Surveys—Specifications 
Design and Construction Supervision 


Consulting Engineer 
605 N. Maple Cookeville, Tenn. 
Accounting—Appraisals—Budgets 
Financing—Engineering—Rates 
COMPLETE ADVISORY SERVICE 


Professional 
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- Installation Specialists 


CENTRAL OFFICES 


Installed-Modified-Removed | 
All Makes 


COMMUNI-CATERING 


P. O. Box 6712 
CHICAGO 7, ILLINOIS 











J. E. ALBERT 
Engineering & General Consultant 
Reports for 
New Financing, Purchase, Sale 
185 N. Wabash Ave. Chicago 1, Illinois 


Electrical 
Engineers 


Harris-McBurney Co. 


A complete construction service for 


the telephone industry 
Appraisals — Reports 


297 W. Mich. Ave., Jackson, Mich. 
Telephone 4-6126 


H. GEMAR’S ELECTRIC SERVICE 


Complete Outside Telephone 
Plant Construction 


You name it, and we can do it 
We can satisfy because of ou 
many years of experience 


Rt. 4, Box 398 Lodi, Calitornia 
PHONE 9-4944 











EDWIN T. MAHOOD 


Consulting Telephone Engineer 


627 W. 67th St. Kansas City 5, Mo. 
Jackson 4452 


W. T. KING 


PROF. ENGR. — TELEPHONE CONSULTANT 
Engineering, Accounting, Valuations, Traffic 
Depreciation Studies, Rates and General 
Management Services 
Lansing, Mich. 


Telephone 5-1034 


306 So. Capitol 
P. O. Box 216 





B. O. VANNORT ENGINEERS 


Incorporated 
Electrical—Civil—Mechanical 
Telephone 


A complete engineering service 
700 South College Street, Charlotte, N. C 


Services 





627 W. 67th St. 


Topeka, Kansas 





TELEPHONE CONSTRUCTION, INC, 


Good Machinery, Competent Workmen 





Secretary 
Box 267, Telephone 012, JEFFERSON, IOWA 
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TELEPHONE PRINTING 


By People Who Know 
the Telephone Business. 
See the Suttle Catalog 


SUTTLE EQUIPMENT CO. 


LAWRENCEVILLE 







ILLINOIS 





EDWIN T. MAHOOD 


Consulting Telephone Engineer 





Kansas City 5, Mo. 
Jackson 4452 







D. J. NEALE 





Telephone Engineer 


Complete Outside Engineering, Construction, 
Maintenance and Planning 
Nationwide Service 







Telephone 4-2621 












Consulting, Engineering, Installation, 


Pole Digging and Cable Splicing 
C. H. DAUBENDIEK 
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HOPKINS ENGINEERING 00, INC. ] 
RADIO SITE SURVEYS 

SYSTEMS DESIGN n 

INSTALLATION PLANNING ‘ 

INSTALLATION SUPERVISION a 

S 

1612 K STREET N. W. . 

WASHINGTON 4, D. C. al 

SLOAN, COOK & LOWE rs 

CONSULTING ENGINEERS FE: 

Suite 1344 120 South LaSalle Street : 

CHICAGO 8 

Appraisals—Original Cost Studies pe 

Depreciation, Financial, and Other R 

Investigations 

(I 

Ex 

TELEPHONE de 

ENGINEERING CORPORATION “9 





CONSULTING ENGINEERS 
Dallas, Texas 
Designing—Appraisals of Telephone Systems 
Experienced in R. E. A. Projects, Microwave 
2210 Butler Street P. O. Box 6633 

Telephone LAkeside 5245 





















For Best Results 
Advertise in 
Telephone Engineer 

& Management 












Free Literature 


Continued From Page 103 


d-c to d-c 


Electrical 


a-c to d-c. a-c to a-c, 


an a-c motor-generators. 
specifications and application of each 
design are given. To obtain this 
bulletin, write The Electric Products 
Co., 1725 Clarkstone Road, Cleveland 


12, Ohio. 
ee e@ 
New Tapecoat GuipE: — 
illustrated brochure designed to help 
solve corrosion problems has just 


A new 


been: released by the Tapecoat Co.., 
Evanston, Ill. 

Based on the company’s experience 
in serving the gas and oil fields, 
and 
water and sewage and chemical and 


transportation communication, 
industrial applications, the brochure 
presents practical suggestions to com- 
bat corrosion. It includes details on 
how and where coal tar protection 
can be used to best advantage and of- 
fers case histories to show how cor- 
rosive problems have been overcome 
in many fields. 

A copy of this helpful guide, 
“Where to Use Coal Tar Protection” 
can be obtained direct from the Tape- 
coat Co., 1523 Lyons St., Evanston, 


/l. 


ee e@ 

Power Suppiies & Controis: A 
new series of revised catalog pages 
and folders, describing products for 
many different applications, has re- 
cently been issued by /net, Inc., 8655 
S. Main St., Los Angeles, Calif., man- 
ufacturer of electrical power supplies 
and controls. 

Three new four-page folders de- 
of Aircraft 
Ground Power equipment. These are: 
(GG Tr 
Engine Generator,  self-pro- 


scribe various types 
Engine Generator, trailer 
852) ; 
pelled (GG sp 852); and Regulated 
Rectifiers, both mobile and stationary 
(RR agp 852). Included in the two 
Engine Generator folders is material 
describing the operation of the Dupy 
Load Sensitive Governor. 

Another four-page folder (RRPS- 
MVF 852) covers the newly-devel- 
oped Inet “MagniVolt” low-voltage 
regulated direct current power sup- 
ply. The Precision Power Supply, 
which has been developed to provide 
high voltage, high current DC for 
computers and other equipment re- 
quiring extremely close regulation of 
power, is described in PPS-852. 
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MOORE F. FLOYD, newly-appointed 
sales representative of the Reilly Tar 
& Chemical Corp. in Texas. He suc- 
ceeds Charles L. Slover. Mr. Floyd is 
a graduate of Texas A. & M. College, 
and is a veteran of World War Il. 


Other recently-issued sales litera- 
bulletins the Inet 
specially designed 
telephone _ batteries, 
(TBC-852) the Heavy Duty 
“Shipside Power Supply” (SSR- 
1152). All Inet sales literature in- 
cludes pictures and complete specifi- 


ture includes on 
“Tele-Charger,” 
for charging 


and 


cations of the equipment described. 
Each catalog page or folder is printed 
in two colors, with a color-coding sys- 
tem for easy identification. Litera- 
ture currently being prepared in- 
cludes an extensive brochure on the 
entire line of Inet Rectifiers, as well 
as catalog pages and folders on gen- 
eral heavy duty power supplies, bat- 
tery chargers and high frequency 
alternators. For your copies write 
direct to /net, Ine. 
~ e e 

Sarety & Propuction: — Fortieth 
Anniversary Catalog of the Martin- 
dale Electric Co. 


nance, safety, and production equip- 


describes mainte- 


ment designed, manufactured and 


sold by the Martindale company. The 
64-page catalog is full of data and 
tele- 
write 


990 
IVDO 


information of value to every 
phone man. For your copy. 
The Martindale Electric Co.. 
Hlird Ave., Cleveland 7. Ohio. 
ee @ e 
STANDBY POWERS’ How 
Standby Power protects communica- 
tions systems everywhere is describ- 
ed and illustrated in a new 2-color 


Onan 


Please Turn To Page 110 
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It’s Easy to Order 


Them From the 


Suttle Catalog 


| When you turn to your Suttle Sales- 
| man Catalog for installation supplies, 
you will find the old, as well as the 
very latest, devices and supplies all 
grouped together on a few pages. Full 
description and all prices are always 


included. 


lt makes it easy to remember what 
you need, and shows you how to buy 
for best prices. 


And it’s nice to have your order 
filled immediately from the complete 
stocks of catalog items. 


Serving 
Independent Telephone Men 
Since 1910 


See Your 
SUTTLE 
Catalog 


LAW RENCEVILLE ILLINOIS 
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For complete information on the products and 
services described in this department send in the 


coupon which appears on the opposite page. If 
you do not see a listing of the products and services 


ADVERTISING, Directories — General Tele- 
phone Directory Co., 604 Pine Ave., Long 
Reach, Calif., and 1800 Busse Highway, 
Des Plaines, Ill.—[ADV. 1] 

BELTS — CLIMBERS — COMPLETE LINEMEN’S 
EQUIPMENT, W. M. Bashlin Co., Bashlin 
Bidg., Grove City 1, Pa.—[ADV. 2] 

BELTS — CLIMBERS — PLIERS — SAFETY 
STRAPS — CONSTRUCTION TOOLS. Klein 
& Sons, Mathias. 3200 Belmont Ave., Chi- 
cago 18. Ill._—[ADV. 3] 

BOOTHS—Acoustic Telephone — Sherron Me- 
tallic Corp., 1202 Flushing Ave., Brooklyn 
6, N. Y.—[ADV. 4] 

RRUSH & WEED KILLERS — Thompson manu- 
factures many types of brush and weed 
killers. Write for helpful information on 
specific problems. Thompson Chemicals 
Corp., St. Louis 3, Mo.—[ADV. 5] 

CABLE, All Plastic, Aerial, Duct, Direct Burial, 
PBX, Switchboard. — The Anson.a Wire & 
Cable Co., Ansonia, Conn.—|ADV. 6] 

CORDS, Switchboard, Instrument and Opera- 
tors —Commercial Cord & Supply Co., Inc., 
26 Main St., Clifton Springs, N. Y.— 
[ADV. 7] 

CORDS, Switchboard & Telephone — Runzel 
Cord & Wire Co., 4727-31 Montrose Ave., 
Chicago 41, tll.—[ADV. 8] 

ELECTRIC HOT WATER HEATERS. Thermostat- 
ically controlled for any hot water heater, 
Vulcan Electric Co., Danvers 17, Mass.— 
{ADV. 9] 

ENGINEER, CONSULTING — Telephone financ- 
ing — J. E. Albert, 185 N. Wabash Ave., 
Chicago 1, Ill. — [ADV. 9-A.] 

FURNACES — For quickly and economically 
melting lead and paraffin — Mutual Liquid 
Gas Equipment Co., Inc., 3600 W. Imperial 
Highway, Los Angeles, Calif.—{ ADV. 10| 

INSULATORS, Porcelain — Porcelain Products 
Inc., Box 300, Findlay, Ohio.—[ADV. 11] 

LIGHTWEIGHT PULLERS — Coffing Hoist Com- 
pany, 800 Walters St., Danville 5, Sil.— 
[ADV. 12] 

PIPE PUSHERS — Giant Manufacturing Co., 
South 6th St., at 12th Ave., Council Bluffs, 
lowa.—[ADV. 13] 

POLE HOLE DIGGERS — For derrick mounted 
trucks. Tele-E-Lect Products, Inc., 9613 
Minnetonka Bivd., Minneapolis 16, Minn. 
—[ADV. 14] 

POLES, Scuthern Yellow Pine — Colfax Lum- 

ber & Creosoting Ce., Inc., P.O. Bex 23, 

Pineville, La.—[ADV. 15] 
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SAFETY LIFELINE LOCK: — The Safety Life- 
line Lock is used by men who work on scaffolds 
and swings to prevent injuries and deaths from 
falling. 

It merely slips on the lifeline rope and moves 
along the rope with the workman, either up 


POLES, Southern Yellow Pine — Taylor Col- 
quitt Company, 290 E. Main St., Spartan- 
burgh, S. C.—[ADV. 16] 

POLES, Southern Yellow Pine — Texas Creo- 
soting Co., Orange, Texas.—[ADV. 17] 
PROTECTIVE EQUIPMENT — Reliable Electric 
Company, 3145 Carroll Avenue, Chicago 

12, Hl.—[ADV. 18] 

REBUILT TELEPHONE & SWITCHBOARDS — 
Telephone Repair & Supply Company, 1760 
Lunt Avenue, Chicago 2, Ill.—[ADV. 19] 

TRUCK BODIES — Highway Trailer Co., Edger- 
ton, Wise.—[ADV. 20] 

WIRE, Insulated — DATED DROP WIRE — 
Neoprene or Weatherproof — Alphaduct 
Wire & Cable Co., Milltown, N. J.—[ADV. 
21] 

WIRE, Insulated Drop and Bronze or Copper- 
weld — Acorn Insulated Wire Co., Inc., 36 
Freeman St., Pawtucket, R. 1.—[ADV. 22) 

WIRE, Telephone, for all inside and outside 

uses — Whitney Blake Co., New Haven, 

Conn.—[ADV. 23] 
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THE BUYERS’ GUIDE 
and 
NEW PRODUCTS’ SHOWCASE 


that you are interested in, write BUYER’S GUIDE, 
7720 N. Sheridan Road, Chicago 26, Ill. 


The in- 


formation will be furnished quickly and without 
charge to telephone industry members. 








or down, as he slides it to the desired working 
position. In case a workman falls or scaffold 
fails, it locks instantly, automatically and posi- 
tively, holding him safe. 

According to the manufacturer, the unit is 
inexpensive, fool-proof, rugged and has no 
adjustments. For complete data check New 
Product 539. 


BROKEN LIGHT 
BULB REMOVER & 
SHADE HOLDER 


{ 
| SEBRELL 
i 
‘ 





7 aad 


H f : iad 
SEBRELL LIGHT BULB CHANGER _ 
INSULATED POLE SEBRELL ADAPTABLE 
LIGHT BULB CHANGER 


LIGHT BULB CHANGERS: — No longer is it 
necessary to climb ladders, etc., risking acci- 
dents to change light bulbs, says the J. B. 
Sebrell Corp., Los Angeles, Calif. With its new, 
easy-to-use light bulb changers, you can 
remain safely on the ground or floor and 
change bulbs, even broken ones, that are 42 
feet and more above the floor. 

By using lightweight aluminum sectional 
poles with the proper bulb changer attach- 
ments on the end, you can make various 
lengths of poles to change bulbs at any height. 
By inserting the unexpanded end of one 
pole into the expanded end of another, you 
can build any desired length of pole. The 
changer attachment can be easily and quick- 
ly attached to the end. 

Attachments are available for various size 
bulbs from 15-watt to 1500-watt and for var- 
ious shapes. An angle adjustment can be added 
to allow bulbs at any angle to be changed. 

For broken light bulbs, simply attach the 
Sebrell Broken Light Bulb Remover which fits 
both standard and mogul lamp bases. — For 


CHAIN SAW: — The new McCulloch Model 
4-30 one-man chain saw, introduced by Mc- 
Culloch Motors Corp., Los Angeles 45, Calif., 
is designed for high-speed felling, bucking, 
and limbing. In accurate dynamometer tests, 
random samples of the new 4-30 directly off 
the production linas rated more than four 
brake horsepower. 

The new Model 4-30 is remarkably light for 
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its cutting performance, weighing only 30 
pounds complete with a 14-inch, chrome-plated 
blade and chain. Blades available range up 
to 36 inches in length, making the saw suit- 
able for fast cutting in any type of timber 
up to five feet in diameter. A 15-inch bow at- 
tachment is also available. 

An aircraft-type carburetor combined with 
an all-position fuel system enable the Model 
4-30 McCulloch saw to operate at full power 
in all positions, without carburetor adjustment 
of any kind. Weight distributed in relation to 
the blade makes felling, bucking, and limbing, 
as well as carrying, convenient for the opera- 
tor. For compete data, Check New Product 
541. 


CUT- OFF END 
IS HELD BY 
PLASTIC CUSHION 


‘CUSHION-THROAT” PLIERS: — A new con- 
venience and safety idea in pliers is the 
CUSHION THROAT” now being introduced 
by the Utica Drop Forge & Tool Corp. Parti- 
cularly valuable in pliers used for cutting 
electrical or spring wire, this cushion throat 
insert acts as a third hand to hold the short 
end of the wire during and after cutting. 

The ‘‘CUSHION” is tough, rubbery red Plas- 
tisol, bonded in the throat beside the pliers’ 


According to the manufacturer, the Tower 
Ladder Safety device ‘‘positively prevents 
falls.” Its locking and holding action is in- 
stantaneous. 

The device is inexpensive, easy to install 
and use. It merely clamps on to the ladder 
rungs or framework. Requires no cutting, 
welding, drilling or altering the tower or 
ladder.—For complete data, Check New Pro- 
duct 543. 


PHENOLIC TERMINAL BLOCKS: —Phenolic 
blocks for electronic and communi- 


equipment are now available from 


terminal 
cations 


FSF SF SF SF SS SSS SSS SS SS SS SS SS SCS SSS SSS SCF FSS SSS SSS SSS Ss eS ee 


: SEND IN THIS COUPON FOR MORE INFORMATION 


Telephone Engineer Publishing Corp. 


7720 N. Sheridan Road 
Chicago 26, Illinois 


Please forward complete information on the following products and 
services described in the August, 1953 issue of TELEPHONE ENGINEER 
(Check information desired.) 

NP 541 
NP 545 
SERVICES AND SUPPLIES 


ADV. 
ADV. 


PHONE ENGINEER. 


NP 540 
NP 544 


ADV. 1 . 2 
ADV. 6 . @ 


Lenkurt Electric Co. Four different arrange- 
ments are offered providing 40, 60, 80, or 
100 pre-tinned, double-notched terminals se- 
curely fastened between phenolic strips. The 
terminal assembly is fastened to a base of the 
same material. Advantages provided by all 
phenolic block construction are excellent elec- 
trical characteristics, clean design, high struc- 
tural stability, and low water absorption. 

Specifications and prices for Lenkurt phen- 
olic terminal blocks are, given in new Len- 
kurt Bulletin BI-P2. For your copy, Check 
New Product 544. 


— Mathias Klein & Sons, 
Chicago, now offers a transverse end cut- 
ting plier of an entirely new type. With 
this new plier it is possible to reach into 
confined places and make a clean flush cut. 
It is also highly useful in precision work 
where ordinary oblique and end cutters are 
too bulky. 

A replaceable tempered steel spring keeps 
the plier in open position without the ne- 
cssity of opening by finger. Also available 
without the leaf spring, if preferred. 

The new plier is made in 6-inch size only. 
— For complete data, Check New Product 545. 


CUTTING PLIER: 


WIRE CREEPER: — The Martindale Wire 
Creeper enables linemen to string additional 
wire through trees, over buildings, across 
ravines and other troublesome areas quickly 
and easily, wherever one wire is already in 
place. Check New Product 546. 


NP 542 NP 543 


NP 546 


ADV. 5 
ADV. 10 


a ADV. 4 
8 ADV. 9 


ADV. 15 
ADV. 20 


ADV. 14 
ADV. 19 
ADV. 23 


Title 


cutting edges. As the pliers close, the Plastisol 
cushion grips the short end of the wire very 
tightly, holding as the cut is made. Generally, 
the pliers must be opened to release the cut 
wire end. — For complete data, Check New 
Product 542. 
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Name 


Company 

LADDER SAFETY DEVICE: — The Tower Lad- 
der Safety Device is engineered to save lives 
and prevent injury to men who work on high 
ladders and structures. 


Street Address 


Town Zone State 
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MAN with 22 years experience in 
all phases of telephone mainten- 
ance wants position with good In- 
dependent telephone company. 
Write Box 8849, Telephone Engi- 
neer Publishing Corp. 


LIFETIME OPPORTUNITY—A 
young expanding telephone supply 
organization is interested in a gen- 
eral manager and a sales manager. 
These positions offer far above 
average possibilities. Our require- 
ments include emphasis on a very 
strong desire to be successful, an 
active mind, above average per- 
sonality and vision. For those who 
believe they can produce, here are 
two positions with challenge, oppor- 
tunity and responsibility. Salary 
open. TELEPHONE & POWER 
SUPPLY, INC, 3100 Topeka 
Avenue, Topeka, Kansas. 


HELP WANTED-—College Engi- 
neering Graduate. Preferably elec- 
trical. Not over 30, with some out- 
side plant engineering experience 
in communication. Location in 
Class A Telephone Company in 
the Southwest. Furnish age, exper- 
ience, education, present employ- 
ment and expected salary. Write 
Box 8840, c/o Telephone Engineer 
Publishing Corp. 


HELP WANTED — Combination 
men for Indiana Company. Perm- 
anent position, good working con- 
ditions, employee benefit plan. Can 
also use a good plant man for as- 
sistant to wire chief. Replies 
should include details of past ex- 
perience and employment. Write 
Box 8844, c/o Telephone Engineer 
Publishing Corporation. 

















good pay. 


WANTED: Experienced telephone 
lineman and _ station _ installers. 
Neale Construction Company, Inc., 
3100 Topeka Blvd., Topeka, Kan- 
sas. 


CABLE SPLICERS, Equipment In- 
stallers, Station Installers, Linemen. 
Experienced men needed. Steady work, 
Henkels & McCoy, 6100 
N.° 20th, Philadelphia, Pennsylvania. 


in number of words used. All ads payable in advance. 
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se THE CLEARING HOUSE sz 


Published in each issue of Telephone Engineer & Management. Advertising forms close on Ist of month. Rates—15 cents a 


word except for Situation Wanted ads, which are only 10 cents per word. In figuring cost of ads, count each word of address 
Minimum charge—$2.00. Special rates for display ads on request. Send 


copy and box number replies to Telephone Engineer Publishing Corp., 7720 N. Sheridan Road, Chicago 26, Ill. 


TELEPHONE ENGINEERS 


e Equipment 

e Central Office 

e Outside Plant 

e Transmission 

e Teletype 
Responsible positions with a well 
established progressive organiz- 
tion. You benefit from high 
wages, paid vacations and holi 
days, travel allowance, group in- 
surance and a good chance for 
advancement. 
Applicants must have diversified 
training and experience. All po- 
sitions subject to occasional travel. 


Write full resume of education, 
experience and employment to: 


George W. Sarbacher, Jr, 
NATIONAL SCIENTIFIC 
LABORATORIES, INC. 


2010 Massachusetts Ave., N. W. 
Washington 6, D.C. 





growing 
Class B Company in Southeastern 


PROGRESSIVE rapidly 
Wisconsin needs, because of re- 
tirement, experienced CABLE 
SPLICER—and also an experienced 
COMBINATION MAN. Know- 
ledge of dial is desirable. Perm 
anent position, good working con- 
ditions, complete insurance — pro- 
gram. Advancement opportunity. 
{s company grows, so can you. 


Furnish age, experience, etc. Write 


Box 8848, ‘Telephone  Engineet 


Publishing Corp. 




















WILLIAMS — 

FORMED a 

| FLEXIBLE FINISHED 7 

WIPING CLOTHS ¢ 
Farevtes 
CLOTH 

4 in. x 4 in. 
















cloths; Crotch 








cartons 




























Cable-Splicers 
=), WIPING CLOTHS 


Formed-flexible finishing cloths; (Pat- 
ented); Flat finishing 
cloths 


cloths; Catch 
and Up-right 
Made of world- 
TICKING or 


joint catch cloths. 
prize HERRINGBONE 
imported English MOLESKIN, 
for literature and prices 
igi jobber or from us. 


GEO. E. WILLIAMS, Mfr. 


3035 Aldrich Ave., MINNEAPOLIS 8, MINN. 


from your 
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HELP WANTED—ANCHORAGE, 
ALASKA—Experienced Communi- 
cations Supervisor having exten- 
sive supervisors experience in wire 
room trouble shooting, test board 
and relay work on railroad T & ‘J 
equipment, $3.67 per hour base 
rate, 40 hour week, annual and 
sick leave in accordance with Fed- 
eral regulations. Free transporta- 
tion on one year contract. For de- 
tails write: The Alaska Railroad, 
224 Federal Office Building, Seattle 
+, Washington, 


























JOURNEYMAN Switchmen, Man- 
ual, S & S, or relay dial, permanent 
position, Class A Telephone Com- 
pany. Opportunity for advance- 









ment, all employee benefits, wages 
commensurate with experience, lo- 
cation Southern Ohio. Write Box 
8850, Telephone Engineer Publish- 
ing Corp. 



















ATTENTION SALESMEN:_ Un- 
limited sales opportunity for ag- 
gressive individuals with growing 
telephone supply house. Telephone 
experience helpful but not neces- 
sary. Very liberal commission. Ter- 
ritories open all over United States. 
Car Furnished. Telephone & Pow- 
er Supply, Inc., Topeka, Kansas. 














































WANTED: Manager for Rural 
Telephone Co-op, Ballard and 
McCracken Counties, Ky. Estimated 
cut-over 2,000 stations. Rapidly 
growing community. Write: Ballard 
Rural Telephone Cooperative Corp- 
oration, Inc., Box 516, Paducah, 
Kentucky. 
































































SS a ea eee cen 


USE TELEPHONE ENGINEER AND 
MANAGEMENT'S CLEARING HOUSE 






To locate workers—jobs—merchandise. A small 
ad covers the field. 
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FOR SALE 


2138 Feet New W. E. 202 pair 24 
gauge lead cable on wood reel 


2519 Feet New W. E. 101 pair 24 
gauge lead cable on wood reel. 
i eee $1,000 


Will trade for plastic cable in smaller 
sizes but of equal dollar value. 


Phone, wire, or write 
CRAWFORD TELEPHONE & 
TELEGRAPH CO. 
Girard, Kansas 


LISTS O Cet 45th Year 
TELEPHONE FORMS 


lam PRINTING @ PLANOGRAPHING 


Fey CULLOM & GHERTNER CO. 


600 2ist AVE., N. NASHVILLE 4, TENN. 


PINS AND BRACKETS 


Manufacturers of all sizes Locust 
Pins, Oak Brackets, Locust Bushings. 
REA Approved. 


LH. WIEBEL, INC. 


Charlottesville Virginia 


FOR SALE 

Federal Telephone and Radio Corp- 
oration step-by-step dial switching 
equipment consisting of 1000 lines 
and 2900 terminals of terminal per 
station equipment including some 
power, supervisory, and intercept- 
ing equipment. Originally installed 
August 1949, General Telephone 
Company of California, 1314 
Seventh Street, Santa Monica, Cali- 
fornia. 


Rebuilt, Refinished 
Loud ringing bells. 1000 
or 2500 Ohm @ $8.00 
each. With Condensers 
@ $9.00 Each. 

F.0.B. Chicago, III. 


INDEPENDENT  TELE- 


PHONE REPAIR CO. 
2137 W. 2Ist St. 


Chicago 8, Illinois 


FOR SALE—290 station telephone 
exchange, located in central Ne- 
braska. Converted to dial 1948. 100 
line relay switchboard, housed in 
tile building. Also 1 ton truck. 
Town cabled, plant 90% _ black 
poles. Gross income $11,000, Sell 
for $55,000. Write Box 8845, c/o 
Telephone’ Engineer Publishing 
Corp., 7720 Sheridan Road, Chi- 
cago, Ill. 


YOUR 


AUGUST, 


FOR SALE 


Magneto Ringer Boxes 

3 Bar W. E. & Kellogg $3.75 

5 Bar W. E. 5.25 
3 Bar Generators 1.00 
5 Bar Generators 1.50 
Wall Telephones, Magneto W. E. 

3 Bar ; 2.00 
5 & .7 MF Condensors ea. .25 
No. 76 A Repeating Coil, W. E., 

New $20.00 
No. 77 A Repeating Coils, W. E., 

Used 3.00 
101 Line W. E., M. D. F. Protection 

with Carbons per strip 30.00 
8 - 2 3%” x 20” Lead Cable Sleeves 2.00 


Write Kaplan Telephone 
Company 


Kaplan, Louisiana 


Immediate Delivery 


W.E. SPRING JACKS 
& LAMP JACKS 


#193 Spring Jacks 
on #122 Mtg.—20 per strip $12.00 
on #123 Mtg.—20 per strip 12.00 
on #125 Mtg.—10 per strip 7.00 
#12 Lamp Jacks 
on #136 Mtg.—10 per strip 
on #122 Mtg.—20 per strip 
on #144 Mtg.—20 per strip : 
24 volt SWITCHBOARD LAMPS 
W.E. #2—S.C. #32—Kellogg #24 
pee $1.25 ea. 
W.E. LAMP CAPS—2AY White, 2H Green, 
and 2L Green $.15 ea. 


TELEPHONE REPAIR & SUPPLY 
COMPANY 


1760 W. Lunt Ave. Chicago 26, Ill. 
Telephone—ROgers Park 4-3817 


Write Today for Your Copy.. 


Bashlin’s new bulletin giving full details on Linemen’s Safety Equip- 


Bashiin's 


Duplex Horns, 48 V-DC. Relay. 90V - 20 Cycle. 
15 


-00 ea. 

Copper Oxide Rectifiers, Input, 105-125 V - 60 
Cycle, 40 Watts. Output. DC. 1!20-V. Amps. 
0.125 $10.00 ea. 

Voltage Regulators. AC. 110-115-112 Volts. 
$15.00 ea. 


INDEPENDENT TELEPHONE 
REPAIR CO. 


2137 W. 2ist St. Chicago 8, t!inols 


CABLE FOR SALE — - Western 
Electric, New Reel — Never open- 
ed. 75 Special — Make up 51 pairs 
22 gauge plus 12 quads 19 gauge. 
Immediate delivery. Price, $1,500. 
Write Box 8847, Telephone Eng- 
ineer Publishing Corp,, 7720 Sheri- 
dan Road, Chicago, III. 


OY =Ye Fae ode) (23> 
THE MAC GILLIS & GIBBS CO. 


1615S E. Royall Place, Milwaukee 2, Wis. 


Northern White and Western Red Cedar 
Creosote and Pentachlorophenol 
Treatments 





SPECIFY 


for 
Dependable and Economical Telephone Ring- 
ing Power Equipment. 
Engineered for complete satisfaction. 
Manufactured by 
TELKOR, INC. Elyria, Ohio 


1953 TELEPHONE ENGINEER & 


ment is ready for you... 
and every one a champion. Write today! 


J WwW. M. BASHLIN CO. 


a complete line from which to choose, 


Grove City 1, Pa. 


tt a, 


BUCKEYE 


Equipped with capsule type 
receiver and transmitter, the 
802 is available for either 
(Equipped with Type A.E. automatic or manual service. 
#24 dials when specified.) | Complete with new cords. 


BUCKEYE 


TELEPHONE & SUPPLY CO. 


1250 Kinnear Road Columbus 8, Ohio 


The 802 has "Packaged Part” 
components that assure on 
the spot replacement. 


MAGNETO WALL 


3 Bar. 1000 Ohm. @ $18.00 
4 4 or 5 Bar. 1600 or 2560, @ $20 


Prices F.0.B. Chicago, Ili. 


INDEPENDENT TELEPHONE 
REPAIR CO. 
2137 W. 2ist St., Chicago 8, Ill. 


For Sale: 200 Station Magneto Ex- 
change, Southwest Wisconsin, with 
great opportunity for expansion. 
Good income and ideal business for 
husband and wife. Priced reason- 
able for quick sale due to death of 
husband. Terms to suit. Write, 
Mrs. H. O. Simison, Owner, Hazel 
Green Telephone Company, 
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BEST BUY FOR 
OUTDOOR 


INSTALLATIONS 





but, Sally, 
Inene 


and Mary 


and ALL the fellows and 
gals want 24 hour pay- 
station service —and that 
means a constant source 
of revenue for your company. 


GIVE THEM QUALITY 
EARN GOOD WILL— 
INSTALL PHONE BOOTHS 


All CHURCHILL BOOTHS Distributed by 





@ Automatic Electric Sales Corporation 

@ J. H. Bunnell and Company 

Graybar Electric Company 

Kellogg Switchboard and Supply Company 
Leich Sales Corporation 

Lindsay Telephone Supply Company 

North Electric Mfg. Co. 

Stromberg-Carlson Company 


Suttle Equipment Company 


CHURCHILL CABINET 





om ee ay.) im f 











CHICAGO 47, ILLINOIS 
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Free Literature 


Concluded From Page 105 


folder issued by D. W. Onan & Sons, 
Inc., Minneapolis, Minn., manufactu- 
rers of electric generating equipment. 

The folder shows examples of port- 
able and mobile electric plants on the 
job providing primary electric pow- 
er for mobile TV studios, radio re- 
mote broadcasting units, television 
maintenance trucks and mobile Civil 
Other illustrations 
used as 


Defense centers. 
describe the Onan units 
standby in such vital communications 
centers as county police departments, 
taxi-cab dispatching offices, telephone 
companies and radio stations. 

Descriptions of popular models of 
Onan portable, mobile and standby 
electric generating plants as well as 
Automatic Line Transfer Controls are 
given in the folder. 

The brochure is available upon re- 


quest. Write for Communications 
Folder, Form A-307. 
a e « 


TELEPHONE Bootus: — Complete 
data on steel telephone booths are 
available from Sherron Metallic 
Corp., 1201 Flushing Ave., Brooklyn 
ey ae 2 

e o e 

TELEPHONE Bootu Roor: — At- 
tractive brochure describes new “Glo- 
Dome” telephone booth roof. The 
unit includes illuminated signing that 
provides instant identification. Write 
George Phillips, Jr., Gladwin Plastics, 
275 Houston St., N. E., Atlanta, Ga. 

® e e 

TELEPHONE Sicns: — New circu- 
lar describes illuminated outdoor 
telephone signs. Write Buckeye Tele- 
phone & Supply Co., 1250 Kinnear 
Road, Columbus 8, Ohio. 

e e oe 

TELEPHONE Supply CaTALoc:— 
Automatic Electric Company’s Sup- 
ply Catalog provides helpful data and 
information on supplies and equip- 
ment for your telephone plant. For 
your copy write Automatic Electric 
Sales Corp., 1033 W. Van Buren, 
Chicago 7, Til. 

e a . 

TERMINALS:—New brochure des- 
cribing RT&E’s Type MP Cable 
Terminal may be obtained from R T 
& E Co., 632 N. 8th St., Milwaukee 3, 
Wis. 





TERMINAL Boarps: — “Ceramic 
Insulated Terminal Boards” is the 
title of a new 4-page brochure just 
published by Aircraft Radio Corp. 
The terminal boards described in the 
brochure were developed by A.R.C. 
for use in airborne Receivers and 
Transmitters and in Signal Genera- 
tors and other industrial electronics 
equipment where reliable, long oper- 
ation under extremes in temperature 
and moisture is important. The 
terminal boards are made of a special 
cereamic material in the steatite class 
with a silicone coating which gives 
sustained resistance to heat and mois- 
ture. 

Comprehensive diagrams and pho- 
tographs of the boards are featured 
as well as illustrations of typical ap- 
plications. Copies may be had by 
writing Aircraft Radio Corp., Boon- 
ton, N. J. 

e oe * 

Test InstRUMENT: — A new fre- 
quency and modulation meter for use 
in the maintenance of two-way radio 
systems has been announced by the 
General Electric Company’s Electron- 
ics Division, Syracuse, N. Y. 

Purpose of the new instrument, ac- 
cording to R. H. Rudolph, G-E lab- 
oratory equipment sales manager, is 
to help maintain transmitters and re- 
ceivers in two-way radio systems on 
their assigned frequencies, as requir- 
ed by the Federal Communications 
Commission. 

The meter, type ST-13-A, measures 
modulation swing and carrier fre- 
quency of FM transmittesrs, and fea- 
tures both high and low RF output for 
receiver alignment. 

It is available with either one or 
two crystals, for servicing single or 
two-frequency systems, in both the 
low (25-50mc), medium (72-76mc) 
and high (152-174mc) bands. 

The new meter is available in sev- 
eral models, each having different 
limits of operation. 

For further information on the 
new G-E frequency and modulation 
meter, write Dept. N-14, Inquiry Sec- 
tion, General Electric Co., Electronics 
Park, Syracuse, N. Y. 

e . 2 

Toot Gume: — Handy pocket 
“Tool Guide” describes and illustrates 
Klein pliers, safety straps and belts, 
climbers, grips and wrenches. Ob- 
tain your copy from Mathias Klein & 
Sons, 3200 Belmont Ave., Chicago 18, 
Til. 
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lhe introduction of a 2-Line Tele- 
phone is another step in Stromberg- 
Carlson’s program of providing a 
complete line of telephones to meet 
all the needs of modern operating 
companies. 

This telephone will find frequent 
use where a single telephone is de- 
sired with connection to two outside 
with or without an inter- 
third line connected 


lines and 
com line or a 
to a local PBX. 

This type of service has been pro- 
vided in some degree in the past by 
the use of two or more telephones or 
by use of a single standard telephone 
and an auxiliary key box. These ar- 
rangements, however, do not provide 
this service as completely or efficient- 
ly as the new Stromberg-Carlson 1573 
Telephone. 


General Design 


The 1573 Telephone provides line 
selection and hold keys. The handset 
and coil-capacitor unit are identical 
to those of the standard series tele- 
phone and a varistor is used to re- 
duce clicks when switching or sig- 
nalling. The entire switching mech- 
anism is mounted on the base inside 
the telephone and one line selecting 
and two hold keys extend from the 
front of the telephone. Two other 


The New Stromberg-Carlson 2-Line Telephone 


By Louis W. Droel — Apparatus Engineering 





buttons are mounted in the housing. 


used to “line-flash” when 
line is on “hold.” and the other to 
switch to line 3. A special station 
card located directly above the line- 
selector key provides positive identifi- 
cation of all three lines. 

The instrument may be equipped 
with any dial or with dial blank for 
manual service. No ringer is pro- 
vided inside this telephone. Instead 
the “hi-lo” ringers to be used with 
this system will be mounted in a sep- 
arate Bell A buzzer signals 
the third line. 


one one 


30x. 


Operation of Line Selecting Key 


Of the three keys extending through 
the front of the telephone. the center 
key is the line-selecting key. Moving 


Hold button, when depressed, 


it to the left connects the telephone 
to Line 1 and moving it to the right 
connects the telephone to Line 2. In 
its center position it prepares the cir- 
cuit for connecting Line 3, and actual 
switching to Line 3 is made by de- 
pressing the white button below the 
dial. 


Using the “Hold” Keys 


The other two keys are the “hold” 
keys for Lines 1 and 2. Line 3 is 
generally used as a line to a local 
PBX or as an intercom line and there- 
fore the “hold” feature is not pro- 
vided. Depressing a hold key places 
a “holding” shunt across the associat- 
ed line and at the same time the line- 
selecting key is automatically restored 
to its center position. A local call 
may then be made on Line 3 by de- 
pressing the white button, or the line 
selecting key may be manually switch- 
ed to the other trunk line so that an- 
other call may be answered or orig- 
inated. 


A mechanical interconnection is 
provided between the line-selecting 
and hold keys so that switching the 
line-selecting key to a line that is on 
“hold” will automatically restore the 
hold key and remove the holding 
shunt on that line. If this were not 


done the shunt across the line would 











Line flasher permits signalling 
operator without disturbing 
line being held. 


Pressing button provides con- 
nection to Line 3 (intercom or 
local PBX). 


$ aS 
Ohi 
-g 


sends line selector to middle 
position, ready to receive or 
originate another call. 





Line selector switch gives de- 
sired trunk. 









’ 





\ an ~ 





A 





adversely affect the transmission on 


that line. 


Operating Safeguards 


As stated before, the telephone is 
connected to Line 3 by depressing the 
white button while the line-selecting 
key is in its center position. If the 
line-selecting key is on Line 1 or 2, 
depressing the white button will auto- 
matically move the line-selecting key 
to its center position and connect the 
telephone to Line 3. If the telephone 
is connected to Line 3 and the line 
selecting key is switched to either 
Line 1 or 2, the white button for 
Line 2 will automatically restore. This 
action prevents unintentional connec- 
tion to Line 3 when the line-selector 
key is switched between Lines 1 and 
2. The telephone is never connected 
to a line except by a definite act of 
the subscriber. 


Interlock between Hookswitch 
and Hold Keys 


The two hold keys are interlocked 
with the hookswitch lever so that a 
hold key cannot be operated when 
the handset is on its cradle. This pre- 
vents a signal being sent out over a 
line if a subscriber should accidental- 
ly or thoughtlessly press a hold but- 
ton while the telephone was not in 
use. The interlock also restores the 
hold keys if they are in their operat- 
ed positions when the hookswitch 
plungers are depressed. This ar- 
rangement prevents any line from be- 
ing held unintentionally when the 
handset is restored to its cradle. 


**Line Flasher” Button 


An extra line-flashing button is pro- 
vided directly in front of the right 
hand hookswitch plunger. Operation 
of this button opens the hookswitch 


contacts but does not affect the hold 


keys. This button is provided so that 
if one line has been placed in the hold 
condition and the telephone is switch- 
ed to another line, the subscriber may 
flash the operator or obtain dial tone 
again on this line without affecting 
the “hold” condition on the first line. 


Meets Today’s Requirements 


The most outstanding feature of this 
new telephone is, of course, that it 
provides two or three line service in 
a single compact telephone without 
auxiliary key boxes. This service is 
provided in a modern new instrument 
which will be up-to-date for many 
years to come. The operation of this 
tele phone i is easy, the switching mech- 
anism is simple, and many of the 
standard parts are identical and i 
terchangeable with regular 1400 ser- 
ies telephone parts. 


Typical Service Applications 


The four following illustrations show a few of the many arrangements possible with the 1573 Telephone. 
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A. B. Preble 





It’s been a good many years since 
Art Preble, manager of our Kansas 
City Office, changed a battery or 
repaired a line. 

But, when an independent tele- 
phone manager comes to him with 
a problem, Art can well advise, be- 
cause almost from the day he 
was born, he has been in telephony, 
both as operator and as supplier. 

Born in Erie, Pennsylvania, he 
spent his early youth in Mercer, Penn. 
and Steubenville, Ohio, where his 
father managed the telephone com- 
panies. Art started with his dad as 
a night switchboard operator, pro- 
gressed to changing receivers, desk 
cords and old-time wet batteries, and 
then became a lineman, installer and 
troubleman. 

When Steubenville cut over to a 
Stromberg-Carlson Central Energy 
switchboard around 1910, Art, then 
Wire Chief of the company, made his 
first contact with his future employer. 

In 1915, he joined the old Garford 
Manufacturing Company as installa- 
tion foreman, “installing switcltboards 
throughout Ohio. He then went to 
Waco, Texas, and at that time the 
company was purchased by Strom- 
berg-Carlson. He was retained in the 
same territory, joined the Kansas City 
sales force in 1919, moved into the 
branch office as sales engineer in 
1941, and became manager in 1945. 

Telephony plays an important part 
in Art’s private life, too, with the 
Gary Chapter of Independent Tele- 
phone Pioneers, and the a r Cen- 
ei Club of Stromberg-Carlson shar- 
ing his time with the Kansas City 
Club and Methodist Church activities. 

He and his wife Myrtle have one 
son, Howard, twin daughters, Ann 
and Betty. Top it all off with five 
erandchildren, and you wonder how 
he gets by with only 24 hours to the 
day! 











In the " -art of the fertile San Joaquin 
Valley is Patterson, California. Its 
business ype large Iy of supplying 
the needs of the nearby agricultural 
districts and the processing, packing 
and freezing of farm produce a 
multi-million dollar business. 

The Evans Telephone Company, 
organized by J. H. Evans, Sr., with 
a capitalization of $3,700, first served 
the community in 1913, with 40 com- 
mon battery and magneto tele »phones. 

Today, with 1,500 subscribers, the 
company is managed by John H. 
Evans, son of the founder, with the 
assistance of his sister, Mrs. Virginia 
Williams, secretary, and office man- 
ager of the company; and her hus- 
bend, Ver Dayne Williams, plant 
superintendent. 

At 10:05 P.M., March 21, Gover- 
nor Earl Warren, at his home in Sac- 
ramento, received a telephone call 
that opened another chapter in the 
success story of the Evans Telephone 
Company. On the other end was 
John Delphia, a County supervisor, 
putting through the first call on Pat- 
terson’s new ‘Sombie re-Carlson XY 
exchange. The Mayor (John Evans) 
was more than casually interested! 

With the installation of this new 
system, all three communities served 
by the company are now 100 per cent 
dial operated. 

The present basic equipment at 
Patterson, according to estimates of 
population growth. will take care of 
all the needs of that 
city and its environs 
for the next 50 
years, including par- 
ticipation in Nation- 


Wide Toll Dialing. 







FAMILY GROUPS AT CUTOVER: L. fo r., 


EVEN KIDS JOIN 
IN: Mrs. Williams 
gets youthful help 
in pulling the 
tapes from her 
daughter Vee and 
John Evans, Jr. 


Ver Dayne Williams, Mrs. Williams; John 


H. Evans, Mrs. Evans. 


John Delphia, ex-mayor of 
Patterson, makes first call. 
Standing is John H. Ev- 
ans, president of tele- 
phone company. Aft 
left is J. P. Galli- 
gan, Stromberg- 
Carlson Pacific 

Coast Manager. 




































































Henry Missil uses a No. 4 Minster Press 
to form Relay Armatures. 


“What is the most significant change 
in the department over the last two 
years?” your reporter asked William 
Tevendale, Foreman of Dept. 46. 

“These new machines have sure 
helped production,” he told me. 
“They all use an air-type clutch to 
operate the ram of the press. This 
has two advantages: it raises your 
average output (from a top limit of 
around 120-RPM for the older me- 
chanical clutch to about 150-RPM), 
and even more important, it prevents 
breakage of dies and the consequent 
lost time and costly repairs.” 

He went on to liken this to an 
automobile clutch, which will “give” 
a little when engagement is not per- 
fect; in the same way, if the die 
“bottoms” in the press bed, the air- 


Deep drawing of magnesium alloy covers (on a 300-ton Bliss Press). Both 


metal and punch must be heated during process. 


Punch Press Department 


w. 


Any pressman will tell you that a Punch 
Press needs oil. The presses in Depart- 
ment 46 at Stromberg-Carlson, which 
we visit this month, are using more oil s 
than usual 
One has to get up early or stay up late 
to find an idle punch press these days. i 


of the midnight variety. 


type clutch will “give’ and take up 
the shock. 

“Bill” Tevendale came suddenly 
into a big job about two years ago. 
A graduate of Penn State College in 
Industrial Engineering, he worked for 
four years as a production engineer 
ordering tools and writing the set-up 
and operations schedules. Thus he 
learned what others expected of the 
department; now he has to produce 
according to these expectations! In 
this he has wonderful support from 


veteran John Burns, assistant fore- 
man. 
As we walked around in the de- 


partment, Bill called my attention to 
some of the more unusual press runs. 
A 300-ton Bliss press was drawing 
large cans out of magnesium. This is 
a ticklish process; Stromberg-Carlson 
is one of a small group of manufac- 
turing companies equipped to do this, 
and success came only after long 
study. Charles Bement, tool engineer, 


Howard Squires, production engi- 


neer, and Harry Green, materials en- 
gineering, perfected the combination 
of heating the blank, draw ring and 
pressure pad to the correct tempera- 
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tures, while water-cooling the punch 
under controlled pressure to insure 
an even wall thickness. 

In contrast was a small 10-ton hy- 
draulic Dennison bench type press. 
Small condenser covers were being 
drawn from aluminum; parts which 
formerly had to be formed on the 
large 150-ton presses. This machine 
has an added wrinkle — that is to 
say, it not only forms the cover but 
adds the flutes in the same operation. 
Because it requires both hands on 
the controls to operate, this machine 
is completely safe and a natural for 
women operators. 

A very delicate operation because 
of the tolerances required, is the 
forming of certain relay components. 
The No. 4 Minster press is particu- 
larly good for relay armatures and 
similar small parts. Some of these 
machines have automatic feed. 

Women started in the department 
for selected jobs in August, 1952. 
The first two had to “prove” them- 
selves and they did. Others were 
added as they could be trained to 
work on the smaller parts, releasing 
men for set-up work and the heavy 
runs. 





George Lockwood, veteran pressman, stamps 
out XY Switch plates on a No. 28 Bliss. 


One of the department’s women uses a No. 70-4 Minster 
Press to make shells for switchboard plugs. 
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cuts over to XY Dial Equipment 


Embarking on a modernizing pro- 
gram in early 1950, the Ganado Tele- 
phone Exchange began replacing its 
miles of open wire with cable, and, 
through hard work and careful plan- 
ning, soon brought new beauty to 
the town of Ganado. 

So successful was the project that 
when the telephone company wanted 
to install a Stromberg-Carlson XY 
System, a local businessman quickly 
offered them the necessary loan. To- 
day they have an efficient XY dial 
operation, serving 557 telephones. 
with full selective 8-party ringing and 
a new 2-position toll board. 





Ganado, Texas, removes open wire, 
























Operators of the Ganado Exchange: left, Roy Young; inset, his wife 
right, son Raymond Younq and his wife 


BEFORE and AFTER open wire was 
removed in Ganado, Texas. 





XY Comes To Parsons, Tennessee 


The Parsons Telephone Company cut 
over to XY Dial at 7 P.M. April 2 
when the last manual switchboard 
connection was cut by Mrs. Allie 
Ragsdale, a long-time operator. 
Managed since 1918 by the Odle 
family, the company is at least 35 
years old, but no living person re- 
members exactly when it was found- 
ed. Today its officers are: President, 
T. D. Odle; Secretary and Treasurer, 
Sue Bowman Odle; Directors, Robert 
Weller, L. E. Pevahouse, Dr. L. F. 
Hufstedler, and Kenneth Graves. 
The exchange now serves over 700 
stations with 200 Lines all XY. 


















SMOOTH-RUNNING XY leaves them with 
nothing to do but watch! L. to r., 
Larry Odle, manager of Parsons Ex- 
change; Dave Odle, President; and A. 
N. Robinson, Stromberg-Carlson installer, 













LAST MANUAL CALL at Parsons, Tennes- 
see, was put through by Mrs. Mae 
Warden, operator on cuty at the time 
of cufover. 



















































Packing information board in special 
case: clockwise from left: Leo Schrein- 
er, Arlis Hurley, Richard De Fries, and 
Eugene Figela. 





William Yaeckel packs telephone 
equipment in wooden packing case. 


Making up small parts packages: (below) I|. to r., 
Alessi, Edith Hemmerich, Clinton Gallard, Hazel Yates. 


Jennie 


Ever wonder how you could get 
those Christmas packages off? You 
dash madly around looking for the 
right size box: how you wish you'd 
saved that sood piece of string you 
threw away the other day! Ah! 
Finished at last; and just as you 
tighten the last knot you are re- 
minded of that small item on the 
kitchen table which just has to go in. 
With bowed head you take comfor! 
from the fact that Christmas comes 
but once a year. 

How would you like to have 100 
such separate shipments every work- 
ing day each to be individually 
checked against the order, properly 
packaged, addressed and weighe d? 
This does happen in the Mail Order 
Section at Stromberg-Carlson, where 
postage alone runs well over $10,000 
a year. This part of the Shipping 
Departme nt may not seem spectac- 
ular to the visitor. But to you - 
the exchange manager who needs 
a small part in a hurry to keep serv- 
ice going — it is vital indeed. 

In contrast is the crating for 
common carrier shipment of large 
switchboards or major components 
of XY Dial Systems. For standard 
sizes or quantities, specially design- 
ed shipping crates are prepared 
ahead of time following the specifi- 
cations of the packing engineer for 
proper bracing and padding. Some- 
times an especially ticklish problem 
is posed — as in the case of over- 
seas shipment. Some long-to-be re- 
membered items whose weight is 
measured in tons have to be lifted 
by crane for encasement in an air- 
sealed butvar bag before being low- 
ered into the packing case. Recently 
16 positions of toll board were 
packed this way for overseas desti- 
nations. 


a shioment on truck. 


The Packing and Shipping Department 


The Shipping Department is in 
constant touch with over 30 terminal 
depots, trying to see that each ship- 
ment is handled in the manner 
which best suits the customer. Many 
times each day the departme nt re- 
ceives a call from some carrier ask- 
ing if there is a “partial” ready for 
a particular destination Atlanta, 
Memphis, Cincinnati and the like 
for terminals pride themselves on 
never holding freight over 24 hours. 

The 30 men and women are ably 
supervised by Arthur Tomaschke, 
Foreman, and Ste phe n Wright, As- 
sistant Foreman. “Art” can and 
has done all of the jobs he now 
directs. In fact, one of his hardest 
jobs is to hold back from nailing up 
the boxes or pushing the two- 
wheelers himself. In his more than 
25 years with Stromberg-Carlson he 
has followed every phase of the job, 
including travelling with the Adver- 
tising Manager to supervise the 
erecting of displays. When Pearl 
Harbor was bombed, Art was the 
first man contacted that Sunday 
afternoon standing one-man 
guard duty until the regular force 
could be contacted and organized. 

Stephen (“Red”) Wright was se- 
lected by Art to A his assistant 
many years ago; together they make 
a wonderful team. “Red’s” term of 
service began in 1928, as chief ex- 
port packer. Walier Schaefer is 
Group Leader for all switchboard 
packing. 

“We never wonder what we're 
going to do,” Art said as he pointed 
toward the huge bays filled with 
equipment waiting packaging, or 
shipping orders. “But if we put in 
10 hours’ work in every 8 hour day 
we can just about keep up!” 


Arthur Tomaschke, Foreman of shipping department, and Thecdore Lasechki, load 
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Acorn Insulated Wire Co. 


104 


Albert, J. E. 
Allied Chemical & Dye Corp. 
Barret Division 

Alphaduct Wire & Cable Co. 89 
American Electrical Heater Co. - 
American Steel & Wire Co. - 
American Tel. & Tel. Co. 64, 65 
Ansonia Wire & Cable Co. 25 
Armstrong Cork Co. 96 


Automatic Electric Sales Corp. 11, 60, 61, 87 
Automatic Electric of Canada — 


Bartlett Mfg. Co. = 
Bashlin Co., W. M. 108 
Berry & Co., L. M. 2 
Bishop Manufacturing Corp. 26 
Blaker, A. W. - 
Buckeye Telephone & Supply Co. 36, 109 
Buckingham Mfg. Co. - 
C & D Batteries 119 
Cable Spinning Equipment Co. 74 
Calculagraph Co., Ine. 6 
Chance Co., A. B. -- 
Chapman Chemical Co. — 
Chase Brass & Copper Co. ‘ 
Churchill Cabinet Co. 110 
Cleveland Trencher Co. - 
Coffing Hoist Co. — 
Commercial Cord & Supply Co. 73 
Communi-Catering 104 
Connecticut Telephone & Eelectric - 
Cook Electric Company sees 
Copperweld Steel Co. 85 
Crane, Carl Co., Inc 104 
Cullom & Ghertner 109 
Daubendick, C. H. 104 
Davis Construction Co. 104 
Diamond Wire Co. 81 
Donnelley & Sons, R. R. 117 
Du Pont de Nemours Co., E. I. -- 
Electric Products Co., The — 
Electric Storage Battery Co. 5 
Ericsson Telephone Sales Corp. = 
General Cable Corp. - 32.33 
General Electric Co. : 
General Insulated Wire Works, Inc. - 
General Telephone Directory Co. 120 
Gladwin Plastics -- 
Gould National Batteries, Inc. 7 
Graybar Electric Co. 39 
Greenlee Tool Co. 4 
Harris-McBurney Co. 104 
Harrison Construction Co. 

Henkels & McCoy 104 
Highway Trailer Co. - 
Hill, Cyrus G. 104 
Homelite Corp. 31 
Hotel Alcarr - 
Hubbard & Co. S4 
Independent Telephone Repair Co. 109 
Indiana Steel & Wire Co. ‘8 
International Harvester Co. 29 
Insto-Gas Corp. 

International Standard Elec. 

Jaeger Machine Corp. 

Ka-Mo Tools, Inc. 

Kato Engineering Co. 98 
Kearney Corp., Jas. R. 9) 


Kellogg Switchboard & Supply Co. 
. 


12, 13, 14, 15, 100, 101 


King, W. T. 104 
Klein & Sons, Mathias 78 
Koiled Kords 103 
Koppers Company 28 
Leich Sales Corp. 56, 57 


Lindsay Tel. Supply Company 

Line Equipment Co. 

Line Material Co.—A McGraw 
Co. Div. 

Loomis Advertising Co. 

Lorain Products Corp. 

Lowell Ins. Wire Co. 


Electric 
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MacGillis & Gibbs Co., The 109 
Mahood, Edwin T. 104 
McCabe-Powers Auto Body Co. 35 
Midwest Utility Co. 104 
Miller Equipment Co. 34 
Mitchell, Jay G. 104 
Moran, John J. 104 
Murer & Smith 104 
Moss, T. J.. Tie Co. — 
Mutual Liquid Gas Equip. Co. 

National Carbon Ce. - 
Natco Corp. 117 
National Telephone Supply Co. 

Neale Construction Co. 73 
Neale, D. J. 104 
North Electric Mfg. Co. 18, 19 
Onan & Sons, Inc. — 
Overton Co., S. E 

Page & Hill, Inc 96 
Paragon Electric Co. 

Penn Line Service 104 
Petersen Engineering 

Philco Corp. 

Porcelain Products, Inc. 


Porter, H. K. 
Power Equipment Co. 82 
Premax Products, Inc. 


Pyrofax Gas Co. —- 
Ray-O-Vac Co. 

Raytheon Manufacturing Co. 30 
Reilly Tar & Chemical 8 


Reliable Electric 
Remington-Rand 
Republic Creosoting Co. 


Co. i 


Ripley Co. 38 
Roll-A-Reel 

R.. '. & E.. Ce. 

Runzel Cord & Wire Co. 80 
Ryan, F. B. 104 


S & G Manufacturing Corp. 


Schauer Mfg. Co. 102 
Sentinel Company, The 
Seymour Smith & Son, Ine. 
Sherron Metallic Corp. 37 
Sloan, Cook & Lowe 104 
Southern Electric & Transmission 
Stahl Metal Products 97 
Stromberg-Carlson Co. 

42, 43, 90, 91, 94, 95, 111 - 116 
Supreme, Inc. 
Suttle Equipment 104,105 
Taylor-Colquitt Co. 36 


rel-E-Lect Products, Inc. 

Telephone Advertising Inst. 

Telephone Answering & Recording Corp. 23 
Telefon Fabrik Automatic A/S 36 
lelephone Engineering Corp. 
Telephone Power & Supply Co. 92 
lelephone Repair & Supply Co. 
lele-Systems, Inc. 
rele-Wire Supply 
Telkor, Ine. 
Termite Drills 38 
Texas Creosoting Co. 

rhompson Chemicals Corp. 


Co., Inc. 


UL. S. Independent Tel. Assoc. 
U. S. Motors 
UL. S. Steel Corp 
American Steel & Wire Div. 
U. S. Steel, Coal, Chem. Div. 10) 
Citeca Drop Forge & Tool Corp. 99 


Vannort, B. O. 


104 
Vulcan Electric 5 


Co. 


Wall Mfg. Co. 
Waltham Horological 
Western Electric Co. 
Viebel, L. H. 109 
Williams, Geo. E. 108 
Whitney Blake Co. 69 
Wyoming Valley Equipment Co. 


Corp. 
76, 77 


York-Hoover Corp. (Body Div.) 
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ARE YOU PLANNING A 


Better 
Directory? 


Then you will find 
| our experienced organization 
| all set to give you exactly 
what you want. 
Please consult us freely. 
No obligation. 


THE LAKESIDE PRESS 


R. R. Donnelley & Sons 
Company 


350 East Twenty-second 
Street 
Chicago 16, Illinois 





Binders - Lithographers 


Printers - Engravers - 


SINCE 1889 


NATCO 


CLAY CONDUIT 


The proved and standard 
Protection for Underground 
Telephone Cables. 

Cheapest in the long run. 
Highest quality and a full 
line of shapes. 


Natco Corporation 


formerly National Fireproofing Corp. 
327 FIFTH AVE., PITTSBURGH 22, PA. 
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Back Of The Book 


By JOHN G. REYNOLDS 


Hot Spot in Paris 


HE MANAGER of a Paris, France, restaurant has 

devised his own method for handling long-talking 
users of pay-stations. Noticing endless queues forming 
outside his telephone booths, he installed a set of hot- 
air tubes in each booth. When the customer’s alloted 
two minutes were up, hot steam shot out into the small 
cubicle. The temperature went up and up until the 
talkative and perspiring customer was obliged to put 


the receiver down and get out. 


All-Out For Clara Lund 


118 


ESIDENTS of Suttons Bay, Mich., like Clara 

Lund. When she became ill a few weeks ago and 
needed a rare type of blood, the entire town tried to 
help. The editor of the Leland, Mich., ENTERPRISE 
told his readers: 

“Now and then there is a person so kind, so 
thoughtful, so generous, that he or she is beloved by 
everyone in the community. Such a person is CLARA 
Lunp of Suttons Bay. 

“Most of us know Clara as the voice of the Sut- 
tons Bay te lephone exchange. But now, in serious 
illness, her voice no longer is heard. No ‘hello girl’ 
ever made and kept more friends than Clara. 

“It was she who always knew, in an emergency, 
where Dr. Ellis or Dr. Bolan could be found. In fact, 
it seemed that she always knew where everyone was. 
She had to. We all depended on her. She was the 
first to whom everyone turned for help. A problem 
referred to Clara was half solved already. 

“You sensed the sort of person Clara is just by 
walking into the telephone office. You could tell by 
looking at all the plants and flowers which flourishe d 
under he sr loving care. You could tell by the way her 
dog lay curled at her feet. You could tell by the rich 
fragrance that came from her kitchen. 

“We have known since we came here five years ago 
that Clara is one of the best loved and most re spected 
persons in the county. But a laboratory technician at 
Munson hospital the other night made it even more 
Cc le “ar. 

“Her illness requires frequent blood transfusions, 


but the lab technician told us there never is a need to 
call for blood donors. She had 16 pints to her credit 
that night. Other donors were waiting. The lab 
technician had come to admire Clara too, from all the 
examples of her kindness and generosity he had heard 
from those who came to give blood for her.” 

We understand only 37 persons in 1,000 have the 
type blood Clara has . . . only one in a million has 
such a remarkable character. 


“Stuck With the Bill” 


|‘ A SUBSCRIBER of yours finds a long distance 
call on his telephone bill that he cannot account 
for — he may have been victimized by a weekend 
guest who made it without saying anything about it! 

Such unauthorized calls are relatively rare, says 
American Telephone & Telegraph Co., but they turn 
up. There is the case of the lady burglar who broke 
into a Baltimore apartment and ran up a $75 bill on 
a call to Paris before being cut off. 

The company didn’t disclose who paid that bill, 
but a St. Louis real estate firm had to pick up a $200 
long distance tab on a working telephone it had put 
in a model house to give a more homelike appear- 
ance. Prospective clients had made themselves too 
much at home, calling friends all over the country. 

Then there was the father in Charleston, W. Va., 
who had ordered a telephone installed. When he re- 
turned from work he was told by his two young 
children the telephone was in and operating. 

“It works fine,” they told him. “We've spent all 
day talking to other people who have telephones, 
even people who live ‘way far away.” 

It’s well known that folks often get a yen to make 
long distance calls when they’ve had a couple too 
many, and a lady customer in a Connecticut town 
took steps to protect herself. She asked the manager 
to have her telephone fixed so she could receive calls 
but couldn’t make any. 

She explained that she liked to take a drink now 
and then and on those occasions not only made a lot 
of calls but was insulting to her friends. She would 
order the one-way arrangement for a few days at a 
time, then would ask regular service restored. The 
manager finally suggested the real solution might be 
for her to stop drinking, to which she retorted: 
“Young man, you tend to the telephone business and 
I'll tend to my drinking.” 

AT and T lists among its unusual authorized calls 
one by a Yankee baseball fan in Birmingham, Ala., 
who had a yen one evening to hear how the Yanks- 
Browns game was going. 

“Get me station WINS in New York and don’t cut 
me off, I've got plenty of quarters in my pocket,” 
he told the operator from a booth. 

He had a member of the staff of the radio station 
in New York hold the telephone mouthpiece in front 
of a loud speaker carrying Mel Allen’s broadcast of 
of the game, and listened for three innings — $1¢ 
worth — for which he dropped in 64 quarters. 
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Now! 
| Battery-aci 
sopane’ 


eliminated 


... by an ingenious seal 
that eliminates gaskets 


The ‘‘seepage”’ of battery acid through inefficient post seals is an 
annoyance and danger known to all battery users. 

When C&D engineers perfected the revolutionary PlastiCal 
telephone battery, they equipped it with the ingenious Plastite* 
post seal illustrated above. It is unquestionably the finest seal 
yet developed. 

The Plastite seal is formed by seating a heavy color-coded 
plastic nut over each terminal and bonding it to the cover. This forms 
a hermetical seal between the cover and the nut and eliminates 
dependence upon the conventional rubber gasket. A plastic dust 
cover is then bonded to the top of the plastic seal nut. The minute 
crevices between the threads of the post and the plastic lock nut are 
filled under pressure, with a pliable, low bleed rate, age-resistant 
silicone grease. 

The completed seal is impervious to acid, gases and air. It will 
not contract or expand appreciably during the life of the battery. 

The Plastite seal is just one of the many advanced-design 
features of C&D’s PlastiCal—one more reason why PlastiCal is 
truly “the century’s greatest battery development!”’—and decidedly 
your best telephone battery buy! 





Write for bulletin T-528! 


Get complete specifications on C&D’s PlastiCal—the battery that C¢ > 


® lasts at least 40% longer BATTERIES, INC. 
» uses 1/5 as much current and water 


delivers high output all its life 
Manufacturers of Industrial Batteries since 1906 


* Patented 





SALES AND SERVICE OFFICES IN PRINCIPAL CITIES FROM COAST TO COAST 
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You have to be the best to be the leader. 


Relever 


In the ballet, relever is one of the seven 
basic movements. Dancers are judged 
by their ability to execute the relever 
and the other movements. 


Your company might borrow -fram, the 
ballet in determining the effectiveness 

of its present directory publishing service. 
For relever means to raise. How is 
your directory’s relever—or raise? are 
you realizing increased net revenue 
from each successive issue? 


Perhaps your present directory is yielding 
more net revenue than the previous 
issue. But, are you sure that the present 
rate of revenue is the maximum? 


By making a study of your present 
directory we can tell you whether or not 
your company is receiving as much net 
revenue as it should expect from 
directory operations. 


Simple telephone or write our nearest 
office and ask our representative to call. 
He will make a study of your directory 
and report his findings to you without 
any cost or obligation whatsoever. 


Get the facts. If your directory is not 
producing maximum net revenue for 

your company—now is the time to do 
something about it! 
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